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Carpet Tacks 
Screw Driver 
3 in 1 Oil 

Tea Strainer 


ue 
Tea Ball 
Key Chain 
Carbona 
Bug Powder 
Powder Gun 
Shoe Polish 
Stove Gloves 
Shoe Brush 
Silver Polish 
Spool Wire 
Apple Corers 
Door Bolts 
Door Hooks 
Gate Hooks 
Gas Mantles 
Lamp Wicks 
Fly Paper 
Soap Racks 
Sink Brushes 
Funnels 
Corks 
Sponges 
Clothes Pins 
Balls Cord 
Cover Knobs 
Table Mats 
Scrub Brushes 


Reg. U. S. Pat. Off. 
No. 995758 which will 
be strictly enforced 






Chair Seats 
Light Bulbs 





DOMES of SILENCE 
One of the fastest sellin ee 
i Raia sapien of ali Lilliputian Hardwaree 
Gulliver Goods. Give them 
a prominent place in your 
Gulliver Goods Display. 

Assortment D-19 (as illus- 


trated) contains one den GULLIVER GOODS 


sets each of 1% inch, % 








inch, *4 inch and 7% inch Gulliver Goods are small items that people only buy when they see 
sizes (1 gross sets). them. They are the Lilliputians of the Hardware Store. 


Order from your Jobber today Ordinarily they are hidden away. Dig them out—group them to- 
gether. Build a Gulliver Goods Display. 
DOMES of SILENCE Division 


Henr\ \\V Peabod,s re (O 
| tate Street New York Cuty 
, P-1674 





Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
Advertising Index, Page 112 Editorial Index, Page 41 
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Electro-Welded Sanitary Soap Bracket 
No. 65 


This heavy retinned soap bracket is an example 
of the Natwire line. It is high quality in every 
detail, yet sells at a remarkably low price. 
Every intersection solidly welded. Every wire 
smooth and clean. For complete information 
about Natwire welded soap brackets as well as 
complete line, address Department A. 


Glazed white enameled handles on strainers without extra charge. A strong selling 
feature that will appeal to your trade. 


WICKWIRE SPENCER STEEL CORPORATION 


General Offices 


41 East Forty-second Street, New York 


WORCESTER BUFFALO PHILADELPHIA DETROIT CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 
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PYREX 





sold means an increased business in— 


Pyrex Ovenware and Tea Pots 


P. S. Do you know of our free plan for sending to your customers, with 
your compliments, the Expert’s Book on Better Cooking—by Alice Bradley, 
of Fannie Farmer’s Cooking School? 


Write us about it. 


A Product of 





if The Greatest 50° Seller ever produced 





MEASURING CUPS 


N innovation that women are asking for constantly. A measuring cup of trans- 
parent PYREX that will withstand the shock of extreme heat or cold without 
cracking or chipping. Retails for only 50c. Each cup packed in an attractive’ carton. 


You cannot display PYREX Measuring Cups without selling them, and every one 





The Pyrex Line 


Pyrex Ovenware 

Pyrex Tea Pots 

Pyrex Nursing Bottles 
Pyrex Refrigerator Dishes 
Pyrex Measuring Cups 
Pyrexette (child’s baking sets) 








CORNING GLASS WORKS, Corning, N. Y. 


The World’s Largest Makers of Technical Glassware 
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For compulsory bells and imperative buzzers 


ON Thier telegraph 


* 

Dry Batteries ~- doorbells 

eee —they last longer Bet ets A 

es. | YP ~ motor boat ignition 

pe — | — heat regulators 

- tractor ignition 

~ starting Fords 

~ ringing burglar 

alarms 
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= Ge Gee ie ~ electric clocks 

- calling Pullman 
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~~ | __ > ~ lighting tents 
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~ running toys 
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- gas engine ignition 
~ telephone and 

































KS, 


Lm 





™~ 























BELLS and buzzers ring out instantly when Columbias are back of the button. 
No modest tinklers, these. Bells just bellow the news when the Columbia's 
power goes zipping through the wires. To give bells and buzzers lightning speed 
use Columbia Dry Batteries. 

The more of these good battertes you connect, the louder the sound. Hook 
up as many as you need to make the noise you want. Columbias are always at 
home, eager to speed a welcome to your guests. Between calls they renew their 
energy—these batteries know how to rest as well as work. 

Don't just ask for “a dry cell.” Ask for Columbia Dry Batteries by name and get 100% 
battery efficiency. Columbia Dry Batteries are sold by electrical, hardware and auto acces 
sory shops, marine supply dealers, implement dealers, garages and general stores. Columbia 
lynitors can be purchased equipped with Fahnestock Spring Clip Binding Posts at no extra 
cost to you. Manufactured and guaranteed by } 


NATIONAL CARBON COMPANY, INC., NEW YORK-—SAN FRANCISCO 
Conedioe Nationa! Carbon Co.. Limited, Toronto, Ontarte 











Prospects in every home 


COUNT the homes in your locality—that’s the number of 
prospects you have for Columbia Dry Batteries. Practically 
every home has a doorbell, a heat regulator, a radio set—and 
in numerous instances a gas engine or tractor is operated on 
the place. Many dry batteries in your neighborhood need 
replacement now. This is the time of year to go after this 
business. Put Columbia Dry Batteries in your window. Sug- 
gest replacements to your customers. Order from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., New York — San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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Atkin SilverSteel Saws 


Yo My Fellow Hardware Dealers” 


















fu WINNER 


x HENRY BUYSMAN 
i 4 WITH THE R. G. LUBBERS HDWE. CO. 
/, Sheldon, lowa 


bt | Mr. Buysman certainly gives Atkins Saws a big boost. 
oo e Anyone not convinced that he should have Atkins Saws 
in stock should read this letter very carefully. 


If you have not already sent a letter for this contest, 
do so at‘once. Each week we give someone $10.00. Our 
only requirements are that the letter be written on the 
stationery of the dealer with whom you are connected, 
and that this dealer handles Atkins Saws. If we accept 
your letter for publication, you win $10.00. 


HIS LETTER 


E. C. Atkins & Co. 
Indianapolis, Ind. 


Gentlemen: 
I recommend Atkins Saws on the basis of quality. 
Among the definitions of quality * find “peculiar power or property.” 


Atkins Saws have both. They have the power of attracting a customer’s attention and holding it 
until the sale is made. An Atkins Saw once sold remains a life-long friend of the buyer. 


Among the other superior properties of Atkins Saws is the finish, the filing, the balance, and last 
but not least the handle. The handle fits perfectly. Put an Atkins Saw in a prospective customer’s 
hand and a smile of satisfaction comes over his face before you have a chance to say more. But going 
on, I mention the perfect balance and explain that it is much easier to have the right twist in the handle 
than the wrong twist in the arm. 

In the end you have accomplished something beside selling a saw, you have won the confidence and 
good-will of another customer through the sale of quality merchandise, and we can guarantee the quality 
because “Atkins” backs both us and the quality of their goods. 


Yours very truly, | 
HENRY BUYSMAN. | 


A Few Pointers on Atkins Hand Saw Filer 


This saw filing device is the most perfect tool for the purpose ever 
produced. By following the directions accompanying each filer, the 
most inexperienced boy or man can file a saw correctly. It can be 
used with wood clamp in any ordinary vise or with iron saw clamp. 
Every carpenter should have one in his kit, and every hardware dealer 
should have them in stock. 





EK. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland _ Seattle Paris, France 
: Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 


‘ATKINS ALWAYS AWEAD’ 11111111 n"_v 
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Now is the Time 
to Order Them 


For Later Delivery 






’S time to start thinking about your 

| oraer of Christmas Stillsons. Your 
Walworth distributor has them 
ready for you now. But you can suit 
your Own convenience on the delivery 
date—any time in September or October. 
This popular Christmas gift package will 


This is the household size be more widely advertised this year than ever 
oe pop Apes yp te before. There’s success in it for every hard- 
mas Gift Box. ware dealer who sells “‘gifts of utility.’’ 


WALWORTH MFG. CO., Boston, Mass. 


Sales Units and Distributors in All Principal Cities 


WALWORTH 
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No. 32—5 inch 


PEXTO NEW RADIO PLIER 


A new Plier added to the Pexto extensive 
line. Has all the Pexto quality—drop forged 
steel, full polish, knurled handles—and is also 
equipped with wire cutter. 


It is designed to form accurately the 
terminals or loops on bus-bar and wire. It is 
of double barrel construction and will form 
loops to slip over 6-32 and 8-32 screws. 





For Forming Terminals Each Plier is packed in an individual box 
or Loops on Radio Wire and an attractive display carton is furnished 
and Bus-Bar. with each half dozen—also a window card at 


no extra cost. 


Better get in touch with your jobber con- 
cerning this new Plier. 


The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 
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Standards — 
































18 Teeth to the Inch — for cutting tool steel, iron pipe, hard metals and light angle iron 





24 Teeth to the Inch —~ for cutting brass, copper, drill rod, medium tubing and sheet metals 





32 Teeth to the Inch- - for cutting thin tubing and thin sheet metals 


Here are Simonds Hard Edge Hack Saws for every kind of cutting — easy to 
sell — sure to please —- because the quality is always right —_Ask your jobber for 
them —if he cannot supply you, write us. 


| SIMONDS 


°HARD EDGE 


HACK SAWS 
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for Every Dealer: 





OV OWOETS COIN ER ACOH 





24” and 26” —7 to 11 point 22” —9 to 11 point 26” Rip — 5 to 7 point 








Terr’ erry 


26” — 7 to 11 point 24” — 8 to 11 point 22” —9 to 11 point 26” Rip— 5 to 7 point 


These **Blue Ribbon’’ numbers are exceptionally good sellers — your customers 
will like them —the price is attractive and margin of profit good. 


Show the narrow or ship pattern — straight and skew back—you can have the full 
width saws if desired. Your jobber can, no doubt, supply you — if not, write us. 


Simonds Saw and Steel Company 
Fitchburg, Mass. Chicago, IIl. 


SIMONDS 


°BLUE RIBBON e 


HAND SAWS 
















































o . 
» 
A 

















* fr s wet vert a Sanenes 
Y + t xt Cert th Ar 
Panuing tur Qe : 


Season's 








en, ” 
? 1925 i“ 9 na 
im". 
bias — “ea 
AK Bs: 
eB ES 
° 
: rs om A mn) 
cy i" 
Z 
3 A —_ 

















These *‘Guns”’ lead 
the Murphy attack 
In 1924 


The Saturday Evening Post carries 22 Murphy 
advertisements this year. More than 50,000,000 
copies of our advertisements are being circulated by 


the Post. 


This long-range siege gun is ably supported by a 
battery of select field-pieces trained on special 
groups of readers representing the wealthiest classes. 


1924 is proving to be Murphy’s greatest advertis- 
ing year. All of it is advertising which will produce 
business and help make 1924 your greatest Paint 
and Varnish year. 


Quite as important, you are entitled to the finest 
line of window and store display material we have 
ever provided. 


Murphy Varnish Company 


Newark, N. J. 
Chicago, IIl. 


San Francisco, Calif. 
Montreal, Canada 
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1921 
189,800 Ibs. 








769 000 _, a 


“My Sales 
should be greater! 


yy? 


said Mr. Haines and each year he made a new record 


ME: T. Lee Haines of Cam- 

den, N. J., first made this 
statement in 1916 when his Dutch 
Boy white-lead sales totalled only 
3700 pounds. And the next year 
he sold over twice as much—8100 
pounds. 


But doubling his white-lead 
business didn’t satisfy Mr. Haines, 
for in 1918 he sold 19,725 pounds 
of Dutch Boy. Still he said, ‘‘My 
sales should be greater!’’ And they 
jumped to 85,500 pounds the next 
year and to 138,900 pounds in 
1920. 


This rapid increase in his Dutch 
Boy. sales only indicated to Mr. 
Haines the possibilities for the 
future growth of his white-lead 
business. He continued to display 
Dutch Boy in his window. He dis- 
tributed Dutch Boy booklets, and 
in various ways actively pushed 
this nationally advertised paint 
product. As a result, his sales in 
1921 went to 189,800 pounds, in 
1922 to 239,525 pounds and in 
1923 to 269,000 pounds. The 1923 
sales are 72 times those of 1916. 


Today Mr. Haines, like many 
other merchants who have tapped. 
the always-increasing demand for 
Dutch Boy white-lead, confident- 


ly reports that his sales for 1924 


will exceed his 1923 record. 

Perhaps you can match Mr. 
Haines’ Dutch Boy record. Per- 
haps you can even better it. At 
any rate, no matter how much 
Dutch Boy white-lead you sell 
now, an active sales policy will 
help you sell more. 


Use a new window display. Try 
a series of movie slides at your 
local theatre. Use some space in 
your town paper. Above all, echo 
Mr. Haines’ business-getting slo- 
gan, ‘‘My sales should be greater!”’ 


We'll do our part to lend a hand. 
Just tell us what you need in the 
form of window displays, book- 
lets, newspaper cuts, etc. Write 
us about any special sales plans 
you may want to work out. It’s 
not too late to make 1924 a big 
Dutch Boy white-lead year—and 
it’s the right time to get a running 
start on next year’s business. 


11 











NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; 
Buffalo, 116 Oak Street; Chicago, 900 W. 18th Street; 
Cincinnati, 659 Freeman Avenue; Cleveland, 820 West 
Superior Avenue; St. Louis, 722 Chestnut Street; San 
Francisco, 485 California Street; Pittsburgh, National 
Lead & Oil Co. of Pa., 316 Fourth Avenue; Philadelphia, 
John T. Lewis & Bros. Co., 437 Chestnut Street. 
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cA painter’s cap of new 
design. A postcard will 
bring you a supply 
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Sales Offices: 
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EAGLE 


CINCINNATI 
BUFFALO DETROIT BALTIMORE 


Plants « CINCINNATI NEWARK 
: * EAST ST. LOUIS, ILL. 
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Al... VANDERWARF & BRO. 
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The Kensington Paint & Glass 


ne 


Selling 199,348 Pounds of 
Eagle White Lead in Oil 


ROM an initial purchase of 1200 
pounds in 1906, the sales of Eagle 
White Lead in Oil of Al. Vanderwarf @ 
Brother, Chicago, had reached a total, 
at the end of 1923, of 199,348 pounds. 
Recently they ordered the 100th and 
110th ton for the Kensington Paint @ 
Glass House, which they operate. 

The Vanderwarfs also use Eagle W hite 
Lead in Oil for the painting and deco- 
rating which they do. 

Al. Vanderwarf has never overlooked 
an opportunity of adding a profitable 
line to his paint store. But he also knows 
from experience that a Pure Old Dutch 


Process White Lead in Oil is still the 
best stock in trade of the Master Painter. 

Eagle White Lead in Oil has been a 
Pure Old Dutch Process White Lead 
since the brand first appeared upon the 
market in 1843. 

Should a process be discovered that is 
a better process for the production of 
white lead and not merely a cheaper 
one, The Eagle-Picher Lead Company 
will consider its adoption. Until that 
time, Eagle will continue to be Pure Old 
Dutch Process White Lead in Oil, the 
white lead in oil that the Master Painter 
has known since 1843. 






— 





EAGLE White Lead in Oul B ilding Business Here 








House, Chicago 


General Offices ; The EAGLE-PICHER LEAD COMPANY, 863-208 So. La Salle St. CHICAGO 


CLEVELAND PITTSBURGH 


GALENA, KAS. 
CHICAGO 


PHILADELPHIA NEW YORK 
NEW ORLEANS 


HENRYETTA, OKLA. 
ARGO, ILL. 


©“ Pure Old Dutch Process 


WHITE LEAD 


MINNEAPOLIS 
JOPLIN 


ST. LOUIS 
PICHER, OKLA. 


KANSAS CITY 


JOPLIN, MO. 


HILLSBORO, ILL. (2 Plants) 
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“We are 100% for Lowe Brothers Products as we believe the only way 
to build a successful, permanent business is to distribute quality goods.” 


Wilcox Hardware Co., Adrian, Mich. 


—_" 


Mr. Davis Has the Right Idea 
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HIGH STANDARD 


PAINT 











Back of the paint store 
that displays this sign 
is over fifty years ofex- 
periencein the making 
of fine paints and var- 
nishes. Painters, decor- 
ators and home owners 
know that Lowe Broth- 
ers products are rich 
and permanentin color, 
cover exceedingly well, 
are unusually durable, 
and costless inthe end. 
Find out about thisline 
and the profit oppor- 
tunity it offers you. 
Mail the coupon, 


a 


» 
Is it possible tosmake a paint stock 


pay dividends? Mr. Davis, of the 
Wilcox Hardware Company, can 
answer that question with an em- 
phatic YES. Last year, in a town 
of 11,878 people, the paint sales of 
this company totalled $14,000. 


How can this be done? Mr. Davis 
has the right idea. He says, “The 
way to build a successful, perma- 
nent business is to distribute quality 
goods.’ And it is significant that 
the Wilcox Hardware Company is a 
100°, Lowe Brothers Agency. 





Lowe Brothers Paint and Varnish 
have been noted for quality for over 
fifty years. This high quality is 
supported, by a far-reaching na- 
tional advertising campaign, close 
dealer co-operation and exclusive 
territorial grants. he result is 
Profit for the Lowe Brothers Agent. 


Isn't this the kind of a proposition 
you want? If it is, then mail the 
coupon and we will send you full 
particulars of our money-making 
Dealers Proposition. You are not 
obligating ydurself when you re- 
quest this information. 





THE LOWE BROTHERS COMPANY 


Dayton, Ohio 


Factories Toronto, Canada 


BRANCHES IN PRINCIPAL CITIES 





THE LOWE BROTHERS COMPANY, Dayton, Ohio: 
Please send full details of your Sales Promotion Plan for dealers. 





Name 


Address ee 











H. A. 824 
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Floor Varnish Must Be More Than Waterproof 
to Withstand This Daily Test 


Floor Varnish that holds the confidence and respect of 
its users over periods of many years is floor varnish | 
that builds a constantly increasing volume of business 


ee ey eae ee 








for the dealer who recommends and sells it. 


Lyon & Healy, Inc., Chicago’s largest and one of the 
world’s greatest retail musical-instrument houses, 
praises Berry Brothers’ Liquid Granite in these definite | 
terms: ‘We have tried many makes of varnishes on 
our piano floors, but always get back to Liquid Granite, | 
as in our judgment it stands up best where pianos are | 
moved over the floors almost daily.” 


Cheap goods make easy “‘first sales,” but Liquid | 
Granite “repeats.” Many big dealers have grown | 
bigger by selling the Berry line exclusively. Let us | 
tell you how they have done it. 









BerrRY BrotTHers, Detroit, MICHIGAN 


(jranite 


FLOOR VARNISH OF DISTINCTION 
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Here’s a way to Increase Your Profits! 


HERE are a lot of people in your 
neighborhood who have old wood- 
work or furniture that needs refinishing. 
But they hesitate to do the work them- 
selves because they are afraid they 
can't do a good job. 
There’s your opportunity. Tell them 
how easy it is to renew their woodwork 
with a Varnish-Stains! 


Valspar Varnish-Stains are Valspar 
itself—the waterproof, accident-proof 
varnish—plus transparent, non-fading 
colors. They flow smoothly and evenly 
from the brush and dry hard overnight 
—points that every amateur painter will 
appreciate. 

With Valspar Varnish-Stains there’s 
none of the bother of applying separate 


coats of stain and varnish, for the color 
and lustrous finish go on at one stroke of 
the brush. They bring out the full beauty 
of the grain in the wood and at the same 
time protect it with a coat of lustrous, 
durable Valspar. 


Why not go after this business in your 
neighborhood? We’ve prepared the way 
for you through our advertising. Just 
= a board or chair half finished with 

alspar Varnish-Stain in your window, 
to show the “before and after” effect. 
This will attract people inside your store. 


Then when you recommend Valspar 
Varnish-Stains you may be sure your 
customers will be satisfied. And satisfied 
customers mean more sales and bigger 


profits for you. 


Valspar profits are big—from a small investment 








VALENTINE’S 


VALSPAR 


VARNISH-STAIN 








VALENTINE & COMPANY 
Largest Manufacturers of High-Grade Varnishes in the World 


ESTABLISHED 1832 


New York Chicago Boston Toronto 
London Paris Amsterdam 


W. P. FULLER & CO., Pacific Coast 
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lt Your Opportunity to 


iii ATLAS e_°e 
eri Ila St ii ‘ Welcome Competition 


LE ea] cope Provided you could enjoy a liberal profit—provided you 

Hart were assured of uniform materials and dependable ser- 

vice, you could increase your paint and varnish sales! 

El-Kay Special Products furnish this combination. A 

stock of fast moving paints, varnishes, stains and spe- 

cialties on your shelves and you can welcome competition 
with a smile! 






















































_—— . 


Let us tell you more 
about our line. We 
guarantee to sell you at 
prices that mean 30% 
more profit than can be 
realized on any other 
. line of paint. 
Turn Your Paint Write us for prices and 


information about our 


Stock Quicker! trial assortment. 


El-Kay Flat Wall 




















Finish. 
You can sell good paint and er a ee A 
make money. But good paint ee eee he a eee 
plus intelligent sales helps will oon ayo i opetaee 
bring you more rapid turnover ade nin Geese 
The Wetherill “Home Beauti- Con-Ferro Paint & Varnish Co. | 
ful’’ Paint Stock is a sales idea Elm Street, First to Commercial, St. Louis, Mo. | 








that is helping many dealers | 
turn their paint stock six or ; 
more times a year. You can 
do even better. 





| 
and tar greater profits. 
: 
: 
: 


Add to this our latest idea, | 
“The Wetherill Budget Plan” | 
or our “Paint and Pay the 
Wetherill Way” and you've 

got the greatest sales proposi- 

tion that has ever come into ane 

the paint business. | 





How Many Brands of 





Just set a box on your | 


Are you awake to opportunity ? Brush Cleaners Do You Carry? 
Do you really want increased . . 
business? Write or wire us Over 100 leading paint 
today tor the Wetherill Propo- and hardware jobbers now 
sition. Get this real business distribute Brush-Nu_ ex- : 
= before your competitor clusively. Why? Answer: 
does. 

: 


GEO. D. WETHERILL & CO. saa : 


pipcnaanieeoingel $1.50 for 2 Dozen 
PHILADELPHIA, PA. Ask Your Jobber or Order Direct 
Boston Pittsburgh Memphis 








Makers of Fine Paints and Varnishes for 117 Years. 


) BRUSH-NU COMPANY , 
ltt, 


a) BY\hilv(e)-13 scan a 
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Always a Moore 
product for every surface 


nh 


nll 





For the House—Exterior 


House Paint 

Porch and Deck Paint 
Cement Coating 

Shingle Stain 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 


For the House—Interior 


Sani-Flat 

Floor Paint 

Muresco (Hot Water Wall Finish) 
White Mooramel 

Impervo Varnishes 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

Liquid and Paste Wood Filler 

Calsom Finish (Cold Water Wall 


EXCELLING EN DURING ENAMEL ore Vannes 
HIGH GLOSS WHITE For Roofs, Barns, Etc. 


Benjamin Moore {9 Co. Roof, Cement—Liquid and Paste 


FACTO 
RY TOR» CHICAGO » CLEVELAND ~ a + TORONTO For General Home Use 


Tile-Like Color Varnish 
BBR SEES sams 5° — Tile-Like Enamel 
Varnish and Oil Wood Stains 
' Bath Tub Enamel 


Auto Lustre Polish 

Stove Pipe Enamel 

Ground Color 

Aluminum and Gold Paints 





























stavebegtrare 























This is a product that sells itself. Screen Paint 
Enduring and excelling, it is an For Automobile and Carriages 
enamel for interior and exterior use Automobile Enamel 
that paint users continually buy for Coach and Auto ‘Varnishes olors 
the highly dependable results it as- io Sage Seem 
a sures. Aluminum Paint 
: For Wagons, Tractors, Etc. 
It is a long oil product made of pure Wagon Paint 
° ° ° ° e ° arnis 
white zinc in combination with pure Engine Enamel 
turpentine and specially treated oils INDUSTRIAL PRODUCTS 
of our own manufacture, properly Concrete Floor Paint Mill White (Flat—Gloss) 
° Gr e Paints Saki 
aged to secure complete incorpora- Dado Paints Baking inamels 
i . ° ° Machinery Enamel Fire Apparatus Paint 
=: tion of vehicle and pigment. Radiator Enamel Vaco Red Lead Paint 
és Iron Filler Red Lead Preservative 


FOR SHIPS, MOTOR BOATS, 
ET 


In Mooramel you'll find another 
profit producer, typical of the exten- 








% : 1; f M ‘ wee Copper Paints 
: ’ facht Paints Smokestack Paint 
sive line O oore paints. Canoe and Boat Paint Deck Paint 





Benjamin Moore & Co. 


s NEW YORK ST.LOUIS 
CHICAGO CARTERET 
CLEVELAND TORONTO 
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Speed uD the Turnover! 


Turnover, as you well know, is the key to profit, but what is the key 
to turnover?! 

In your paint and varnish department, Lucas provides the key. 

Lucas paint and varnish products are nationally known and respected. 
Their quality and dependability require no explanation or defense. 
This saves time. 

Seventy-five years’ experience in paint and varnish making insures 
exceptionally high quality. This means repeat orders. 

The Lucas plan of Resale—cooperation—assists in every phase of 
local selling. It provides a complete plan for “go-getting” the big 
75% unsold paint and varnish business. 

This means new profits, more sales, quick turnover. 

Lucas takes pride in the success of Lucas merchants. The Lucas 
organization is committed to a cooperative policy, the purpose of 
which is to help dealers increase sales. 

Let’s discuss plans for making 1924—your greatest paint and varnish 


year. Write Dept. 98. 


John Lucas & Co..inc. 


Paint and Varnish Makers Since 1849 


PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
ASHEVILLE FRESNO LOS ANGELES 


ATLANTA HOUSTON MEMPHIS 
DENVER JACKSONVILLE SAVANNAH 


wcas 


Paints and 














At the Sign of the Red Wheel 


‘GOOD THINGS TO EAT 
COOKED QUICKLY 


_ atmi' ©: 








At the Sign of the Red Wheel 








HERE is on every piece of good jewelry 
a mark denoting its quality. In every 
great building a stone carved with the 








names of its designer and builder. 


suit of clothes, a label. 


Americans are essentially ‘‘label purchasers”’. 
More Steinway Pianos, more Cadillac Motor 
Cars, more Tiffany articles have been sold 
because of the name imprinted on these 
products than because they are beautiful, 
efficient, and in the long run, economical. 


The Red Wheel found on all Oil Cook Stoves 
equipped with the Lorain High Speed Oil 
Burner indicates as much to users of cooking 
appliances as the name of ——" does to 
the world of music. 


The Red Wheel, first used to at gas 
ranges equipped with the famous Lorain 
Oven Heat Regulator, achieved in five short 
years, a high place among the many great 
trade-marks of a trade-mark era. 

The Red Wheel stands for allithat is good in 
cooking-appliances. It stands for honest 
intent on the part of the maker. It stands 
for the best in materials and workmanship. 


with the Red Wheel. 


In every good 


It stands for efficiency, economy, satisfaction. 
The public looks with favor upon those who 
sell Red Wheel Oil Cook Stoves. It recognizes in 
the Red Wheel a guarantee of satisfaction 
that nothing in written or verbal contract | 
could take the place of. 


The time is fast approaching when the public 
will show its appreciation of Red Wheel Oil 
Cook Stoves in the same manner that the 
public now shows its appreciation of Red 
Wheel Gas Ranges—by buying more of them 
than any other make. 


If you are looking ahead, planning your 
business so that each department will live 
and pay a profit, we recommend that you 
give your stove department a bigger chance 
by adding Oil Cook Stoves equipped with the 
Lorain High Speed Oil Burner—the stove 
It’s this sign the stove- 
baying public is now seeking. 


These famous makes of Oil Cook Stoves are equipped 
with the Lorain High Speed Oil Burner: 


DANGLER—Dangler Stove Co. Div., 


DIRECT ACTION—National Stove Co. Div., - - - 
NEW PROCESS—New Process Stove Co. Div. - - 
QUICK MEAL—Quick Meal Stove Co. Div., - : . 
CLARK JEWEL—George M. Clark & Co. Div., - : 


AMERICAN STOVE COMPANY, ST. LOUIS, Mo. 


LQ, 








Cleveland, Ohio 
Lorain, Ohio 
Cleveland, Ohio 
St. Louis, Mo. 
Chicago, Ill. 








IN 


—OIL BURNE a. 
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NE of the first Carborundum Sharpening Stones 
ever made was given to a Niagara Falls pattern 
maker for trial. 


After twenty-six years this same stone is still on his 
work bench. .Every working day, for a generation, it 
has been putting a keen, smooth edge on his tools, 
never failing in its duty to cut clean and fast. Today 
the stone is a bit worn—a bit chipped at the corners 
but the pattern maker calls it the treasure of his 
tool kit. 


Millions of Carborundum Stones for every possible 
sharpening need have since gone into the shops, 
homes and fields of the world. 


Carborundum has become a trade term among hard- 
ware dealers and back of that name Carborundum 
has been developed the undeniable power of prestige. 


You owe it to your business to stock Carborundum 
Products. Every customer you have, from boy scout 
to banker, is a possible purchaser, for they can all 
use some Carborundum product some way. 

Teach your salesmen to pair up their sales. Tell them 


to sell a Carborundum Stone with every edge tool. 
It’s just as easy as selling a brush with a can of paint. 


Incidentally, a Carborundum Window Display puts punch into 
your sales. Write today for our Sales Helps—our new catalog, etc. 


The Carborundum Company 
Niagara Falls, N. Y., U.S.A. 


New York, Chicago, Boston, Philadelphia Detroit, Cleveland, Cincinnati 
Pittsburgh, Milwaukee, Grand Rapids 
Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 
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Machine Screws 
Stove Bolts 
Tire bolts 

































































American Screw Co. 


PROVIDENCE , iF 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Sargent Planes and Squares are 


all that good 


CARPENTERS demand much of 
planes and squares. Indeed, these 
are two of the most important tools 
of the trade. Ina plane, they first 
want to know about the cutter. 
Is it of the finest steel? Will it 
hold a keen edge over a long 
period? Ina square, they are par- 
ticularly interested in the accu- 
racy of scales and tables. When 
you sell Sargent Planes and 
Squares, you can stake your repu- 
tation on their excellence in every 
single detail. 


In all Sargent Planes the cutter 
is of chromium steel—one of the 
toughest metals obtainable. It 
takes a keen edge and holds it. 
There are Sargent Planes for every 
purpose. The Auto-Set is a par- 
ticularly interesting line. The 
exclusive auto-set feature permits 
the cutter to be removed, sharp- 


tools can be! 


ened and replaced without chang- 
ing original adjustment. Yet the 
cutter never chatters, no matter 
how tough the wood may be. This 
plane is certainly built for good 
workmanship and speed. It has 
many points that will interest your 
non-professional customers who 
often need a good, simply con- 
structed plane for odd jobs around 
the home. 


Sargent Framing Squares are 
regarded by many carpenters as 
the most complete and helpful 
squares on the market. The scales 
and tables stamped on them are 
absolutely correct and final. They 
do most of the calculating for the 
workman. Show them to your cus- 
tomers together with the new 
Sargent Take-Down Square which 
can be carried in the popular 
shoulder kit. It’s a big seller. 


Sargent Planes and Squares are regularly advertised to the carpenter and builder 


trade. 
tribution. 


Folders imprinted with your name will be furnished for customer dis- 
Also ask for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, JdHardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre St. 


CuHicaco: 221-223 W. Randolph St. 
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Black and Galvanized 





_— 





SHEETS 


KEYSTONE 


c 
OPER ster 


Corrugated Sheets, Formed Roofing and Siding Products, 
Stove and Range Sheets, Roofing Terne Plates, 


Bright Tin Plate, Black Plate, Etc. 





The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 


and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades; Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 


re 
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General Offices: Frick Building, Pittsburgh, Pa. 


DISTRICT SALES OFFICES: — 
St. Louis 


American Sheet and Tin Plate Company 














Denver New Orleans Pittsburgh 


Cincinnati Detroit New York Philadelphia 


Export Representatives: Unitzp States Street Propucts Company, New York City 
Pacific Coast Representatives: Unitep States Stee. Propucts Company, San Francisco, Los Angeles, Portland, Seattle 


Chicago 








$$ 
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Your 
ustomers 
| Deserve 
Better than 
this 
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ell them 
ACCO’ Round 
Cord Pulley CHAIN- 


Your customers need hardly be reminded how 
stubborn—how exasperating—a window becomes 
once the sash cord begins to wear. 


Such conditions make it easy to sell Acco Round- 
Cord Pulley Chain which runs with delightful 
smoothness over the ordinary round cord pulley. 
Unlike sash cord, it will not wear on sharp edges 
of a pulley; neither will it fray, rot or stretch. 


Drop us a card for complete information, prices, and illus- 
trated folder. | 





AMERICAN CHAIN COMPANY, INC. 
BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco ’ 
Largest Manufacturers of Welded and Weldless Chain for All Purposes and Makers of the Famous Weed Automobile Accessories 





























Viko Display Stand 
Featured in National 
Advertising 


Watch for this beautiful illustra- 
tion in the full-page Viko adver- 
tisement in The Saturday Evening 
Post, Sept. 6. This advertisement 
shows how good looking the Viko 
Display Stand is; and it calls at- 
tention to the fact that many 

Uiko dealers now have this stand 
for the convenience of their cus- 
tomers. 


The same advertisement, in 
smaller space, will appear in 
seven other magazines during 
September and October. Here is 
the complete list, with circulation 


figures: 


Publication Circulation 


The Saturday waren Post 2,356,976 
Farmer’s Wife . 

Good Housekeeping . 

Holland’s Magazine . 

lowa Homestead 

Medern Priscilla 

Needlecraft ; 

Successful Farming 


Total Circulation 6.839, 323 
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Read This Description 


The drawing gives you a good 
idea of the $15 Display Stand 
which is included with the fa- 
mous Viko 9-Feature Deal, which 
4965 dealers have already en- 
dorsed. 


The stand is 4 feet high. The 
lower shelf is 2 feet by 31/ feet, 
so the stand occupies little space 
and can be used anywhere. It is 
mounted oncasters. Shelves have 
molding around the edge and 
are adjustable in height. Optional 
finishes are oak and mahogany. 
Stand comes to you, knocked 
down, in one case, weight about 
70 Ibs.; the Viko selection in an- 
other case, weight about 120 lbs. 











See opposite page for 
further particulars 
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The Popular. Aluminum 
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4965 Viko dealers 


Display stand selling plan 
a proved money-maker 


Here is the story as 


dealers tell it 


* * * 


We wish to thank you for this 
splendid sales method, which at- 
tracts attention, helps the buying 
public to choose their merchan- 
dise, and makes more cash sales 
for the retail merchant. —GIBBS 
HDWE. CO., Marmarth, N. D. 


We have reordered now the third 
time to replace goods we sold out. 
—LOUIS STEINKE & SON, 
Forman, N. D. 


Your plan for displaying goods is 
the best I have ever seen. The dis- 
play stand acts as a clerk in the 
store.—A YER VARIETYSTORE, 
Ayer, Mass. 


We find that it has greatly in- 
creased our sales, and especially 
so in regard to the smaller articles. 
—NOSER HARDWARE CoO., 
Pine Island, Minn. 


The stand is going to be a perma- 
nent fixture in my store. The 
circular letters have great pulling 
power.—W. G. ARTHUR, 


Orchard Park, N. Y. 


Ithasdoubled sales on aluminum 
ware. — FLETCHER’S HARD- 
WARE CoO., Sault Ste. Marie, 
Mich. 


I especially like the display fea- 
ture so customers can get their 
hands on what they want to ex- 


amine. —WILLARD GOOD, 
Perry, Kan. 


I have reordered twice. The deal 
gives me a very good working 
stock of aluminum.—H. T. 


CLARK, South Hanson, Mass. 





F. L. Demark, Catawba, Wis., knows why the Viko 
9-Feature Deal is such a success. This is the way he 
sums it up: 

“It sure is a silent salesman. My customers buy Viko 
without the clerk’s assistance.” 


The Viko Display Stand does sell goods. It makes it easy 
for customers to examine dozens of different articles 
from a complete selection of beautiful Viko utensils. 
Before they know it they are buying. 


oh “k K 
If you want to build up a permanently profitable high- 


grade aluminum department, all you have to do is to 
follow the trail which 4965 dealers have already blazed. 


Order the Viko 9-Feature Deal from your. jobber. 


THIS IS WHAT YOU WILL GET 


The $15 Viko Display Stand. 


A 114-piece selection of Viko utensils, expertly selected for ready 
sale; including six saucepan “specials”? which you can offer at a 
great bargain. 


150 beautifully illustrated 4-page letters, in colors, imprinted 
with your name, ready to mail to your customers. 


Window trim, poster, display cards, and newspaper advertisement. 


—a complete merchandising plan, ready'to use, backed by Viko 
national advertising featuring this deal in magazines with a cir- 
culation of nearly seven million copies. 


ALL FOR $59.40 
The complete outfit, including the $15 stand, costs you 
just $59.40 f.0. b. Manitowoc. The goods will retail to 
show you a margin of $24.84 ($36.39 in extreme West- 
ern and Southwestern states). 


Can you use this business-builder in your store? All 
right, then, just — 


Ask your jobber 


Aluminum Goods Manufacturing Company 





The Popular Aluminum 


General Offices: Manitowoc, Wis., U.S. A. 


Makers of Everything in Aluminum 
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Send for Dietz New WINDOW DISPLAY! 


HIS is a new and interesting Window Display that you should 
have! We will send it promptly on request! 


Use this Display NOW to sell lanterns to Campers, Hikers and 
country bound Automobile Tourists, who will encounter late Summer’s 
earlier nightfall and consequent need of a good lantern.’ Then keep the 
Display to boost your Fall Sales of Lanterns. 


Good Dietz Lanterns to recommend to Vacationists are the tiny “Sport” 
Lanterns, only 734 inches high, and “Little Wizard” and “Junior” 
Lanterns. 


R.E. DIETZ COMPANY, - NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


2” = Cut Out the Coupon and Mail Before You Forget It 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without Charge One Dietz Window Display. 


Address 
My Jobber is 
Address 


August 2 


1, 1924 





LANTERNS 
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Every Housekeeper Will Be 


Interested 





i 










Odor 


Handle These Tasks the 
i Way 





Vollrath, with ke 
made the handlin 
disagreeable task. 
Strainer, origina 
equally sanitary 


seams oF crevice 

—10, 11%, 15%2 quarts A sightly, sanitary, in 
pail that will help 
Vollrath Wereis not 
hold utensils are in 


for nursery needs. 
Pail which affords a quick, easy, 
rooved flangein which the 


cover rests. A fe 
cover tight and preve 
cleanedand sanitary—in 
Odorless pail is u 


Vollrath 
less Pail 








* 
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into household problems, has 
the kitchen & much less 
The clean, white, triangular Vollrath Sink 
ted by Vollrath, now has a companion-piece, 
1, the Vollrath Garbage Pail. 
nds over the 
1. Its smooth 
No refuse- holding 
in three sizes 
door garbage 
to ma ork more plessant. 
alone for the kitchen. Many other house- 
included. Among them are special articles 
w is the Vollrath Odorless 
i dispose of 

























en insight 
g of garbage in 


i and practica 


s. Easily wash 


ke your kitchen w 


i Top of pail has @ g 
few drops of water In t 
nts escape of odors. Snow white, easily 


sed in many homes 
Sold by hardware and department 
stores throughout the United States. 


THE VOLLRATH COMPANY, Sheboygan, 
Estadlinned 1674 


Wisconsin 











Free—two valuable booklets: “Baby's Tub 
and Table’’, 4 mother's handbook of au- 
thoritative information” Come Into My 

Kitchen’’, 2 manual of kitchen management by 
Mrs. Christine Frederick. Both mailed in a plain envelope. 














This Vollrath 
advertisement a i 
appears in the October i 
er issue of the 


Ladies’ 


> b ou 
g 


M i 
Magazine and the Sept. 6th issue of Liberty 


A Strong Sales Appeal! 


Here’ i 

ee ve typical Vollrath adver- 
ies 0 help women with their 
— problems. This advertise- 
_—_ — in the October issues 
i ine two disagreeable tasks 
ager ront millions of women. It 
: tee cael which will strike 
a pi chord in every woman 

eads it. 


Get posted on th 2 

peer’ e sales features of 

= oat haem and Odorless Pail which 

— Nira disagreeable household 

> explained in the October adv 

se 1: Sac gpcstet here. This wos Manel 

— = women the practical wa of 

— ese tasks with Vollrath aan il 
ers them to Vollrath Dealers 2rae 


y 
he ae the Vollrath policy—to feat 

5a - ge eg utensils of pont Ne 
— Pi policy has been a big fact 

pe ca oo leadership which Vollr th 
ee omen everywhere look to Voll 
= oe ne utensils that will 
aly ving their household prob- 


“Cash in” on this si i 

; is situation. Di 
sapling neuen. Be Png SoA 
wk pe ay windows the Garbage Pail 
a es 4 orless Pail, together with die 
Pr: —— when this October adv “ 
es ee = the national nce el 
latter part of ~ eel a 


If you are fot h 
write tod andling Vollrath W 
ee ee ee eee See ae price 


The Vollrath Company 


Established 1874 


ee . 
vee a ee ee 
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Now! a new way 


to open cans 


Turn the handle . and the top is off! 


A Household Can Opening Machine that Pays you a Profit 


Just one thing happens when a housewife sees 
the Blue Streak—she buys it! 

Wherever this kitchen necessity has been in- 
troduced, sales totals have been startling. It is 
new, it is different, it is better. 

Priced at $2.00, it’s always a bargain—for any 
woman can see that the service it renders is 
worth many times two dollars. The $2.00 retail 
price gives you a real margin to work on. 

The first national advertisement—a double page 
spread in colors—appears in The Saturday Eve- 
ning Post September 6. 

Nationally Send q , 
, your order today for an introductory dozen 
advertised of Blue Streak and details of our proposition. 


packaged 


The Turner & Seymour Mfg. Co., Torrington, Conn., 
Makers of gue iS wHiat Egg Beater 


The “BLUE STREAK” Can Opening Machine 
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The FOSTER Line 


We present two of our leading sellers in the heater 
line. Foster’s Air-tight and Foster’s Maple for coal. 
Both are thoroughly well made and are giving splendid 
satisfaction. 


Why should your customers pay the price of a 
furnace for an enameled parlor heater, when they can 
get Foster’s Airtight in a beautiful shade of Blue or 
Gray or Foster’s Maple with its splendid features? 








The Foster Stove Co. 


lronton, Ohio 


The enameled parts do not come in contact with the 
fire and will last a life-time, because the fire-pot can be 
replaced at will. 


Foster's Maple will hold a fire over night and is made 
in seven sizes. The drum is made of “Armco Pol- 
ished” Ingot Iron which is all that need be said. 


Attention is also called to Foster’s North Star tor 
wood which lack of space prevents showing here. Fur- 
nished with or without ash pan and grate. Made in 
four popular sizes. 


The drum is made of “Armco Polished” Ingot Iron 
and lined with heavy cast linings. 


Send for our latest Catalog with Price List and 
Quotations. You will find the Foster Line very inter- 
esting and worthy of investigation and our prices will 
allow vou a generous profit. 





























HARDWARE AGE 


August 21, 1924 








{CA nnouncing 
The Greate ae of? 


Stove Percolators 
ever offered ~ 








HIGH PATTERN 
Hot Water Type. 
Solid Copper, Nickel Plated. 
6 and 9 cups. 








Hv 








LOW PATTERN 
Hot Water Type. 
Solid Copper, Nickel Plated and 
Polished. 
4, 6 and 9 cups. 








IN 














LOW PATTERN 
Hot Water Type. 
Aluminum. 

4, 6 and 9 cups. 


























Wi 


ODAY, the percolator is the ac- 

cepted way of making coffee. 
Women are buying percolators, but 
with varying choice. 


The new complete Rome line provides 
a high grade percolator tc meet every 
demand in style, capacity and price. 


Can be retailed profitably 
at prices approximating 
$2.25 to $5.25 


Each is a Rome high quality “maker of ex- 
cellent coffee,” substantially built of solid 
copper, nickel plated or polished, also of 
aluminum. 


It’s a quick turnover line. You can offer 
any Rome percolator at a price that makes 
it an irresistible special. Make up a dis- 
play of these items—they’ll move fast. 
Yes, you can sell a Rome percolator with 
every Rome tea kettle. 


“A Good Cup of Coffee,” a folder giving 6 
rules for good coffee, and telling the Rome 
story, helps sales too—we'll gladly supply 
quantities imprinted with your name, and 
of still further assistance we include one of 
these folders with every tea kettle we ship. 


Each percolator is packed in individual corrugated 
cartons, 1/3 dozen in shipping container. 


See your jobber or write us. 


ROME MANUFACTURING CO. 
Rome, New York 


Branches: 


Boston New York San Francisco Seattle 





PANELLED PATTERN 
Cold Water Type. 
Solid Copper, Nickel Plated and 
Polished. 
6 and 8 cups. 
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PLAIN PATTERN 
Cold Water Type. 
Solid Copper, heey Plated and 
Polish 
6 and 8 on. 
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ALUMINUM 
Cold Water Type. 
Panelled and Plain Patterns. 
6 and 8 cups. 
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COPPER & ALUMINUM UTENSILS 
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Why Hardware Dealers Make Money Selling Bee-Vacs 


The Bee-Vac Electric Cleaner revolutionized the selling of electric cleaners. 
That’s why today more than twelve thousand dealers are selling the Bee-Vac and 
making really big profits out of their cleaner business. 


The Bee-Vac does not require special attention. It does not call for a big invest- 
ment in stock. It does not need time-taking, expensive demonstration. 


Because of its National Reputation, High Quality, Exclusive Features, wonder- 
ful Cleaning Efficiency, and extremely Low Price, the Bee-Vac can be sold just 
like any other merchandise in your store, yet you make the same substantial profit 
that the sale of any other cleaner could bring you. 


Greater Publicity Campaign 


There is always a steady demand for the Bee- full page advertisement in the September 2oth 

Vac. Our National Advertising in magazines issue of the Saturday Evening Post as an ex- 

and newspapers has sold hundreds of thousands ample of what we are doing for dealers. 

of Bee-Vacs. And we help you tie up with this advertising by 
Res furnishing you with all kinds of FREE Dealer 

Next month we start our fall Advertising Helps, including one of the most attractive 

Campaign on a bigger scale than ever. See the window displays you ever saw. 


Ask Your Jobber About [t—Quick! 






CONSUMER PRICE 


$4990 


Why Pay More? 
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LAKE AND DESPLAINES STREETS 


GCHIGAGO,U.S.A. 
Dept. B-28 
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| Suppose 
, at §=you were the Customer 
iaiztc ld lees: AKE your own home. You’ve spent 


/ f / good money for fine hardwood floors 
as ong 4 i or rugs or carpets, and you don’t care 
W 1 t h about incurring additional expense for 

| repairs or replacements before you have 


D3 Ol AY Ss ick | to. Well, your customers feel the same 


way about it. 


Casters f And that’s just where the profitable sell- 
ing of Bassick easy-rolling casters comes 
in. Once a woman tries out a set of 
Bassick casters on a piece of furniture 
you won't be able to sell her anything 
else, and you won't want to, either. 


Bassick casters, because they are made 
right, roll smoothly and turn easily— 
protect floors and floor coverings from 
damage and prevent furniture from be- 
coming wobbly and loose. 

Ask about our special dealer proposi- 
tion No. 25. It will boost your caster 
replacement sales. Just drop us a 
line. You will receive complete in- 
formation on Plan No. 25 by return 
mail. 


THE BASSICK COMPANY 
Bridgeport, Conn. 


Forthirty years the leading makersof high grade casters 
for the home, office, hospital, warehouse and factory. 
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MSKAY TIRE CHAINS 


HARDWARE AGE 


| HERE THEY ARE! 


Tough Chains 


for Rough Customers 


Enter the rough customer. You 
know him—he carries the well- 
known chip on his shoulder — he’s 
all set to find faults in any product 
you show him. But the only thing 
he’llever find in McKay Tire Chains 
is advantages, that even he can’t 
help getting enthusiastic about. 
Explain the McKay hardening 
and toughening process to him. 
Your rough customer can slam and 
bang and pound McKays all he 
wants to, on car tracks, ruts and 


pavements. McKay Cross Chains 
won't break, because they are hard 
without being brittle —they’re 
tough, and they’I1l outlast ordinary 
chains by months and miles. 


Show him the McKay fastener. 
He’ll have to admit it is easy to use 
and that it prevents chains coming 
off when in use. ° 


Get McKays—the tough chains 
—for your rough customers. Order 
from your jobber, today. 


UNITED STATES CHAIN & FORGING COMPANY, Pittsburgh, Pa. 
Makers of McKay Tire Chains, McKay Shurout Chains, 
McKay Ready Repair Links. 


Pacific Coast Sales Representatives 
NORMAN COWAN COMPANY, 451 Rialto Bldg., San Francisco, Cal. 
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When you see an Empire cold 
punched nut ona NewProcess 
bolt. you see the most perfect 
bolting combination that me- 








chanical genius has been able to 
devise. 


RUSSELL, BURDSALL & WARD 
©® BOLT & NUT COMPANY © 


PORT CHESTER.NY. 
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Make this your battle cry, They Shall Not Pass 
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awneer fronts make them 
Stop-~-Look and Purchase 


Marshall Field held it to be a fundamental law of business success that 
“Goods well displayed were more than half sold.” Every piece of mer- 
chandise possesses a certain “urge to buy’’—the power of that “urge”’ 
depending upon the attractiveness of the display. Modern Kawneer 
Store Fronts have solved the display problems for tens of thousands 
of merchants. Brown & Hamilton Company of New Castle, Pa., write: 
“Among the many advantages, the new Kawneer Front gives us: Greater 
Prestige, More Display Space, Better Lighting on the Merchandise and the 
fact that it is in character with the grade of merchandise we carry.” Here 
is a word from Talbot & Co., of Boston: ‘‘We feel that this new Kawneer 
Front of ours has been the very best sales pulling medium we have had 
for years and has materially increased our sales.”” Just ask the merchant 
behind one what he thinks of his Kawneer Front as a sales builder. We 
shall gladly tell you of several Kawneerized stores in your locality. Just 
pin the coupon to your letterhead and mail it today. 














THE 
KAWNEER 


Kawneer fronts pay for themselves 
COMPANY, 


in increased sales and profits— 
2017 Front Street, 


Niles, Michigan: 
> 19,9, Please send me, without 
This Free Book IC hy obligation, your new Book of 
rel patel for it NOW Designs of Modern Store Fronts. 


Name - ttt tae] ake 


Address 








See other side for six points of Kawneer Superiority 





Any good contractorcan put in Kawneer fron 
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For New Construction See ee For Remodeling — 


Fase of [Installation 


Kawneer Store Front Construction is so simple that anyone who 
knows how to read blueprints and use a square and level can 
easily install it in either new buildings or for remodeling old 
stores. There is a scientifically designed Kawneer member for 
every part of your store front. Any contractor can easily 
install these members. Kawneer construction has_ been in- 
stalled in tens of thousands of stores, both new and old. 
Usethis Note the six main features of Kawneer Store Front construction 


Coupon : ; ; : : Z 
for geiting which combine to give users profitable and satisfactory service. 
Issues 





send 

me Dack PERMANENCY 
numbers 

of inserts 

on Superior 

points of 


Kawneer 


STORE FRONT . : LS f£ 


Cons tr ucti OF RESILIENCY VENTILATION EASE of INSTALLATION 








August 21, 1924 HARDWARE AGE 





7 





12 
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1S RIGHT 3 
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The live hardware 
dealer says: 


“12-to-the-inch Is Right ’— 


‘‘Some women never notice the thick- 
ness of jar rubbers; others insist so 
strongly on this point that they use 
two rings on a jar for extra safety. 


‘To educate both classes I fastened 
a rule to a card and stacked up a 


gross of GOOD LUCK rubbers be- 
side it. Just 12 inches exactly. 


saa tae ‘A rubber of this thickness provides 
RUBBER CO. cushion enough for any jar cover 


Cambridge, Mass. without putting so much strain on 


Makers of these famous the sealing wires asto break the glass 
brands of Garden Hose 1; d es 
BULL DOG, 10S. 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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The Book that shows 
how to do it right! 


Partial Table of Contents 


ome | feeds, grinding 
etc. 
removing broken tsps, 














At Last I dh 


A PRACTICAL 
HAND BOOK /or Zhe MOTOR MACHINIST 
and’ AUTO REPAIR MAN 





CUTTING 
(wheel selection, mounting, dressing, 


(care, indication, adjusting, lo- 
setting tools, testing, turning, 


THE ADJUSTMENT OF 
MACHINES 


BORES 
PINS, 


OLUME III of the Starrett 
Books. A hundred thousand 
copies of I and II (for Machinists’ 
Apprentices and Machinists) have 


AND. .CON-ROD 


BRAZING 


been sold already. Volume III tteitiedetion 
ought to be even more popular. Deja arg movsaty to geen 


weights of different metals when balancing 
machine parts, etc. Z 
Assortments of Drills for Tapping 


Will be advertised in the September issues of Melting Points of Metals 
national magazines. Order now, and be ready | Wood Screw Spaications 
for the demand. Retails for 75 cents. Usual UI] AmtFreesing Solutions 
Or © c em Power Required to Drive Machine. 
discount to dealers. Equivalent see a Rees i 
orsepower Table orm 
. y AT i Grades of Grindi 
Write for Catalog No. 23A Grain Numbers Commonly ‘sed in various 


polishing operations 
Woodruff Key Sizes of 
Rules for Figuring Tapers 


Cutting Speeds and Feeds for Turning Tools 
THE L. S. STARRETT CO. U. S. Standard Screw Threads 
ta and Body Drills 
Taper Reamers for Standard Taper 
Wrench Sizes for Bolts, Nuts and. a coe 
Continuous Drill Tab ble 
Definitions of Symbols used on Wiring Diagrams- 







World's Greatest Toolmakers 
7171 Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 
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Natiegnal 


Garage Door Sets 
Add to the “Pleasure of Possession” 


The exclusive use of an automobile cannot really be enjoyed—the full amount of its service 
cannot be appreciated—unless the owner has experienced the convenience of private garage 
tacilities. 

‘“*Tinkering’ around the bus” is half the pleasure of operating the car. If you have ob- 
served the building campaigns in your locality, you have undoubtedly noticed the growing 
demand for these garages. 


Why Not Take Advantage of This Opportunity ? 


NATIONAL Garage Door Sets will turn real business your way. Combinations can be furnished for 
building weather-tight one or two-car garages, priced low enough to fill everv need and meet any require- 
ment. Practical, neat designs of quality. Made of the best material and workmanship. 





a “ 
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Inside View of No. 805 Sliding and Swinging Garage Door Set showing 
doors closed. Third door allows convenient access to garage, being hung to 
operate independent of other two. Two-wheel adjustable hangers. Easy 
working. Requires only minimum space in opening as doors are hung on 
inside, folding and sliding against inner wall. 


Our catalog contains a complete description and We ship your order the day it is received. Our 
full illustrations of our complete line. It is a valu- policy of direct shipments to you assures real service. 
bi ; liana : athieeiihlt Cine Gila dee We have no Jobbing or Wholesale connections, 
ae ee 6 - a ee Sw 7 which means you buy at a saving and enjov larger 
your store. Write us for copy. profit. 


We will be glad to send full details. 


National Mfg. Co. Sterling, Ill. 
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The Rising Tide of Trade 
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This is the original Douglas Condition Map which has been in use for more than thirty years for business purposes. It is a 

composite nicture of the current condition of the industries, including agriculture, in each section of the country. It reflects 

sectional variations in buying power arising from variations in local conditions. This man is made un from more than a thou- 

sand special reports by comnetent observers on the spot. These reports embrace every important form of industry, both 
local and national 


N July 1, the purchasing power of the farmer’s dollar It must be remembered that the fundamental problem 
was 0.77, taking 1913 as a basis of comparison, in industrial life lies in adjusting productive output and 
against a low figure of 0.69 in December, 1922. capacity to the normal consumption which is likely to be 

The recent upward movement in the prices of grains the measure of demand for some time to come. Any at- 
began with Government estimates of considerably reduced tempt to employ fully a wartime capacity of output on the 
yields in wheat and corn; and wheat, at this writing, is basis of the demand we are likely to have in the near 
‘up to $1.26, against $1.02 early in January, while corn is future can only repeat the experience of periodic reactions. 
$1.07, against 0.72 in January. It must also be borne in mind that the efficiency of trans- 

The story is different with industrial products. Declines portation in the way of quick deliveries has also made it 
in prices and output are common in nearly all lines of in- possible for distributors to carry smaller stocks of mer- 
dustrial activity. chandise than formerly, and production balanced with the 

The general knowledge of this fact has bred some pes- requirements of this demand is a fundamental necessity 
simism as to the immediate future. But analysis of the of any plan of stabilizing business against the spurts and 
situation shows this to be unwarranted. slumps we have experienced since the war.—Archer Wall 

It is a common mistake to feel that a current trend of Douglas, in the LaSalle Extension University Business 
change in business activity will continue. Bulletin. 
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ITHOUT doubt this is a com- 

mercial age. It goes without 

Saying that we must pay for 
what we buy. Few of us are likely 
to believe that we can pick up an idea 
here or there which will make a 
large profit if put into practice. Yet, 
there are so many little ideas that 
can be picked up without cost which 
will do that very thing. It has taken 
years, sometimes, for merchants to 
hit upon one of these schemes in 
their own business and yet they 
could put a lot of them to work in 
a very few minutes if they took the 
time to pick up some of the ideas 
for which they did not have to pay 
hard cash. 

It goes without saying that all 
dealers take some kind of trade 
paper. But it is a surprising thing 
that the most successful ones are 
those who take the time each week to 
read their trade papers from “cover 
to cover” and then put to work the 
ideas gleaned from their reading. 

For example, here are two’ little 
business plans from Memphis, Tenn. 
If you read about them and can put 
them to work in your business you 
should realize a very comfortable 
profit from practically no investment. 

W. E. Barnes, Inc., Memphis, 
utilizes the space over the street win- 
dows for a large sign. The illus- 
tration shows this much better than 
a word description. This is not a 
permanent sign but is changed quite 
often. Mr. Barnes has made ar- 
rangements with a sign painter for 
a certain number throughout the 
year. It costs only about $10 to 
change it. 

This particular sign advertises 
paint. The Barnes store does an 
enormous paint business and no little 
credit is given to these periodical 
signs placed in front of the store 
advertising the line. In the early 
spring, it is quite usual to put up a 
sign about screen wire cloth. Last 
vear the sign read something like 
this—“Use 16-mesh copper screen 
wire.” 

Doubtless you have a vacant space 
above your store front. A little 
lumber and galvanized sheets will 
build you the sign. Your local sign 
painter will be glad to make a con- 
tract to do the work reasonably. 
Paper can be pasted on the sign 
board and then painted or to make 
it more permanent the sign painter 
can paint right on the galvanized 
iron surface. Such a sign is not 
worth the effort unless it is kept 
fresh and changed frequently to 
correspond with the wants of your 
customers for certain seasons of the 
year. The thing that people need 


most at a particular time is the thing 
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On 
“Speeding Up” 


Paint Sales 




















which should be advertised on your 
sign board. 

If you are trying to build up your 
sales let one of these inexpensive 
sign boards on the front of your 
store work for you. 

Another money maker for the 
paint department is shown in the 
illustration of the brush rack of the 
House-Bond Hardware Co., Memphis. 
This rack is a space saver and a 
money maker. The customer has no 
difficulty in picking out just the 
brush needed for the job and further- 
more the housewife, who is a large 
buyer of paints, can not go by this 
rack without seeing the duster, scrub 
brush or polishing mop which she 
wants to but keeps forgetting to buy. 
The better grade brushes are kept 
on the shelves with glass display 
panel boards. 

Each brush in the rack is marked 
in plain figures and the various kinds 
are placed in separate compartments. 
Small brass cup hooks are used on 
the outside edge to hold the scrub 
brushes, dusters, etc., in place. If 
you do not figure that you sell enough 
paint and scrub brushes to warrant a 
special display you will be surprised 
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if you put them out on trial where 
folks can see them. The increase in 
sales will be most noticeable. A 
Wisconsin merchant recently re- 
arranged his store and the new plan 
called for the brushes to be stocked 
on the shelves while he had formerly 
shown them in compartment tables 
or racks. He followed the plan, 
anxious to see whether the location 
of this particular kind of merchan- 


- dise made any difference. 


It was only a few weeks until he 
noticed his brush sales dwindling 
and he left them on the shelves just 
long enough to know that people 
were not buying them because they 
did not see them and he was selling 
only those folks who came in for a 
brush and nothing else. Needless to 
say, this merchant was not very long 
in digging up his old brush rack and 
getting the goods out where folks 
could see them. Sales began to pick 
up at once and nothing would induce 
him now to put the line back on the 
shelves. This is not a particularly 
large store and it caters to household 
trade mostly, so if this idea works 
in this fair sized Wisconsin town and 
it pays in a large store in Memphis, 
then it ought to work in most any 
hardware store. 

There is another good point about 
the paint department of the House- 
Bond Co., and that is the arrange- 
ment of the paint stock. You can 
see by the illustration that the paint 
shelving extends at right angles from 
the wall. This arrangement puts 
the paint stock into about 27 lineal 
feet where it would take about 150 
if it was strung out along the side 
wall on regular shelving. Not only 
that but the shelving in this fashion 
makes a good base for the store 
office which is located just above it. 
The railing around the office is used 
to advantage in showing color cards 
and on the corner a small blackboard 
gives the daily price on oils, turpen- 
tine, shellac, etc. 

These are samples of the money 
making ideas you can get from 
HARDWARE AGE. They represent 
considerable expense, investigation 
and study on the part of the dealers 
who use them but like all good hard- 
ware dealers they are willing that 
other merchants should know about 
them and be able to apply them with- 
out an uncertainty as to whether 
they were practicable or successful. 

Make it a point to pick out one 
idea which you can apply to your 
business and which will make you 
money every week. If you have 
worked out something yourself let us 
know about it so it can be passed 
around where it can be put to work 
on a larger scale. 
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Display Suggestions for the Paint Department 
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q Color and diversity are features of this window display of the Nagell Hardware Co., Minneapolis, Minn. This is typical 
of the displays used by this progressive concern 
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A section of the naint department of the House-Bond Hardware Co., Memphis, Tenn. This company does an unusually 
large paint business and believes in putting its stock out where it can be seen 
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Here’s How— 


l —The King Hardware Co., 
53 Peachtree Street, At- 
lanta, Ga., operates eleven 
branch retail hardware 
stores within the city lim- 

its of Atlanta. The first 
branch store was opened 

in 1903; the latest in 1923. 


2 —All of these stores do a 

general retail hardware 

business. The stock car- 

ried ranges from $15,000, 

in the smallest of the 

branch stores, to $200,000 

in the main store. The 

average stock turn in each 

of the twelve stores is 

three and a half times a 
year. 


3 —Two special sales are held 

every year at the opening 

of the spring and fall sea- 

sons. Special prices are 

made to attract buyers 
during these sales. 


4 —The spring sale is known 
as the pre-inventory sale. 
It is held in April Last 
spring the King Hardware 
Co. used eighteen full ad- 
vertising pages in the 
Atlanta Journal. Through- 
out the year the firm does 
a small, but consistent, 
amount of circular and 
newspaper advertising. 
Each one of the branch 
stores was opened with a 
special sale. 


5 —Each branch store has its 
own manager and each one 
of the branch managers 
are under a general man- 
ager, William Akers, vice- 
president and treasurer of 

the company. 


6 —Each store has its own 
delivery truck. At one 
time the attempt was 
made to have all deliver- 
ies made from the main 
store, but it proved im- 
practicable. All purchas- 
ing, however, is done at 

the main store. 
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12 Reasons For 


King Hardware 
Gets 34s Stock 

10 Times, 
Modern 

















Main Store, 53 Peachtree Street 





772 Marietta Street 252 Peters Street 
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Co.in Atlanta, Ga.., 
Turns a Year 

by Using 

Methods 





145 North Moreland Avenue 
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It’s Done! 


—Each store has a_ small 
bargain table where slow 
moving stocks and small 
items are grouped and 
sold at bargain prices. 


—Window displays are left 
to the discretion of the 
individual branch mana- 
gers. This makes possible 
‘the display of a large di- 
versity of goods through- 
out the city. Whenever 
special sales are held, 
however, all of the dis- 
plays are similar. 

— Managers’ meetings are 
held onceamonth. Twice 
a year the managers and 
clerks of all the branches 
meet and discuss prob- 
lems and plans. 


io are offered by the 


company for the best sales 
suggestions at any of the 
meetings. The prizes con- 
sist of ten and twenty dol- 
lar gold pieces. 


—The number of the clerks 


in the stores range from 
twointhe smallest branch 
to thirty in the main store. 


»—On the roof of the main 


store is a golf course. 
The King Hardware Co. 
does a large business in 
golf equipment; quite a 
bit of itis wholesale busi- 
ness. It carries a stock 
of golf equipment, includ- 
ing balls, bags, clubs and 
accessories, ranging from 
$20,000 to $25,000. Its av- 
erage turnover on this 
stock is four times a year. 
The company employs a 
golf professional, who is 
in partial charge of the 
golf business. He stays on 
the golf course on the 
roof most of the time. This 
roof course was started in 
1923. It cost approxi- 
mately $3,000. The cost of 
maintaining it is negli- 
gible. The average num- 
ber of persons visiting the 
roof daily is 100. 





431 Marietta Street 


43 Gordon Street 
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What Is the Biggest 
Merchandising Problem Today? 


BOB MURRAY, MURRAY HARD- 
WARE CO., HONESDALE, PA.— 
“Your question is too hard. There are 
so darn many problems in merchandis- 
ing that it is hard to pick out any one 
as the greatest. We are afraid to 
commit ourselves on this point. 

“You know our hobby is increased 
volume with the same or a little more 
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“Systems are good things. 
They are necessary. But unless 
we sell the goods all the systems 
in the world are useless. What 
we all need is more volume.”’— 


Bob Murray. 
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overhead so that the fixed percentage 
of expense can be reduced to a point 
that will allow a profit and still keep 
the retail prices in line with all com- 
petition. We believe this is funda- 
mental. 

“Of course it is necessary to have 
sufficient system and other things to 
go along, but unless we can sell the 
goods other things are not so necces- 
sary.” 

* % + 


F. A. HEITMANN, F. W. HEIT- 
MANN COMPANY, HOUSTON, 
T E X. — “You have certainly ex- 
pressed one of the most serious prob- 
lems that is now confronting the trade 
in one line, and one that is almost im- 
possible to solve. It is occupying the 
full time and attention of the execu- 
tives of the various manufacturing and 
commercial institutions of the country. 

“Business is suffering from the lack 
of turnover and volume at a price that 
will justify the continual increasing of 
overhead expenses. 

“If a plan could be worked out by 
which this situation could be met it 
would be a wonderful solution for the 
commercial interests of this country 
and I am sorry to tell you that I am 
as much in the dark as any one. 

“With the prospect of increased taxa- 
tion staring us in the face, conditions 
can only grow worse than better in 
the immediate future. What they will 
be in the years to come is a guess that 
none of us can make at present.” 

* He » 


PETER E. NELSON, COOPERS.- 
TOWN, N. D.—“The greatest problem 
in retail merchandising is for the man- 
ufacturer and the jobber to so co- 
operate one with the other in the ad- 
justment of prices to the retail dealers, 
small or large, in such a way that one 
retailer will not have the advantage. 





“The larger mail order retailers in 
many cases quote prices on many items 
that the smaller retailer cannot meet 
at a margin, and orders are sent to 
mail order houses that should be spent 
at home to improve the town, pay taxes 
and support schools and churches.” 


* * * 


CHARLES S. COLLADAY, THE 
FRANK COLLADAY HARDWARE 
CO., HUTCHINSON, KAN.—“After 
giving this matter some thought, I am 
convinced that I would not be able to 
decide what is the greatest problem 
facing a merchant today. 

“I believe that there are two prob- 
lems confronting every merchant which 
are very closely related to each other, 
but which should be classed as of the 
greatest moment, I hesitate to say. I 
designate these problems: first, to 
maintain the proper relationship be- 
tween income and expense; second, to 
secure the greatest possible turnover in 
stock. I am of the opinion that the 
first proposition should demand the 
first attention and be of the greatest 
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“There are two fundamental 
problems confronting every mer- 
chant: first, to maintain the 
proper relationship between in- 
come and expense, and second, 
to secure the greatest possible 
turnover of stock.”—Chas. S. 
Colladay. 
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concern to the management of any busi- 
ness regardless of stock turnover. 

“As stock turnover increases, how- 
ever, it is much easier to maintain a 
proper relationship between expense 
and income, but I have never believed 
in building up a merchandising machine 
requiring a considerable expense in 
hopes that the turnover would naturally 
follow. I have always belonged to the 
other school which believes that the 
expense account is of the first concern 
and that as merchandising methods in- 
crease the turnover, it is much easier 
to expand the expense account than it 
is to deflate it if the hope for results 
in turnover do not materialize.” 

a * * 


ALFRED 8S. GRONEMEIER, 
GRONEMEIER HARDWARE  CO., 
MOUNT VERNON, IND.—I am 
thinking that you certainly know how 
to ask questions of great magnitude, as 
the question which you asked certainly 
takes in a lot of territory; namely, 
what is the greatest problem in mer- 
chandising today. 


“IT take it that the production and 
distribution of merchandise in the most 
efficient, economical and rapid method 
would be one way of answering that 
question. In the production of mer- 
chandise the essential thing is: first, 
quality; second, that the article be pro- 
duced at the cheapest possible price 
and that the producer be able to re- 
ceive a fair margin on the merchan- 
dise, thus giving production as well as 
labor a fair compensation in assisting 
in this production. 

“The next part or link in the chain 
is to market this merchandise in an 
economical and efficient manner such 
as to also render the distributor a fair 
margin while at the same time place 
the merchandise in the hands of the 
consumer at prices which will satisfy 
him from every viewpoint. In other 
words, I believe that manufactured 
merchandise ought to be placed in the 
hands of the consumer near a level of 
the margin in which he is to derive 
from the things which he produces. 

“There must not be too much differ- 
ence between price and profit of manu- 
facturers, jobbers and retailers. 


* * * 


F. ALEX. CHANDLER, CHANDLER 
& FARQUHAR CO., BOSTON, MASS. 
— “It seems to us that the matter of 
overhead expense and the high cost of 
doing business—ways and means to 
reduce the overhead expense and bring 
it down where it will show a fair mar- 
gin between gross expense and gross 
profits is the one question which is 
fundamental and perhaps the greatest 
problem in merchandising today. 

“T feel that through our trade press 
and the closer contact of retailer, man- 
ufacturer and jobber through inter- 
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“I feel that through our trade 
press and the closer contact of 
retailer, manufacturer and job- 
ber, through the interchange of 


ideas, experience, etc., that a 
whole lot can be done toward a 
more complete and = compre- 


hensive tackling of this problem.” 
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change of ideas, experience, etc., that a 
whole lot can be done toward a more 
complete and comprehensive tackling 
of this problem, but certainly it ap- 
pears to be an issue of paramount im- 
portance at present and one to which 
we must all give serious thought and 
attention.” 
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Five Turnovers a Year with 
Auto Accessories 


VERY retail hardware dealer 
should handle auto acces- 
sories. They are akin to his 

tool lines. In his auto accessory de- 

partment 65 per cent of his trade 
should be with the local garages. 

Some one man should be delegated to 

buy, stock, display and sell the ac- 

cessories. The accessory stock does 
not need to be partitioned off, but 
should have some kind of department 
identity. Every item handled in this 
section should be good enough to 
warrant the reputation of the house. 

“Keep away from freakish items 
that have no practical application to 
touring comfort or service.” That 


66 


is the way Percy Peck answered 
when a HARDWARE AGE reporter 
asked him why auto accessories 
should be handled by hardware mer- 
chants. Mr. Peck is manager of the 
tire and accessory department of the 
Martin Hardware Co., Mansfield, 
Ohio and he turns his entire stock 
five times a year. 

His bumper stock was. turned 
every 15 days for several months 
last year. This department, in the 
back end of the store, facing a back 
street, sells yearly at least 1000 
spark plugs, 100 high grade Ford 
timers, more than 1000 miniature 
headlight bulbs, several dozen auto- 





Two views in the auto accessory department of the Martin Hard- 
ware Co., Mansfield, Ohio 
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Peck Says: 


Sixty-five per cent of your ac- 
cessory business should come 
from the garage trade. 


Keep away from freakish items 
that have no practical application 
in touring comfort or service. 


Get a license list from your 
local auto club and circularize 
every car owner in your territory. 


Link up your auto accessories 


and tools. Every car owner is a 
prospective tool buyer. The in- 
vestment involved in carrying 


goed tools gives a permanent re- 
turn. 


To succeed you must know your 
line. The differences in various 
cars must be studied. To sell 
oils you must think in terms of 
lubrication. We consult the books 
furnished us by the refiners and 
pass out guide books and offer 
lubrication data to all interested 
drivers. 


Some one man in your employ 
should be delegated to buy, stock, 
display and sell accessories. 
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matic windshield cleaners and five 
dozen cold patch outfits, and many 
dozen spotlights, tail lights, stop 
lights and tire jacks. A carload of 
tire chains is easy for this store. 

Mr. Peck recommends that 65 per 
cent of accessory business should 
come from the garage trade and he 
practices what he preaches. The 
Mansfield garage men receive regu- 
lar visits from him and he receives 
regular orders from them. For some 
reason the garage trade at large 
complains that it can not obtain suit- 
able credit arrangements from fac- 
tories and major distributors located 
in distant cities. Of course, the local 
hardware man can watch more 
closely all of his credit customers 
and this phase gives no trouble. Mr. 
Peck has lined up his services with 
the garage trade on the basis of eco- 
nomical investment and more profit 
through smaller margins. This may 
seem complicated but it is very 
simple. 

For example, one garage in Mans- 
field decided the trade discount at 
the Martin Hardware Co., was insuf- 
ficient so the owner tried to buy 
spotlights from a jobber. In order 
to get a price he had to buy ten 
which cost him $80. In one year he 
had sold eight and did not sell the 
other two for four months after the 
fiscal year. He could have bought 
the same light at Martin’s for $10, 
buying one at a time. The margin 
would be smaller, but as Mr. Peck 
showed him—he had invested $80 
and had made a 0.8 turnover on his 
investment. For one stock turn he 
had to wait 16 months. Had he 
bought through Peck he would have 
invested $10 and turned his invest- 
ment 8 times the first year and twice 
during the next four months—thus 
he would have had $70 left to invest 
otherwise. To make a long story 
short, this particular garage opera- 
tor is today a steady customer on the 
books of the Martin Hardware Co. 
He learned his lesson and as Peck 
uses that story to illustrate the wis- 
dom of his solicitation of the garage 
trade. 

The company has handled a high 
grade lubricating oil for some time, 
but the pump barrels were in 
the basement. Recently three-pump 
equipped barrels were brought up on 
the sales floor and the results have 
been surprising. Light, medium and 
heavy oil are in the three barrels. 
Oil in sealed cans is sold when the 
customer wants a reserve. If the oil 
wanted, is for immediate use it is 
measured off and poured into the 
engine crank case. This brings up 
another good point. When a sealed 
can is sold Peck says “This costs you 
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$1.30 for the gallon. You can have 
this can refilled from bulk oil at $1 
per gal. The can costs you 30c., 
and is worth it because it is a spe- 
cially designed container with spe- 
cial pouring spout. Being square it 
is easily carried, handled or stored.” 

Brake lining is sold as merchan- 
dise. A reference book from the 
manufacturer tells what size and 
what length needed for every stand- 
ard car. The purchaser is referred 
to some garage for the installation. 
“You will note,” says Mr. Peck, “Our 
high grade auto tool line. We carry 
only high grade socket wrench sets; 
and use the manufacturers display 








You sell a man a cold patch out- 
fit or a vulcanizing set, tell him 
how to use it properly. If he 
uses it properly, he will get effi- 
cient service and will be satisfied 
with the return on his invest- 
ment. 





hoards on our left hand wall. 
Sponges we sell in all seasons. They 
are higher priced than the average 
being good wool sponges which will 
not mar the enamel of any car. 

“For the convenience of the 
motorist we have a small stock of 
auto enamels on hand in this de- 
partment also a few suitable brushes. 
The multi-colored spokes in this dis- 
play wheel suggests auto paints. 
Frequently a customer mentions his 
desire to purchase a new car, but 
says he cannot afford to do so at the 
present time. This always opens 
the subject of painting. We sell 
him paint say the job can be done 
for $5. He saves at least $30 by 
doing it himself. This is enough to 
buy a good spare tire and tube. 

“Rim parts, cotter pins, grease 
cups, pet cocks, oil cups, gaskets, 
cork gaskets and packing and other 
small items are always in demand. 
We don’t have to sell them. Our dis- 
play boards keep them out front. 
When we sell oil we notice the equip- 
ment on the car. If the rim nuts 
show signs of wear we suggest a 
new set. If we note an oil cup miss- 
ing we sell the owner an oil cup. 
There are hundreds of ways in 
which we can increase our sales. 
The wise hardware man thinks al- 
ways of a related sale and no depart- 
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ment offers more opportunity fer 
related sales than the auto accessory 
section. 

“We have a full line of jacks al- 
ways in sight. A poor jack is a 
curse to the motorist. The same is 
true of pumps. Our little wire spool 
rack sells many spools of wire every 
year. We carry several sizes and 
colors and sell the garage trade as 
well as the private operator. 

“Tools in complete sets are inter- 
esting to sell. We line up the will- 
ing motorist with just the tools he 
will need, include a garage vise and 
small anvil and talk durability and 
investment in high grade tools. We 
can show him that the difference be- 
tween cheap and good tools is rela- 
tively small. The investment in 
good tools gives permanent return. 
Even though he sells his car the 
tools are still his own and suitable 
for the next car he buys. 

“The counter dummy displays are 
great merchandisers. We vary our 
counter arrangement continually so 
that our trade never becomes accus- 
tomed to the scheme. We find peo- 
ple will finger displays and often can 
be influenced to buy an extra fan 
belt; extra set of spark plugs; or a 
spot light asa climax to the interest 
shown in the dummy display. Now 
this dummy windshield with the 
automatic cleaners, the spotlight, 
rear view mirrors and hand operated 
cleaners is a great power in silent 
salesmenship. It also serves to illus- 
trate graphically the method of in- 
stallation and operation. 

“The differences in various cars 
must be studied. For example a 
Ford owner wanted to buy a rear 
view mirror. We learned that his 
rear lights were of celluloid, which 
is not suitable for plate glass mirror 
reflection. We told him to install 
glass lights or use the extension type 
mirror. He decided on the former 
method. To sell oils you must think 
in terms of lubrication. We consult 
the books furnished us from the re- 
finers and pass out guide books and 
offer lubrication data to all inter- 
ested drivers. 

“The license list is obtainable in 
any city. We get ours from the 
local auto club send circular letters 
to every car owner in our territory. 
Getting back to tools. Every Ford 
buyer is an immediate prospect for 
two good screw drivers and a ball 
pein hammer, as these tools are not 
a part of his stock tool equipment 
furnished with the car. That is a 
good example of the necessity of 
knowing something about the vari- 
ous cars. If you sell a man a cold 
patch outfit or small vulcanizing set 
teach him the best method of use. 
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Builder’s Hardware from the Sales Angle 


By W. N. THOMAS 
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have been talking about. Since selling or barter- 

ing is as old as the human race, even as Esau 
sold his birth-right for bread and pottage—and many 
another has done the same thing since—and as whole 
libraries have been written giving the last word on 
selling by many of the highest of high-powered sales- 
men, it would be presuming too much to imagine any- 
thing new could be told here. Still there are a few 
things that may be repeated without fear of bad effect. 

The type of people who buy Builder’s Hardware, 
owners, architects and builders—are people with some 
degree of means, taste, and refinement, and to sell 
them successfully one should be able to understand 
their building and living problems so that he may rea- 
sonably assist them in their choice as to materials, 
finish, mechanical functions, and harmony of design. 
The young man to do this should strive for proper 
personal equipment. 

It is pleasant to assume that he has been endowed 
by Nature with good health and an average degree of 
intelligence. That is about as much as one should ex- 
pect of Nature. With this good start suppose he has 
been fortunate enough to acquire at least a fair edu- 
cation. Schooling is not imperative. Many men with- 
out much schooling have attained a very high degree 
of real success, but before they had reached the height 
of their success they had very likely acquired, by ex- 
perience, observation and reading, a very good educa- 
tion. Many a young man has been unable to survive 
the exposure to a college education. But, everything 
else being equal, one should be better equipped for a 
start with a good amount of schooling—which should 
mean also a good amount of education, but one not 
being fortunate enough to receive the schooling may 
still acquire the education, by observation, reading and 
experience, 


N ND now, the next thing is to sell the hardware we 


The First Impression 


Of course, the young man is particular about his 
personal appearance. If he isn’t he should be. Per- 
sonal appearance has much to do with first impres- 
sions, and first impressions often play an important 
part in final results. It is scarcely necessary to say 
that a prospective customer’s mind should not have 
opportunity to busy itself, wondering when the sales- 
man had last been shaved, or who wore his collar be- 
fore he did, or when did he wash his hands and clean 
his nails? It is not expected nor desirable that a sales- 
man should be on “dress parade.” But cleanliness and 
neatness have an appeal to people of refinement. 
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q In this article, the last in the series on Builder’s Hardware From the Ground 
Up, Mr. Thomas offers some practical suggestions on selling which should prove 


of definite value to hardware merchants. 
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Salesmanship should not be construed as the art of 
“putting over” something on a customer. It may be 
considered as the art of learning by contact the cus- 
tomer’s requirements, from an economic and artistic 
point of view, presenting the goods in a way to bring 
the customer to the same view point, and then give 
him a chance to buy them—this is selling. The goods 
will stay sold and bring more customers. Learn as 
early as possible what kind of hardware the customer 
wants or should have and then show him that kind. 


Avoid Distraction 


Do not distract his attention by too large a display 
or by displaying goods the customer should not at that 
time be interested in. Keep his mind on the things he 
should buy. Study the customer’s personality—and 
give him credit for knowing what he wants until he 
demonstrates by word or action that he doesn’t know 
—then be ready to give reasonable advice as needed in 
an unobtrusive way—always allowing the customer to 
feel he has made all the important selections himself. 
He will like the result better. 

It is very proper to tell and to demonstrate the good 
qualities of your goods, but never make your claims so 
extravagant that you could not believe them yourself. 
Your customer probably has as much common sense 
as you have and is no more likely to accept gracefully 
unreasonable statements than you are. 


Let Him Buy 


Do not do too much “selling”—or, rather, do not 
“over sell” your customer—give him an opportunity to 
do some “buying’—and there is a big difference from 
several angles between “selling” a person or letting 
him “buy.” A story is told of a young man raised in 
the staid New England atmosphere who, last fall, made 
a business trip to Chicago. While there it turned 
quite cold and it was necessary for him to get a heavy 
overcoat. He returned to his family with this coat of 
unusually boisterous pattern. It was rather a shock 
to their quiet taste and they asked him how he ever 
came to buy a coat like that. His answer was, “I 
didn’t buy it, they sold it to me.” Study the customer 
and try to know when he is “sold” or when he is ready 
“to buy,” and try to end the transaction at that point. 
Some salesmen, having no “terminal facilities,” often 
fail to land the order because they do not recognize the 
important moment for “closing the sale.” 

A customer may think he wants “cheap goods’’— 
very well—show them to him, but do not fail to give 
him a chance to see, and to admire, and perhaps to 
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Stone Mason’s Work 





A— 1—Footings 
2—Cellar Floor 
3—Foundation Wall 
4—Ground Course 
5—Underpinning 
6—Water Table 


7—Piers 
8—-Buttress 
9—Steps 


10—-Platform 
11—Outside Sill 


Brick Work and Plastering 





}— 1—First Story Wall 
2—Chimney 
3—Chimney Pots 
4—Chimney Cap 
5—Hearth 
6——Cleanout Door 
&—Fireplace 
9—Chimney Flashings 


10—Metal Lath and 
Plaster Ceiling 


11—Metal Lath and 
aster Partition 


12—Metal Lath 
Carpenter Work 


(— 1—Iron Columns 
2—Column Cap 
3—Column Base 
4—Coal Bin 
5—Girder 
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Carpenter Work (Cont.) 


“— 6—First Floor Beams 


7—Double Row Herring 
Bone Cross Bridg- 
ing 

8—Flooring Paper 

9—Under (or Rough) 
Floor 

10—Top (or Finish) 
Floor 

11—Second Floor Beams 

12—Ceiling Beams (or 
Attic Floor 
Beams) 

13—Purlin 

14—Collar Beams 

15—Ridge Rafter 

16—Plate 

17—Ledger Board 

18—Corner Post 

19—Studding 

20—Bridging 

21—Rough Head 

22—Rough Sill 

23—Truss over opening 

24—-Rafter 

25—Hip Rafter 

26——-Jack Rafters 

27—Shingle Lath 

28—Diagonal Sheathing 

29—-Sheathing Paper 

30—Shingle 

31—Ridge Board 


32—Finial 


Reproduced through Courtesy of Copper and Brass Association. 
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Commonly Used Terms in Residence Construction 


Carpenter Work (Cont.) 


C—-33—-Rake Cornice 


34—Gable End 
35—Valley 
36—Eaves Cornice 
37—Second Story Will 
38—French Window 
39—Porch Cornice 
40—Porch Column 
41—Pilaster 
42—Dormer Window 
43--Leader Head and 
leader (or 
Downspout) 
44—Gutter 
45 — Balustrade 
46—Stair Soffit 
47—Sliding Doors 
48—W ainscoting 
49—Casement Window 
50—Platform 
51—Deck Roof (Bal- 
cony) 
52—Veranda Balustrade 
53—Lattice 
54—Dutch Door 





!)--1—Boiler 


E— 1—Grade 


F—1—Drain 








- PUOOPEPERRSSEDSHNTRSNTNTETENETOCRT PTET H FTEe TETTETERTS FhiecreererenneneRerenee tee. reetrett. ettes 





eaneeaariete 

















August 21, 1924 


desire better goods. It is good quality hardware, well 
suited to its purpose, that should be sold. The profit 
is better—and the customer will be more satisfied. 


Know Your Goods 


“Know your goods” should ever be in a salesman’s 
mind. A customer has a right to expect you to know 
more about hardware than he does. It is your busi- 
ness while it is only an incident in his life. To know 
your goods requires constant watchfulness and study. 
You should know why one article is better adapted to 
a certain purpose than another, and why one article 
should properly be higher priced than another and 
wherein it is better. If you do not know you cannot 
tell your customer, and it is reasonable that he should 
wish to know. It will take a reasonable answer to 
satisfy him. It is by “knowing your goods” and the 
other details of your business that you gain the con- 
fidence of your customers, and unless you can com- 
mand their confidence and their respect you will not 
be a successful salesman. 

Let the customer discover that you “know your 
goods” rather than tell him. Just let the fact “leak 
out,” as it were. One never likes a salesman who is 
too insistent with his advice or makes too much dis- 
play of what he knows. A customer may assume to 
know all about hardware—perhaps he does, and per- 
haps he doesn’t. You will soon discover and will be 
able to lend your assistance unobtrusively when the 
proper time comes. Know your business so well that 
your advice is valuable—your customer will soon rec- 
ognize this and seek your advice. 

Do not handicap yourself with the idea that price 
is the main factor in making a sale. There are so 
many other elements to be considered that price fre- 
quently becomes incidental. If price were the main 
factor everybody would buy japanned thumb latches, 
to secure the lowest price. 


Restrict Your Lines 


Builder’s Hardware is usually best sold by carrying 
a stock made as nearly as possible by one manufac- 
turer. The advantage in matching parts and finishes 
is Obvious. Your buying account would be of much 
more interest to one manufacturer than it would if 
divided among several makers. 

If the line of goods you are selling is of a make that 
is generally well known because the maker advertises, 
you will get the benefit of the good will thus produced. 
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This makes the selling problem easier, and makes pos- 
sible a more satisfactory profit. Most people are will- 
ing to pay a reasonable price for hardware of known 
good quality. This good quality becomes a generally 
accepted fact through continued advertising by the 
maker in high class periodicals. In selecting the line 
of hardware to be sold be sure it is widely and well 
known, that the maker has a reputation for fair deal- 
ing. 

Carry a good stock and as far as practicable, sell 
from your stock—and as much as possible do the sell- 
ing yourself—rather than depend upon the represen- 
tative of the maker to do a large part of the work. If 
he does this, he should be entitled to a part of your 
profit. 

Sell “regular goods.” Standard lines furnish an 
assortment sufficient to meet most requirements. 
There may be times when it is quite proper to use 
special design Knobs, Escutcheons, etc.; but always 
bear in mind that the creator of the building is also 
the creator of the necessity for the special goods, and 
it is entirely right and proper that he should willingly 
pay the entire expense—with a profit to you. 


The Architect’s Hardware Problem 


If you “know your business,” you should be able to 
render very valuable assistance to the architects in 
your city when they have hardware problems to con- 
sider. These gentlemen carry rather heavy burdens 
because they require expert knowledge regarding many 
branches of trade. It is quite reasonable to expect they 
would be glad to avail themselves of your knowledge 
of Builder’s Hardware. They are usually men of cul- 
ture and refinement and you will likely find pleasure 
in cultivating their business acquaintance, and in that 
way take a long step at a very good time toward sell- 
ing the hardware for the buildings they are planning. 
But do not make the mistake of thinking an architect’s 
business must be influenced by money or other valu- 
able considerations—this is almost universally not so. 
If you should discover a stray one who wants to be 
paid for his business—pass him by—he is generally 
not worth it. 

The object of business is to make sales at a profit. It 
is easy enough to dispose of goods, but that is to no 
purpose if there is no profit from the transaction. If 
a salesman does not make a profit on his sales he is 
a leak in the pay roll. 








Sugar Pills 


By A. Rowden King 


country amounts to 6000 tons annually. That is considerable sugar, especially if we visualize it in terms 


[’ has been conservatively estimated that the sugar used as a coating on pills manufactured in this 


of war-time prices. And it should be remembered that it is not used to help the pills effect a cure, mind 
you, but rather to facilitate the momentary act of simply swallowing them. 


The sugar with which the Pill of Buying is coated is a mixture of courtesy, smiles and an evident desire 
to serve on the part of the seller. It is an easy coating to apply. Especially in view of the wonders it can 


perform, its cost is remarkably infinitesimal. 


No experienced and reputable M(erchandise) D(octor) would 


think of not having his sugar-coated pills for nervous buyers. 
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Changing Jobs 


By the Sales Manager 


ALESMEN are constantly writing me for advice 
S in regard to changing their employers. The 

facts are usually that a salesman, after having 
been a stock clerk in the house, is put on the road. 
If he is intelligent, conscientious and a hard worker, 
in the course of years this salesman builds up a very 
satisfactory business. He has made friends all over 
the territory. He is looked upon as a responsible, 
reliable man by the people he sells. His sales have 
increased and naturally his compensation has _ in- 
creased along with his sales. 

If he has been very successful, he finally reaches 
that point that comes in the history of every success- 
ful salesman where some competitor of his house, 
having heard of his success, makes him an offer. 
Then this salesman, who has traveled for one house 
for many years, is in doubt as to what to do. Usually 
the offer in dollars and cents is better than he is re- 
ceiving from his old house. To receive a substantial 
increase in salary is of course a great temptation, but 
in my experience as a sales manager I have seen sales- 
men make very serious mistakes in jumping at these 
opportunities. 

If you have, by hard work, built up a good business 
for a house, if you are holding this business, if your 
house is satisfied and if your customers are satisfied, 
you must realize that the business you have built up 
is actually a franchise, For you it has an actual 
good will, cash value. It takes time and a great many 
different factors to establish a business. 

Now, when ycu “onsider the offer from some outside 
new concern, it is only the part of wisdom to care- 
fully think out some of the other facts that have a 
bearing on the case outside of the mere advance in 
salary. Granting that you have worked hard and 
faithfully, nevertheless, consider how much your house 
has had to do with the building up of your business. 
Aren’t they entitled to some of the credit? As a 
matter of fact, didn’t they train you as a boy in the 
house? Didn’t they give you the opportunity on the 
road and possibly, for a year or two, were they not 
very patient in waiting for you to learn how to sell 
goods? Isn’t it only fair to give them credit for all 
this? 

Then again, consider very carefully the motives of 
the house that has made you the offer of a higher 
salary. Very likely they wish you to continue to 
travel in your old territory. They want you to call 
on the same trade you have been visiting. They wish 
to reap the advantage of all the work that you have 
done in that territory, this work, after all, having 
been paid for by your old house. Your old house had 
to wait for a number of years for you to build up 
yourself as well as your trade. Now this new con- 
cern, by offering you an advance in salary, as a matter 
of fact wishes to take advantage of all the work, cov- 
ering a number of years, that your old house has 
paid for. 

If you do quit and take the new job, it hardly seems 
fair; but, leaving the question of fairness entirely 
out of the case—looking at the matter entirely from 
the viewpoint of the advantage of-the change to you— 


the question arises as to whether you can do as well 
for the new house with your old customers. Natur- 
ally the average salesman thinks that he can. He 
thinks that he can carry all of his trade with him. 
However, it has been my observation in many years 
of sales managing that frequently salesmen, and even 
good salesmen, are very much disappointed when they 
attempt to carry their business with them from one 
house to another. Naturally your old house will im- 
mediately put another man on the territory. They 
will exert their very best efforts to hold their old 
accounts. Do not forget that your competition, try- 
ing to take business away from the old house to a new 
concern, will be very much harder than the competi- 
tion you had when’ your business was established. 
Do not forget that in buying, habit is a powerful 
factor. All of us buy at certain places because we 
have formed the habit of buying at these places. The 
changing of salesmen and clerks from one concern to 
another very seldom changes our own habits in this 
respect. 

Recently, here in New York, a certain salesman 
who had a large business with a certain tailor de- 
cided he would quit this tailor and carry all of his 
business to another tailoring establishment. He 
called on me and asked if I would not give him my 
business. I told him I would think it over. However, 
1 was entirely satisfied with the workmanship and the 
fit of the clothes I had bought at the old tailoring 
establishment. The next time I needed a suit of 
clothes, I found I went to the old place, regardless of 
the fact that my friend the salesman had gone with 
a new concern. Somehow, I did not wish to open a 
new account. I did not wish to meet new people. 
The old concern had served me long and faithfully and 
I saw no reason to change just because this young 
salesman had been offeted a raise in salary by an- 
other concern. 

In northern New York a very popular, hard-work- 
ing salesman has built up quite a large business with 
a number of jobbing houses. He has earned the con- 
fidence and respect of all the buyers of these houses. 
He is not only doing a very satisfactory business but 
he is drawing quite a nice salary. Now it happens 
that a certain manufacturing concern in the same line 
is very anxious to sell these jobbing houses. Their 
salesmen in the past have not been successful. For 
some reason or other, they have not been able to get 
the business. It has occurred to them that if they 
could hire this successful salesman at a small increase 
of salary, they could cash in on his popularity and all 
the hard work he has done for several years past. 

They invited this salesman to their office. The 
president of the company did his level best to get this 
salesman to sign his name on the dotted line of a 
contract. The salesman, however, was not to be won 
over so easily. He decided to return to his head- 
quarters town and have a talk with the buyer of one 
of his best jobbing accounts. This buyer was very 
frank. He informed the salesman that while he liked 
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Y grandfather used to employ an old colored 

man to do odd jobs. One day the old fellow 

appeared dressed in his Sunday best and 
asked for a holiday. Grandfather agreed, but asked 
the reason. “Well, you see, Boss,” replied the darky, 
“dis am mah Golden Wedding Day an’ Ah wants to 
celebrate it.” “Fine,” said grandfather, “I presume 
your wife will celebrate it with you.” “Oh, Mandy,” 
was the unexpected answer, “‘No, she ain’t got nuthin 
to do with it. She’s jes mah third wife.” 

A great many retail salesmen seem to think that 
the Boss regards them much as the old colored man 
regarded “Mandy,” that he considers them as “third 
wives” so far as the business is concerned that he 
wants to personally furnish all the ideas, formulate 
all the plans and generally run the whole show. Like 
Mandy, they feel that they have nothing to do with 
the business except to obey orders and draw their 
wages. 

As «a matter of fact, nothing is farther from the 
truth. The Boss has a multitude of detail on his 
mind. He must watch the markets, oversee the buy- 
ing, handle the finances and look after the accounts. 
He will welcome any practical idea, plan or system 
from a man on the firing line. The salesman is 
naturally the first to notice that certain customers 
have quit trading at the store. This furnishes an 
opportunity to tell the Boss about it and suggest 
letters, phone calls or personal visits. He likewise 
is in position to watch out for new accounts—new 
people who move into the district. Why not look 
these prospects up, get all available information con- 
cerning them and suggest that the Boss offer them 
a regular charge account. The information which 
the salesman can collect about a prospect helps him 
to sell that prospect on an intelligent basis. 

Perhaps the salesman discovers that certain mer- 
chants are doing house-to-house canvassing. This 
presents another opportunity. He can plan a similar 


HERE'S A LITTLE 
SELLING PLAN 
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campaign in seasonable articles or specialties and take 
it up with the man who pays his salary. He can 
make a list of his own best customers and arrange 
to visit them, carrying samples, catalogs or literature. 
The other salesmen can do the same thing. Each 
visit will improve their selling ability and open up 
channels for future sales. 

The average retail salesman probably has fifty or 
more customers whom he knows well; customers who 
like to trade with him and who would welcome him 
to their homes. Even though his immediate sales may 
be few, he can do valuable preliminary work which 
sooner or later will increase his sales volume. 

Then there’s the telephone. It is always at hand 
and there are slack perieds almost every day. Why 
not a plan for selling over the phone? Each sales- 
man can pick his own best customers and talk to 
them from the angle of doing them a service by call- 
ing their attention to new or needed articles. Sell- 
ing by phone requires a proper voice inflection, 
cheerfuness, friendliness and that personal touch 
which the individual salesman can give to special 
customers. Try taking one item or line, listing the 
prospects who can use it to advantage and outlining 
the things which should be told the customer about 
it. Show the completed plan to the Boss and see 
how quickly he will put his O.K. on it. 

The Boss is busy, but he is also human. He hasn’t 
a great deal of use for fellows who are content to 
play “third wives,” but he appreciates active help- 
mates. 

Don’t be a “Mandy.” Use your head as well as 
your hands and make yourself a part of the business. 
Sales come largely from the proper use. of oppor- 
tunities, and opportunities can be made to order. 


Lert ore 
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The Wholesale and Retail Jomt Catalog 


House Committee 


By Saunders Norvell 


ware trade is that of the Wholesale and Retail 

Joint Catalog House Committee. This Commit- 
tee was formed way back in 1904—twenty years ago. 
It is interesting, after all of these years, to turn back 
to the articles in the trade press of those years. It is 
not only interesting but it is sad to read the reports 
of the Committee and the discussion of these reports 
in the minutes of The National Hardware Association 
covering their conventions held at Atlantic City, N. J., 
November 16-18, 1904, at Washington, D. C., Novem- 
ber 8-10, 1905, at Atlantic City, N. J., October 17-19, 
1906, and, finally, at Atlantic City, N. J., October 23- 
25, 1907. 

The reading of these reports brings back to the 
mind of the writer all the discussions and decisions 
just as if it were yesterday. It is sad, however, to 
note how many well beloved hardware men, both on 
the wholesale and the retail committees, and those who 
took part in discussions on the floor of the convention, 
have passed on to their last rest. 

Now listen to this story as I will try to tell it, simply 
and directly. I have read hundreds of pages of con- 
vention reports. It would tire the present generation 
if I attempted to reproduce these reports. At the risk 
of boring you, I will give a few pertinent extracts. I 
will tell the story just in outline. 

However, if any of the old-timers in The National 
Hardware Association can spare the time, it would be 
interesting for them to turn to the reports of the con- 
vention of 1904, 1905, 1906 and 1907, and read all that 
was said and predicted on the subject of the menace of 
mail order house competition. Not only have I read 
the reports of these conventions in full, but I have 
turned back to the pages of The Iron Age and other 
trade papers for these years. I have been interested 
in all the brilliant editorials that were written on this 
subject. 

One day, just like every other day, I was sitting at 
my desk at The Norvéll-Shapleigh Hardware Co., in 
St. Louis, when an axe manufacturer dropped in to 
see me. In those days there were only two great axe 
manufaeturers. It therefore does not matter which 
one it was. He was the manufacturer, however, who 
once upon a time brought out a new axe to be sold at 
$3.50 per dozen. He came to me, showed me a sample 
of this axe and asked if we would not buy it. It was 
an excellent axe. At that time we were selling our 
standard quality axes at $6 per doz. I said to this 
manufacturer—“Certainly we will buy this axe. We 


()* E of the most interesting stories in the hard- 


will give you a large order for them and we will name 
the axe ‘The Idiot Child.’ Yes, that will be our special 
brand.” ‘Why ‘The Idiot Child?’ ” he remarked. “Just 
because,” I replied, “when we have no trouble getting 
$6 per dozen for a single bit axe, all of us would be 
idiots to bring out a new one at $3.50 per dozen.” I 
regret to say the name I proposed killed this axe. It 
died a’borning. 

Well, as I was saying, this same manufacturer came 
in to see me on this day that appeared to be just like 
all other days and informed me that instead of selling 
all weights of axes at a flat price, as formerly, the 
manufacturers now proposed to make different prices 
on the same axe for various weights. He also informed 
me that the guarantee on axes would be withdrawn. 
In future they would be sold without any warrant. 
“Fine,” I replied, “you and your one other competitor 
must have had a luncheon together. I guess you have 
forgotten all about that ‘Jdiot Child’ axe you once led 
into my office by the hand!” 

Now that day appeared to be, but was not, like other 
days. Something was about to happen. The chances 
are if I had known what was about to happen, I would 
have gone home and gone to bed or to some other safe 
place. Nevertheless, I did not know, just as none of 
us ever’'knows just what is around the corner. We 
never know when that different day or that different 
hour or that different minute arrives. 

After this axe manufacturer departed, I saw lying 
on my desk a large, thick, blue, Chicago mail order 
house catalog marked “‘No. 113.” I opened this catalog 
and read the selling dope, viz., buying in such large 
quantities, they could sell cheaper than any one else 
in the world; why buy goods from the retail dealer 
when he was a robber and a grafter?; why not go to 
the post office, buy a money order, send it to the mail 
order house and get goods at just as low prices as the 
retail merchant himself? All this selling conversation 
was evidently written by experts. The man who wrote 
knew how to appeal to the selfish interests of the con- 
sumer. 

I carelessly turned the pages of this catalog to axes. 
It was a new catalog, just out. All axes were quoted, 
regardless of weight, at the same price. Standard 
manufactured brands were quoted with a full guaran- 
tee. These prices and this guarantee were good for 
six months or until the next catalog came out. The 
prices, by the way, were just a few cents per dozen 
higher than our lowest wholesale prices to the retail 
hardware trade. I studied the pages as I wondered 
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how the retail dealer could meet these prices if he 
had to pay a sliding scale and if he bought the axes 
from us without any guarantee. 

I carried that catalog home with me that night. 
After dinner I turned to the hardware section. I care- 
fully and thoughtfully studied the lines of hardware 
displayed and the prices at which these lines were 
quoted. The catalog was full of familiar manufactur- 
ers’ brands. As I studied, I realized more than ever 
before what the retail hardware dealer was up against 
in meeting this competition. It was evident that the 
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products through jobbers and retail merchants and 
then allowing these mail order houses, for purchases 
of 10 per cent, to demoralize the entire business. It 
seemed to me unfair and unjust. 

At this time I was a weekly correspondent in St. 
Louis of The Iron Age. This was before the birth of 
THE HARDWARE AGE. Full of righteous indignation, I 
wrote a long letter to The Iron Age about what I had 
seen in this mail order house catalog. As soon as Mr. 
R. R. Williams received this letter, he wired me, asking 
if he could use this as a separate communication with 
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THE HARDWARE TRADE AND THE CATALOGUE HOUSE. 


Reproduced from “The Iron Age” of May 19, 1904 


mail order houses were buying their goods at the same 
' price as the jobber and selling the best known brands 
to the consumer, without the expense of traveling sales- 
men, at just a little higher than the retail dealer was 
paying for the same brands. 

The next morning I carried this catalog back to my 
office and on all goods that could be identified, I had 
our price clerk fill in our cost and selling price. Then 
I went over all the lines of goods in the catalog again. 
In those days I was young and my blood was hot. The 
more I studied this catalog, the more my blood boiled. 
Here were manufacturers selling 90 per cent of their 


editorial comment and requesting me to send another 
letter for our regular St. Louis report. 

This letter, published on April 7, 1904, in The Iron 
Age, came at the psychological moment. It was like 
starting a prairie fire. We received thousands of let- 
ters from retailers and dozens of letters from jobbers 
and manufacturers, commenting upon the situation 
and joining us in the indignation we had expressed. 

Immediately there came an invitation to appear at 
Atlanta and make an address before The Southern 
Jobbers’ Association on May 25, 1904. Mr. R. R. 
Williams of The Iron Age wrote a number of long, 
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judicial editorials on the subject. I say “judicial” be- 
cause anything is judicial when it is so well balanced, 
first on one side and then on the other, that you do 
not know just where the writer is going to step off. 
I think my dear old friend, like most editors, was 
playing safe! However, he did publish a cartoon 
which is reproduced in this issue. I believe this is 
the only cartoon on any trade discussion that was ever 
presented in the dignified columns of The Iron Age! 

The Norvell-Shapleigh Hardware Co. some time be- 
fore this event had resigned from The National Hard- 
ware Association. One day, shortly after this agita- 
tion started, Mr. Fernley appeared in St. Louis and 
laid before us the advantages of rejoining the national 
association. His eloquence prevailed with our Board 
of Directors and before he departed, he had our appli- 
cation for membership in his pocket. 

The Executive Committee of The National Hard- 
ware Association met in Boston in May, 1904. The 
writer was invited to attend this meeting. He out- 
lined his plans to carry on the work of defending the 
jobbing and the retail trade of the country from the 
menace of these mail order houses. Having been a 
traveling salesman for so many years, I had been 
brought in very close touch with the retail hardware 
merchant. I respected him for his many sterling 


qualities, especially his hard common sense. I] had. 


always believed that the jobber and the retail mer- 
chant should work in the closest harmony in defense 
of their common interests. As a jobber myself, I had 
always looked upon our retail customers simply as so 
many salesmen for us. Our customers, in my mind, 
were actually a part of our organization. They were 
our sales outlets. 

Therefore I urged upon the Executive Committee in 
Boston that they appoint a Catalog House Committee 
representing the jobbers and that they urge The Na- 
tional Retail Hardware Dealers’ Association to appoint 
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Col. R. M. Dudley 


a similar Committee. I also urged that they ask The 
Southern Jobbers’ Association to join us in this move- 
ment. 

As a result, a Committee, representing The National 
Hardware Association, was appointed, consisting of: 
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S. Norvell, St. Louis, Mo., chairman; T. James Fern- 
ley, Philadelphia, Pa., secretary; R. A. Kirk (de- 
ceased), St. Paul, Minn.; W. S. Wright (deceased), 
Omaha, Neb., and Samuel A. Bigelow (deceased), Bos- 





W.S. Wright 


ton, Mass. I regret to note that Mr. Fernley and my- 
self are now the only two living ex-members of this — 
Committee. 

In June, 1904, the above Committee met a Commit- 
tee from The National Retail Hardware Dealers’ As- 
sociation and a Committee from The Southern Jobbers’ 
Association in St. Louis, at the Hotel Jefferson. 

The Committee from The National Retail Hardware 
Dealers’ Association consisted of W. P. Bogardus (de- 
ceased), Mt. Vernon, Ohio, chairman; M. L. Corey (de- 
ceased), Argos, Ind., secretary; Mr. Ireland (de- 
ceased), Belding, Mich., president of The Michigan 
Association; S. R. Miles, Mason City, Iowa, president 
of The Iowa Association; E. M. Bush, Evansville, Ind., 
president of The Indiana Association. Mr. Miles and 
Mr. Bush are the only two living ex-members of this 
Committee. 

The Committee from The Southern Jobbers’ Asso- 
ciation consisted of Colonel R. M. Dudley, Nashville, 
Tenn., chairman; C. B. Carter, secretary. 

“These three Committees organized THE WHOLE- 
SALE AND RETAIL HARDWARE JOINT COMMITTEES, com- 
posed of all the above members, Mr. Norvell of St. 
Louis being elected Chairman, Mr. T. James Fernley of 
Philadelphia, General Secretary and Mr. Corey of 
Argos, Ind., Secretary for the Retail Trade. A plat- 
form was adopted, and it was voted to issue a digest 
of catalog prices to the jobbing trade.” 

“Following the meeting in St. Louis there was a 
great amount of systematic correspondence inaugu- 
rated from jobbers and retailers with manufacturers 
whose goods were sold at cut prices by the Catalog 
Houses. There were a number of conferences in St. 
Louis with various manufacturers whose goods were 
prominently displayed at unprofitable prices in these 
mail order catalogs. This work was of great advan- 





(Continued on page 80) 




















August 21, 1924 


Pyrex Refrigerator Dishes Will 
Appeal to Housewife 


HE new Pyrex’ Refrigerator 

Dishes, made by the Corning 

Glass Works, Corning, N. Y., are 
supplied in sets of three shapes and 
sizes, and which, because of their use- 
fulness, should appeal strongly to 
householders. 

The sets are made of genuine Pyrex 
and are impervious to heat or cold and 
cannot dent, chip or crack nor wear out. 
The new refrigerator dishes fit snugly 





SHALLOW SQUARE 


in the ice box side by side or may be 
stacked high without tipping. They 
are made with square corners so that 
every inch of refrigerator space may 
be utilized. The lips have a rim which 
keeps the dishes from slipping when 
they are stacked. Because of their 
compactness, more food can be stored 
in the ice box. 

The lids keep the food fresh and clean 
in the ice box and also keep the food 





OBLONG 


odors from penetrating the entire ice 
box. These dishes are transparent and 
when they are used for cooking, they 
enable the housewife to watch the food 
cooking, and thus guard against the 
possibility of burning. When used in 
the ice box, it is also possible to see 
through the transparent walls just what 
food is contained in each dish. In real- 
ity, they take the place of four dishes, 





DEEP SQUARE 


inasmuch as they can be used for cook- 
ing, serving, storing and rewarming. 
A valuable feature of these new dishes 
is the fact that acid food may be kept 
in them perfectly. 

The new Pyrex Refrigerator Dishes 
are made in sets of three shapes and 
in the following sizes: Shallow Square, 
6 in. x 6 in. x 2 in.; Deep Square, 6 in. x 
6 in. x 3 in.; and Oblong, 5 in. x 9 
in. x 2 in, 
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Improved Steinmetz Ratchet 
Door-Holder 


The Steinmetz Ratchet Door-holder 
is now made with several parts greatly 
strengthened. The plunger has been 
widened and strengthened so that it 











retains its shape against the greatest 
strain; the backbone has also been 
widened and lies flush with the door, 
preventing the ratchet from getting out 
of place under any circumstances. This 
holder is largely used in banks, thea- 
ters, office buildings, homes, etc., and is 
marketed by John Steinmetz Sons Co., 
Little Bldg., Boston, Mass. 

In the issue of July 31 this article 
was erroneously described as the Star- 
rett Ratchet Door-holder. It bears the 
name Steinmetz. 





New Mower Has Anti- 
Friction Bearings 


The “Hercules,” new type of lawn 
mower, manufactured by the Blair Mfg. 
Co., Springfield, Mass., incorporates a 
number of notable improvements which 
make for increased efficiency and ease 
of operation. 

The new mower, which is of sturdy 
construction and used extensively by 
those who care for large lawns, such as 
parks, school grounds, and cemetery 
associations, is equipped with traction 
wheels mounted on Hyatt roller bear- 
ings. A brief description of the out- 
standing features of the mower will be 
of interest. 

The wiper shaft is mounted on ball 
bearings of the radial-thrust type, in 
which both radial and end thrust loads 
are carried by the balls. For the trac- 
tion wheels, however, a longer bearing 
is required, and as the load is virtually 
all radial, the Hyatt roller bearing was 
adopted as being best suited for the 
purpose. The roller bearing is mounted 
on a stud projecting from the side plate 
as usual, but instead of being cast iron, 
steel stud is used, affording the rollers 
a harder, more durable surface on which 
to run. This stud is screwed into the 
side plate, which is made extra thick 
at that point, and is peened over at the 
inner end. This stud is much stronger 
than one made of cast iron, both be- 
cause of the way it is held and for the 
reason that cast iron is less strong and 
much more liable to defects. 

Moreover, the rollers run in the hous- 
ing on a hardened steel race which is 
pressed into the hub. In this anplica- 
tion friction is practically eliminated, 
wear is removed as a factor, and the 
wheels will never wobble. The stud is 
so strong that there is almost no pos- 
sibility of its being broken off by strik- 
ing an obstruction, such as a rock or 
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wall, unless the blow is sufficient to de- 
molish the wheel. 

A leading authority on landscape 
gardening in Massachusetts has fre- 
quently pointed out in his addresses the 
disadvantage of projecting wheel hubs 
which are prone to scrape the bark off 
the trees and mar other objects which 
they happen to strike. With plain 
bearing wheel bushings, unfortunately, 





it is exceedingly difficult to remedy this 
matter satisfactorily, since in shorten- 
ing the hub and bearing length wear 
is accelerated and the wheel soon be- 
gins to wobble. When the wheels are 
mounted on Hyatt roller bearings, how- 
ever, shorter bearing lengths may be 
used without the slightest danger of 
wear, and the reader will observe that 
the hub of the Hercules is exactly flush 
with the face of the wheel. In other 
words, it is then not a question as to 
which is the lesser of two evils, as both 
have been eliminated. 


3-in-One Holders Have Wide 
Usefulness 


The Three-in-One Holder, made by 
the National Specialty Co., 35 Warren 
Street, New York City, has a wide use- 
fulness and should appeal to all house- 
holders. The holder may be adjusted 
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to fit and hold the usual medium size 
handle at its small diameter and is sup- 
plied in assorted sizes and tensions for 
light and heavy tools. The holder in- 
vites the user to have a place for every- 
thing and to keep each article in its 
place. It saves fumbling with string 
loops and hunting for articles that are 
needed constantly, and may be used for 
tools of all kinds, household articles, 
like brooms, mops, etc. 

The holders should also prove of 
value to stores for, display. 
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CURRENT NEWS 





Plans Ready for Reorganization 
of Wickwire Spencer Steel 
Corporation 


The expected plan of readjustment 
of the finances of the Wickwire Spencer 
Steel Corporation is contained in a let- 
ter to shareholders from the committee 
which has formulated the plan. In 
brief, the plan provides for funding the 
company’s bank borrowings, postponing 
heavy retirements of funded debt to 
which the company is now obliged and 
furnishing it with $2,515,000 additional 
working capital. 

The company has been severely 
handicapped ever since the 1921 slump 
by lack of adequate working capital. 
The compary suffered a final deficit of 
$4,015,000 in 1921 and of $840,000 in 
1922. In addition to this drain on work- 
ing capital the indenture of its first 
mortgage bonds issue provided for a 3 
per cent sinking fund commencing: Jan. 
2, 1923, and under the lease and pur- 
chase agreement with the Spencer Wire 
Co. the purchaser was obliged to pay 
$200,000 annually on the principal of 
that debt. The moderate earning power 
shown last year was not sufficient to 
restore working capital to an adequate 
level and maintain these payments on 
red principal of the company’s funded 

ebt. 


Under the readjustment plan a new 
company is to be incorporated to ac- 
quire the assets of the present com- 
pany. The new company will have $12,- 
679,000 of 7 per cent mortgage bonds, 
due 1935, to be exchanged for the pres- 
ent issue. These bonds will not have a 
lien on quick assets, but will be given 
instead the privilege of converting into 
new common at $25. The bonds will 
earry no sinking fund until 1928, then 
$50,000 for two years, $100,000 for the 
next two years and $200,000 thereafter. 
The outstanding $1,685,000 of Wickwire 
Spencer 7%s, 1932, secured by all the 
stock of the American Wire Fabrics 
Corporation are not disturbed in the 
readjustment plan. Payment of the 
$200,000 annually called for by the lease 








and purchase agreement with the Spen- 
cer Wire Co. is to be deferred until Oct. 
31, 1931, with interest at 6 per cent on 
the deferred installments. Otherwise 
this agreement is not involved in the 
plan. 

Preferred and common shareholders 
are to exchange their holdings for com- 
mon stock of the new company in the 
ratio of five shares of new common for 
each share of present preferred and 
1-10 share of new common for each 
share of present common. In addition 
they may subscribe to $2,515,000 of new 
class A five-year 7 per cent notes and 
440,125 shares of new common stock. 
Each preferred share will carry the 
right to purchase $20 notes and 3% 
shares new common for $20; each com- 
mon share will carry the right to pur- 
chase $2.25 notes and 63-160 shares of 
new common for $2.25. Bank creditors 
will exchange $3,639,400 of the com- 
pany’s paper for a like amount of class 
B five-year 6 per cent notes. The class 
A notes will be senior to the class B 
notes as respects both principal and in- 
terest. The offering of $2,000,000 of 
notes and 350,000 shares of stock will 
be underwritten by a group of individ- 
uals interested or to be interested in 
the company, headed by Samuel F. 
Pryor, chairman of the executive com- 
mittee of the Remington Arms Co., and 
by Lee Higginson & Co., E. H. Rollins 
& Sons, Spencer, Trask & Co., Parkin- 
son & Burr and Hambleton & Co. Mr. 
Pryor will be chairman of the executive 
committee of the new company. 

All the stock of the new company is 
to be deposited in a voting trust for six 
years, the trustees to be Mr. Pryor, 
F. W. Allen, R. B. Young and Theodore 
Wickwire, Sr. 

Upon completion of the readjustment 
the company will have $14,364,000 of 
secured obligations, $6,164,400 of five- 
year notes and 955,000 shares of stock. 





Executive Committee 
Paint Managers Council 
Appointed by Lindsay 


According to the announcement of 
R. W. Lindsay, general sales manager 
Pratt & Lambert, Inc., Buffalo, N. Y., 
chairman of the executive committee of 
the Paint and Varnish Sales Managers’ 
Council, the executive committee to 
serve with him during the ensuing year 
will be: 

C. W. Eastwood, secretary U. S. Gutta 
Percha Paint Co., Providence, R. I.; E. 
F. Hopper, sales manager, Murphy 
Varnish Co., Newark, N. J.; P. L. Lotz, 
director of sales, Condie Bray Glass & 
Paint Co., St. Louis, Mo.; E. V. Peters, 





general sales manager, New Jersey Zinc 
Co., New York, N. Y.; S. B. Woodbridge, 
director of sales, E. I. duPont de Ne- 
mours & Co., Inc., Wilmington, Del.; 
Arthur M. East, secretary Save the Sur- 
face Campaign, Philadelphia, Pa. 





Craig to Cover Northwest 
for Walden- Worcester 


John Craig has again joined the 
sales force of the Walden-Worcester, 
Inc., Worcester, Mass., and will travel 
in the States of Minnesota, North and 
South Dakota, Wisconsin, and the cities 
of Chicago, Joliet, Sterling, in Illinois, 
and Menominee and Escanaba, Mich. 





Hardware Firm Awarded 
Window Display Prize 


The Indianola Hardware Co., Indian- 
ola, Iowa, won the window display con- 
test put on by dealers handling Gold 
Medal folding furniture during national 
gold medal comfort week, June 28 to 
July 5. Several hundred merchants 
entered this contest, among them being 
hardware, furniture and tent and awn- 
ing dealers. Twenty prizes were award- 
ed, the first five going to the following 
entrants: 

First prize, won by the Indianola 
Hardware Co., Indianola, Iowa; second 
prize, won by Morehouse & Well Co., 
Decatur, Ill.; third prize, won by Okla- 
homa City Tent & Awning Co., Okla- 
homa City, Okla.; fourth prize, won by 
C. Frautschi & Sons, Madison, Wis.; 
fifth prize, won by Doyle Furniture Co., 
Galesburg, III. 

The next fifteen prizes were awarded 
to the following: Woolson Co., Mt. 
Vernon, Ohio; Wheeling Tent & Awning 
Co., Wheeling, W. Va.; J. L. Halbert, 
Athol, Mass.; Harry J. Cooper, Oswego, 
N. Y.; Scofield Co., Sturgeon Bay, Wis.; 
Kimball-Upson Co., Sacramento, Cal.; 
Buchans & Black, Syracuse, N. Y.; P. 
H. Peters & Co., Albion, N. Y.; Phoenix 
Tent & Awning Co., Phoenix, Ariz.; C. 
K. Lawson Hardware Co., Hastings, 
Neb.; the Outdoor Store, Seattle, Wash.; 
Kelley-Duluth, Duluth, Minn.; George 
F. Mott, Riverside, Cal.; Ray E. Ellis 
Co., Wichita, Kas.; L. Schoenfeld Co., 
Tacoma, Wash. 

To every merchant who, exclusive of 
those above, sent in a photograph, a 
special consolation prize was given. 
The amount of enthusiasm shown by 
dealers was unusual and great resource- 
fulness was shown in getting up the 
displays. Whether the photographs 
were prize winners or not, the display 
they illustrated served to increase the 
merchant’s business not only on gold 
medal folding furniture, but all other 
lines as well. 

The Indianola Hardware Co., winners 
of the first prize, deserve special men- 
tion, the company says, for the com- 
bination of sales punch and artistic ef- 
fect which their window trimmer got 
into their display, which is shown above. 
This display shows an ideal acing for 
acamp ground. The camp ground ap- 
pears to be located by the side of a 
small stream of water, the water being 
kept running by means of an electric 
pump. 





New Hollow Screw Catalog 


The Allen Mfg. Co., 139 Sheldon 
Street, Hartford, Conn., recently issued 
a new catalog of cold drawn hollow 
screws. The book lists not only the 
product but points of interest in the 
manufacture and use of both hollow set 
screws and socket wrench sets. It has 
charts of the styles, sizes and prices of 
cold drawn screws as well as Allen 
wrenches with cold drawn sockets. 
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Kretsinger Author 
of Steel Goods 
History 


F. S. Kretsinger, chairman of the 
board of directors of the American 
Fork & Hoe Co., has made a valuable 
and interesting contribution to the lit- 
erature of hardware, in a booklet re- 
cently written, entitled “A Touch of the 
Early History of the Steel Goods Busi- 
ness.” While intended as a _ simple 
printed record of the inception, changes 
and growth of the business of making 
forks, hoes and garden rakes, it is in 
reality a human interest story of a 
great industry written by a man who 
has done much to bring that industry 
to its present status. 

Mr. Kretsinger has been for many 
years a prominent figure in the steel 
goods industry. He knows its history 
and development as few men know it. 
In his booklet he explains the difficul- 
ties incident to the manufacture of steel 
goods and outlines the market. He dis- 
cusses the serious conditions involved 
in obtaining good handles for forks, 
rakes and hoes and talks interestingly 
of the methods of making steel goods 
employed by the pioneer manufacturers. 

ne chapter is devoted to power 
from the time of anvil and hand ham- 
mer methods to the present era of 
steam, gasoline, oil and electricity. An- 
other chapter deals with the old days of 
price agreements and combinations. 
Still another recalls some of the cus- 
toms and practices which were common 
in the West in the early days when two 
and three tine forks were mounted on 
large size, six-foot handles and the two- 
tined forks were listed as straw forks. 

The subject of sales also comes in for 
attention, with reference to that period 
during the Civil War when prices were 
made by adding a certain percentage to 
list prices instead of quoting discounts 
from list. 





Correction 


A. E. Weedon of Falconer, N. Y., for- 
merly president of the Weedon Hard- 
ware Co., Inc., of Falconer, has sold his 
interest in that corporation to F. F. 
Jenkins. No change has been made in 
the name of the concern nor in the 
other officers except the presidency. 
Officers are: F. F. Jenkins, president; 
I. H. Mott, treasurer and manager; 
K. H. Mott, vice-president; Edwin R. 
Johnson, secretary. 


S. B. DeLong New Plant Mer. 
American Radiator Co. 
Stanley B. DeLong has been recently 


appointed as general manager of manu- 
facture of the American Radiator Co., 
40 West Fortieth Street, New York 
City, succeeding the late Riley L. Red- 
path. He was born in Springfield, Ohio, 
on July 31, 1877, and attended the pub- 
lic schools of that city, graduating from 
the high school, 
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Mr. DeLong first entered the employ 
of the American Radiator Co. steel 
plant as a on later becoming a 
clerk in the office and at 21 years of 
age, or in 1898, was made superintend- 
ent of the steel plant. Considering his 
age, this appointment was very remark- 
able, and it is very evident that his abil- 
ities were even then being appreciated. 
After a few years as superintendent, in 
1903, he was transferred to Buffalo as 
assistant manager of Pierce plant, un- 
der A. A. Landon. Later, when Mr. 
Landon became general superintendent 
of plants, Mr. DeLong remained at 
Pierce plant, and’on Feb. 1, 1906, was 
appointed its manager. He held this 
responsible position until May 1, 1913, 





S. B. DeLong 


when he was appointed assistant gen- 
eral superintendent of plants, with Mr. 
Landon again as his chief. 

On Feb. 1, 1914, his title was changed 
to district manager of plants. After 
about five years the new title of director 
of radiator manufacture was given him. 





4-Square Salesmen Hold 
Convention 


The Stanley Works, New Britain, 
Conn., held its four-square salesmen’s 
convention at New Britain Aug. 4 to 6, 
which was attended by all officials of 
the company and fifteen auxiliary sales- 
men representing the four-square line. 
Other salesmen of the firm were also 
present. The sessions were devoted 
entirely to the four-square men. They 
were assigned subjects and spoke on 
various plans and problems relating to 
the line. 


McNeal in New Chicago 
Furniture Mart 


F, S. McNeal, formerly advertising 
and sales manager of the Auto Wheel 
Coaster Co., is now located in the Amer- 
ican Furniture Mart Building, Suite 
739, 666 Lake Shore Drive, Chicago, III. 
Mr. McNeal is representing the Auto 
Wheel Coaster Co., Murray Products 
Co., Lewis E. Myers & Co., Oxford Cor- 
poration and E. B. Salyerds. 








Simplification Now 
Extended to All 
Industries 


There now exists the most widespread 
interest and activity in _ industrial 
standardization that has ever been 
shown, according to the new Year Book 
of the American Engineering Standards 
Committee. 

The work of the committee is indi- 
cative of the growth of the movement 
as a whole. One hundred and fifty-two 
projects have been completed, or are 
under way, and in these various pro- 
jects two hundred and thirty-five na- 
tional organizations, technical, indus- 
trial, governmental, are officially co- 
operating through accredited represen- 
tatives. The number of the individuals 
serving under various sectional commit- 
pro of the different projects is nearly 
1100. 

Of the projects which have reached 
an official status, 31 have to do with 
civil engineering and the building 
trades; 25 with mechanical engineering; 
15 with electrical engineering; 4 with 
automotive subjects; 11 with transport; 
1 with ships and their machinery; 14 
with ferrous metals; 15 with non-fer- 
rous metals; 12 with chemical subjects; 
2 with textiles; 5 with mining; 5 with 
the wood industry; 1 with the paper and 
pulp industry; and 11 projects with 
topics of a miscellaneous nature. 

Cooperation in joint activities be- 
tween Mr. Hoover’s Division of Simpli- 
fied Practice and the American Engi- 
neering Standards Committee has stead- 
ily increased. In general the work of 
the committee is concentrated upon 
standardization projects which involve 
technical considerations, while the Divi- 
sion of Simplified Practice concentrates 
upon such eliminations as it is possible 
to carry out from a consideration of 
statistical production data alone, or as 
stated in the book on trade association 
activities issued by the Department of 
Commerce, “the layman can proceed 
successfully with a-+simplification pro- 
gram, while it would be impossible for 
him to consider seriously standardiza- 
tion problems by himself.” 


Toledo Cooker Co. 
Changes Name 


The name of the Toledo Cooker Co., 
manufacturers of appliances for the 
home since 1884, has been changed to 
the Swartzbaugh Mfg. Co. 

The change was made necessary be- 
cause of the variety of products the 
firm is now making. The original line 
consisted chiefly of steam and fireless 
cookers. 

No change is made in the executive 
personnel. C. E. Swartzbaugh, Jr., re- 
mains president; C. K. Swartzbaugh, 
vice-president; J. B. Swartzbaugh, 
treasurer; J. H. MacFarland, secretary. 
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Our Foreign Trade Under the Fordney- 
McCumber Taritf Law 


Significant Statistics Covering First Complete Fiscal Year— 
Rapid Increase in Our Commerce with Germany and Japan 


WASHINGTON, Aug, 18, 1924. 
HE annual statistics of our for- 
eign trade, recently given out by 
the Department of Commerce, 
constitute a highly satisfactory com- 
parison of the fiscal year which ended 
June 30, 1924, with 1928. The exhibit, 
which covers the first full year under 
the Fordney-McCumber tariff law, also 
discloses some extremely interesting 
post-war tendencies in the distribution 
of our commerce by countries of origin 
and destination. 

The cumulative effect of the increased 
duties of the new tariff act is clearly 
seen in the decline in our imports from 
$3,780,000,000 in 1923 to $3,554,000,000 
in 1924, a loss of $226,000,000. At the 
same time our exports rose from $3,- 
886,000,000 in 1923 to $4,223,000,000 in 
1924, a gain of $337,000,000. 


Big Favorable Trade Balance 


These important changes brought 
about an enormous increase in our fa- 
vorable trade balance which in 1923 was 
but $176,000,000, but which in 1924 rose 
to the unprecedented figure of $669,- 
000,000. The champions of the new 
tariff law are naturally decidedly com- 
placent over the results of the first com- 
prehensive test of the new customs du- 
ties. 

The decline in imports in 1924 is 
confined to two great classes, namely, 
crude materials for use in manufactur- 
ing and manufactures for further use 
in manufacturing. A loss of more than 
$275,000,000 was recorded in the former 
class and more than $50,000,000 in the 
latter. 

In manufactures ready for consump- 
tion—the most important category from 
an industrial standpoint—there was a 
gain of nearly $40,000,000, while the 
imports of foodstuffs partly or wholly 
manufactured rose nearly $25,000,000. 
It will be seen, therefore, that while the 
new tariff law undoubtedly has checked 
importations there have been substan- 
tial gains in the classes of goods which 
carry the highest duties, a fact which 
the high protectionists must not lose 
sight of and which should temper their 
jubilation over the 1924 figures. 


Export Trade Highly Satisfactory 


On the export side of ‘the ledger the 
exhibit is all that could be asked. Manu- 
factures ready for consumption gained 
$158,000,000—nearly four times the 
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gain in the imports of this class—while 
crude materials for use in manufactur- 
ing rose $285,000,000, more than eleven 
times the gain in the imports of this 
class and nearly 43 per cent of the total 
favorable trade balance. 

The statistics showing the countries 
of origin and destination are especially 
significant of post-war tendencies. They 
present a notable exhibit with respect 
to our trade with Germany and the 
Orient. 

American exporters have rapidly re- 
versed their pre-war footing in Ger- 
many. As a country of destination Ger- 
many ranked third in 1924, her imports 
from the United States arising from 
$293,000,000 in 1923 to $378,000,000. 

On the other hand, as a country of 
origin Germany ranked seventh with a 
total of $146,000,000 of exports to the 
United States compared with $142,000,- 
000 in 1923, a gain of but $4,000,000. 
It is seen, therefore, that in her trade 
with the United States Germany’s im- 
ports increased in 1924 twenty-one fold 
more than her exports, recording an 
adverse trade balance of no less than 
$157,000,000. 


Rapid Growth in Oriental Commerce 


It will no doubt surprise many read- 
ers of HARDWARE AGE, who associate 
our foreign trade chiefly with Europe 
and Latin America, to learn that both 
as a country of origin and of destina- 
tion Japan in 1924 ranked fourth. Her 
exports to the United States totaled 
$283,000,000, a gain of $72,000,000 over 
1923, while her imports reached the 
handsome figure of $325,000,000, thus 
showing a trade balance in our favor of 
$42,000,000. 

The five leading countries to which 
we sent our goods in 1924 were as fol- 
lows: United Kingdom, $897,000,000; 
Canada, $601,000,000; Germany, $378,- 
000,000; Japan, $283,000,000; France, 
$280,000,000. The five countries from 
which we received our chief imports 
were: Canada, $417,000,000; Cuba, 
$359,000,000; United Kingdom, $341,- 
000,000; Japan, $325,000,000; China, 
$157,000,000. 

Cuba’s big shipments to the United 
States included sugar and _ tobacco. 
China and Japan combined sent us more 
goods than any single country in the 
world. 

The chief economist of a big New 
York bank has caused quite a stir 


among the advocates of high protection 
by advocating “a lower tariff and co- 
operation with Europe in an effort to 
place European countries on a sound 
footing and to relieve the pressure of 
too much gold which is now brought 
against the United States.” Here is 
his project in a nutshell: 

“The abnormal gold and money situa- 
tion calls for two lines of operation. 
For the long run we must earnestly co- 
operate with Europe toward such a 
stabilization of European affairs as will 
restore the gold standard in the impor- 
tant countries of Europe, and restore 
European credit so that there may 
be a normal redistribution of capital 
throughout the world. 

“We must lower our tariffs so as to 
permit Europe to send us more goods 
instead of gold in payment of debts 
here; we should throw into the general 
settlement the problem of the debts of 
our European allies to our Government, 
and, above all, we must do everything 
possible to effect the prompt adoption 
of the Dawes plan. 

“Pending this change in the Euro- 
pean situation we must, for the next 
two or three years, be prepared to offset 
the evil effects of inflowing gold. The 
main point here is a change of Federal 
Reserve Bank policy. Rediscount rates 
should be regularly kept higher than 
market rates, and open market policy 
should be reversed.” 

The gentlemen who direct the poli- 
cies of the Ways and Means and 
Finance Committees will stand for a 
part of this interesting program, but 
they will not consent to any cuts in the 
tariff—not in a million blue moons! 
Just at present they are talking higher 
rates and the repeal of the flexible pro- 
visions of the tariff law. 


The Sugar Tariff Squabble 


The recommendation to the President 
for a cut in the sugar duty recently 
made by the United States Tariff Com- 
mission, has greatly angered the high 
protectionists. It is understood that 
the decision of the commission was 
based upon a 3 to 2 vote, Commissioner 
Glassie, who would have opposed a cut, 
being disqualified from voting because 
of sugar stock holdings by a member 
of his immediate family. 

It seems, therefore, that the recom- 
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Former Secretary of Agriculture 
Declares Paint Is Economic 


retary of Agriculture and 

prominent publisher, in an 
editorial appearing in the February 
Save the Surface Magazine said: 

“You ask me what I think of 
paint! Almost as well ask one what 
he thinks of sunshine and happi- 
ness! 

“Really, I could quite enthuse over 
paint—in fact, I am enthused. 

“Did you ever notice the differ- 
ence in the greetings of your family 
and friends, and your own attitude 
toward others and to life itself, on a 
bright, sunshiny day as compared 
with a dark, cloudy, overcast, dismal 
day? Did you ever experience hav- 
ing some friend pointed out by an- 
other with the query, ‘Who is that? 
He looks like a grouch—see that 
scowl on his face.’ 

“Did you ever experience the sen- 
sation of being cheered up; a whole 
group being made more congenial 
simply because some person, a man 
or woman, boy or girl, or even a 


EK T. MEREDITH, former Sec- 
* 


Necessity 


child, has joined the group?. Did 
you stop to consider what brought 
about the change? Surely it was 
the smile on the newcomer’s face, 
the light in his eyes, happiness and 
good cheer oozing out everywhere. 

“Did you ever enter a dark, dis- 
mal, dingy house, cold outside and 
inside? Of course you have, and you 
did not smile. You could not laugh. 
You were reminded of the under- 
taker or a funeral. But you also re- 
member that bright, beckoning 
house, that wonderfully cheerful 
room. 

“The difference was in the smile, 
the sunshine—in other words, warm, 
cheerful, inviting, restful colors, and 
these were produced by paint. No 
frowns or no scowls there. No one 
says the occupant of that house is a 
grouch. The only material differ- 
ence is just paint. Yes, paint—that 
a few dollars will buy, but what a 
spiritual difference! Dollars won’t 
buy that. 

“How much more happiness in 


Changing Jobs 


(Continued from page 54) 


that home! And what is happiness? 
For every one of us it is the having 
of a real home. That is the ultimate 
with each of us. Then, how can that 
home be as happy and as cheerful as 
is possible if it is dark, overcast, 
cloudy? If it has a scowl on its 
face? How can it be so unless it 
exudes sunshine, smiles and happi- 
ness? 

“Brighten it, make it shine, put 
on the smile—so everyone will smile 
back. 

“Did you ever (think back) 
proudly exhibit a pair of new shoes 
or high-top boots and call every one’s 
attention to the fact that they were 
new? Did you ever spread out a 
stiffly starched skirt and straighten 
out a big pink bow that all might 
notice the new regalia? Surely, but 
those days have gone for you and 
me; but paint that picket fence, give 
the house a couple of coats, refinish 
a room, get that thrill of long ago 
all over again. You will be dragging 
your friends around to see it. 





him very much indeed, he would not switch his ac- 
count if he left the manufacturer he was then work- 
ing for. This buyer also gave this salesman some 
very good advice along the lines that this new manu- 
facturer was simply trying to cash in on all the work 
he had done in the past and that it would be a very 
simple matter for them to pay him several hundred 
dollars extra money for one year just to get the 
benefit of the work he had done. “But,” said this 
buyer, “if this new concern pays you this large salary, 
you may rest assured that they will expect you to 
earn it. If, at the end of the year, when the time 
comes to make arrangements for the following year, 
- your sales have not been what you expected, what 
happens? You have lost your old job. Another sales- 
man has been put in your place, representing the old 
house. Possibly a new position with some other con- 
cern is not available. Therefore you are at the mercy 
of the concern that you have gone with and the 
chances are, rather than be out of a position, you 
would be willing to accept a reduction in salary to 
just about what you were earning before you left. Do 
not forget,” said this buyer, “that houses these days 
as a rule are not making time contracts, and if they 


do make a time contract they are usually not over 
a year in length. Now, my dear fellow, go a little 
slow on jumping at a small increase in salary and 
giving up a sure thing for what may turn out to be 
a very uncertain proposition.” : 

In the letters I have received from salesmen, when I 
have carefully investigated the facts, I have in the 
majority of cases advised them to stay with the houses 
with which they had grown up. In one or two cases I 
have suggested, where they were working on flat sal- 
aries, that they try to get some extra commission or 
bonus arrangement by which they could increase their 
earning power. In cases where salesmen have grown 
old and gray-haired in the service of one house, I have 
especially urged them not to make changes. 

Salesmen must not forget that the fields are always 
greener a little further on. When you sit on your 
lawn, your neighbor’s lawn at a distance looks much 
better than yours. Of course you can see all the bad 
spots in your own lawn. Do not forget, however, that 
when you walk over to your neighbor’s and get close 
to his lawn, you will find bad spots there too, and some- 
times these spots are much worse than your own! 

“THE SALES MANAGER.” 
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Business Improvement Grows 
—l armers Stronger Buyers 


— Talk of Higher Prices 


Prices for the most part are firm, 


TRONGER buying is reported from practically all whole- 
S sale hardware centers. 


although there is talk in many places that higher levels 


are likely before winter. 


Agricultural sections report that the farmer is entering the 


market and placing good-sized orders. 
industrial centers is said to be more active. 


Business throughout the 
Hardware fac- 


tories, although only working on specific orders, are all reported 


busier than they have been for several months. 


There is no 


surplus of manufactured goods, and deliveries from factories 
to wholesalers are somewhat slower than they were a month 


ago. 


Collections are decidedly better than they were in the spring 


and about on a par with last year. 


No outstanding shortages 


are reported. Retailers’ stocks are low, but few of them are 


anticipating on futures. 


Jobbers’ stocks are said to be fairly 


well balanced, but smaller than usual at this time of the year. 


Chicago Prices Unchanged; 


Demand Improving | 


Little or no price activity was re- 
ported in the Chicago hardware mar- 
ket. Demand has shown improvement, 
but price levels are remaining about 
the same. Some reports were made 
about price cutting in several lines, 


but these concessions seem to have been | 


made to take care of certain local 
competitive conditions. Linseed oil ad- 
vanced 1 cent per gallon during the 
week. Red rosin sheathing was re- 
duced $3 per ton. These two changes 
were made on regular markets and 
were not due to any competitive condi- 
tions. 


~ see 


Stronger Buying 
in the Northwest 


Marked improvement in the business 
conditions of the agricultural North- 
west is becoming daily more apparent. 
The recent Twin Cities market week 
attracted large crowds, and retailers 
bought heavily. The price structure 
is for the most part firm, although 
slight shading is reported in some sec- 
tions. 

Collections are improving. Farmers 
are paying off their old indebtedness 
and selling their grain at good prices. 
The average farmer is also entering 
the market as a buyer for all kinds of 
hardware and supplies. 

Jobbers and retailers in this section 
do not consider it likely that prices will 
take any large or unexpected jump 
upward. A firm and steady market is 
looked for well into the winter. 





No Price Changes in Boston 


For the first time in many months 
a week has passed without a single 
important price change. This fact 
presumably can be attributed to vaca- 
tions, most of the personnel of the 
manufacturing plans of New England 
being on vacation. The local hardware 


market, which a week or possibly a | 
fortnight ago, was filled with appre- | 


hension regarding hardware values, ap- 
pears to be undergoing a_ radical 
change. Sentiment, generally, is that 
values have reached bottom;, that the 
next universal trend will be upward, 


if in any direction. 








Important Price Changes 
in Pittsburgh Market 


One maker of aluminum ware is re- 
ported to have issued a new price list 


showing both advances and reductions, | pottor with only August-September 


the latter predominate, however, and 
the general average price is_ lower. 
Window glass has been reduced in the 


New York Business 
Improving Steadily 


Business in the New York wholesale 
market continues to improve. Prices 
are for the most part firm, but slight 
readjustments continue to be made by 
jobbers and manufacturers. Fall goods 
are not active, but are somewhat bet- 
ter than they were. The current de- 
mand is for staples and _ household 
goods. Tools also are in good demand. 

Collections are fair and much better 
than they were in the spring. Deliv- 
eries are slower. Rumors of higher 
prices persist in this section. 


Plan Weather Tests 
of Wire Screens 


Tests to determine the relative re- 
sistance to atmospheric corrosion of 


wire screens of different metals are 


cial bronze, 


metal. 


planred by the Bureau of Standards of 
the Department of Commerce in cooper- 
ation with the American Society for 
Testing Materials. The metals to be in- 
cluded in the test are copper, commer- 
low brass, aluminum 
silicon bronze, and Ambrac 


bronze, 
All materials will be tested in 


the form of standard No. 16 mesh 
screens. 








Pittsburgh district rather sharply, the | 


cut averaging 12% per cent. This re- 
duction by one of the larger producers 
means cuts by other makers, in the 
opinion of local jobbers. Mill prices 
of wire products have dropped $1 per 
ton or 5 cents per 100 lb. Alcohol ad- 
vanced and is now being quoted in 
some sections at 46% cents per gal. in 
carload lots, which is 10 cents higher 
than last year. 

Market sentiment in this district is 
stronger. Buying is improving. Col- 
lections are fair. Deliveries are said to 
be somewhat slower than they have 
been. Future orders are reported as 
somewhat better. 





The screens will be exposed to the 
weather in four locations: an inland lo- 
cation, an industrial center, a sea coast, 
and a tropical sea coast. The cloth of 
each material will be exposed on a 
painted frame that will withstand the 
weather. Three types of frame will be 
used: 12 x 12 inch wooden frames, 30 x 
36 inch wooden frames, and 30 x 36 inch 
metal frames. The tests will be made 
in cooperation with the manufacturers 
of the materials. The Bureau of Mines, 
the Bureau of Lighthouses, and the 
Panama Canal wili cooperate with the 
Bureau of Standards in making the 
exposure tests. 


a 


Copper Futures Higher 


Copper is being quoted at 13% cents 
a pound for October and November 
delivery, a slight advance over previous 
quotations due to the improved demand. 
Foreign and domestic inquiry was 


copper available at 135% cents delivered 
and then in moderate tonnages. 





Freight Loadings Gain 


Due to an increase in shipments of 
all commodities except live stock, coal 
and coke, which showed slight decreases, 
loading of revenue freight for the week 
which ended on Aug. 2 totaled 945,731 
cars, an increase of 19,872 cars over 
the week before, according to the 
American Railway Association. 

Compared with the corresponding 
week last year the total was a decrease 
of 87,735 cars, or 8.5 per cent, but an 
increase of 103,068 cars, or 12.2 per 
cent, over the corresponding week in 
1922. 
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Decided Improvement in Middle West 


—Prices Steady—Orders Increasing 


(Chicago office of HARDWARE AGE) 
(Wheat and in this district continue to improve. 
Wheat and hay crops are being rapidly marketed 
and this is giving the farmer his first actual cash 
Prospects for corn continue to look 
A good price seems almost inevitable in view of 
a somewhat short crop, although the average farmer will 
receive more for what he sells than he would for a bumper 


in some months. 


bright. 


crop with very low prices. 


Business is continuing to show a decided improvement. 
Orders are growing heavier and road salesmen are finding 
little resistance in securing a more satisfactory volume of 
It is very evident, however, that retailers are 
not placing a great deal of faith in any talk about higher 


business. 


AUTOMOBILE ACCESSORIES.—The 
tire market is strong, with heavy 
demand for the balloon types. Also 
Tire chains in balloon size has created 
an unusual demand. 


We quote from 
f.o.b. Chicago: 

Spark Plugs.—-Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4le. each; Cham- 
pion Blue Box line, 53c. each; A, C. 
Titan, 58e. each; lots of 100, 56c. 
A. ©, Special Ford, .44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

“iret, A. Electric (Ford), $4 
eacn, 

Jacks.—Rellable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Ajax, 
No. 6, 90c. each; National Standard, 
No. 21, $1.20 each. 

Pumps.—Rose 1%-In. 

, dozen pair 


$1.55 each. 
33% per cent discount; 50 pair 
40 per cent discount. 

Tires and Tubes.-—-30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 gray inner tubes, 30 
x 3Y, each; red inner tubes, 
30 x 3%, $1.50 each. 


jobbers’ stocks, 


cylinder, 





lots, 
lots, 


AXES.—Sales continue on a moderate 
basis except on the lower priced grades. 
No price changes expected during 1924. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—The price levels 
are remaining firm. 


We quote from jobbers’ tails 
f.o.b. Chicago: Carriage bolths, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE.—Very good 
sales are reported. Business in this 
line is said to be much brighter with 
a better tone. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 34% x 8% steel butts, 
old copper and dull brass finish, $3.66 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $4.92 per 
doz. pair; heavy steel bevel inside 
sets, case lots, $7.80 doz.; steel bit- 
keyed, front door sets, $1.90 per set; 


stocks, 


in shape. 
Prices, 


business. 


door 
front 


wrought brass bit-keyved front 
sets, $3.25 per set; cylinder 
door sets, $7.50 per set. 


CHAIN.—Normal sales are reported on 
light chains. No price changes recently. 

We jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$.50 per 100 Ib.; Tenso coil chains, 
50-10 per cent discount; No. 00-4% 
electric welded cow ties, $2.75 per 
doz. 

COPPER RIVETS AND BURRS.—A 
good demand continues. Costs are 
higher, but no local price change as 
yet. 

We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-10 per cent discount. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—An improvement is reported, 
due to lower prices. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 


quote from 


stocks, 
and 


per 100 ft.; Plain ridge roll, LY -in., 

$3.80 per 100 ft.; Corrugated con- 

ductor elbows, 3-in., $1.36 doz. 
KLECTRICAL AND RADIO MER- 


CHANDISE.—All battery sales are 
much better this year. In fact all elec- 
trical items are holding up very well. 
Lamps are going strong. 


We quote from 
f.o.b. Chicago: 

Electrical Merchandise. 
rubber covered wire, $7.25 
ft.; in 1000 ft. lots, $7; No, 18 lamp 
cord, $14.50 per 100 ft.; in 1000 ft. 
lots, $13.75; %-in. brush brass key 
sockets, 20c. each; two-way plugs, 
60c. each; in lots of 10, 52c. each; 
one-piece attachment plugs,  13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 
30%c. each; less than case lots, 34c. 
each, 

Radio Supplies.—Radio B batteries, 
pres 766, $1.40 each; No. 767, $2.62 
each, 


EVE HAMMERS AND SLEDGES.— 
Prices are holding and demand is good. 


jobbers’ stocks, 


—NO. 14 
per 1000 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-Ib. and heavier, 
lOc. per Ib. 

FILES.—Sales continue to be good, 

We quote from jobbers’ stocks 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 


per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


prices for next season. 
lation in the way of buying ahead or building up over- 
and this condition’‘is also operating to retard 
future orders for fall and winter goods. 

It is still quite evident that manufacturers are making 
only what they can turn over rapidly. 
ing only what they have a demand for and are antici- 
pating wants just far enough ahead to keep their stocks 


as a whole, 
Temporary weaknesses have developed on some lines and 
there have been some reports of price cutting to secure 
But considering the whole range of items, it is 
the general opinion that prices are fairly stable. 


Consequently there is little specu- 


Retailers are buy- 


are holding steady in this section. 


FRUIT PRESSES AND CIDER 
MILLS.—Factories are still getting 
many requests for rush_ shipments, 
showing that stocks are low. As the 


season advances, delays are probable. 


We 
f.o.b. 
3-qt., 
12-qt., 
$5.50 each; 


from jobbers’ stocks, 
Juicy fruit presses, 
$3.40 each; 6-qt., $4.20 each; 
$5.75 each; Enterprise, No. 6, 
No. 12, $7.30 each; Junior, 
$10 each; medium, $13 each; senior, 
$18 each; extra large, $28 each. 
Cider Mills.—-Junior, $21.75 . each; 
medium, $25.50 each; senior, $38 
each: self feed, $16 each. 
GALVANIZED AND TIN WARE. 
The price level on competition wont 
vanized tubs and pails is firmer due 
to the fact that three large manu- 
facturers have discontinued making this 
grade of merchandise during the year. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, not 
made of galvanized sheets’ with 
seams cemented, 8-qt., $1.95 doz.; 
10-qt., $2.20 doz.;: 12-qt., $2.40: doz.; 
14-qt., $2.75 doz.: galvanized wash 
, No. 1, $6.35 doz.; No. 2, $7 doz.; 

* $8 doz.: 1-bu. galvanized bas- 
$6.75 doz.; 1%-bu. $8.25 doz. 
GARDEN HOSE AND LAWN 
SPRINKLERS.—The wet weather has 

and continues to hold back sales, 


from 


quote 
(Shicago: 


No. 
kets, 


We quote jobbers’ stocks, 
f.o.b. Chicago: iarden hose, sood 
quality, molded hose, “-in., 10%e. 
per ft.; %-in., 13c:. per ft.; 3-ply, 
good quality, wrapped -in., . 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 


rood quality, ‘wrapped, 
per ft.; %-in., Id4e, 
, weg quality wrapped, 


%-in., 12¢ 
per ft.; 5-ply, 
i4-in., 9c. per 


ft.; %4-in., lle. per ft. Lawn sprink- 
lers, "Rain King, $28 doz.: original 
fountain sprinkler, $8 doz.; Rainbow, 


38-in. $24 doz. 
GLASS AND PUTTY.—Definite im- 
provement is looked for as considerable 
glazing is done in the fall. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, of - 
in. brackets, S85 per cent discount: 
single strength A, 34 to 40-in, brack - 
et, S84 per cent discount: = single 
Strength A, all other brackets, 8&3 
per cent discount; double strength 
A, all sizes, 84 per cent discount. 
Putty—Pure grades, $3.50 per 100 
Ib.; commercial, $3.20 per 100 Ib. 


HATCHETS.—-Demand is rather quiet 
—better on the popular priced grades. 
No recent price changes. 


high, 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.: medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
id hatchets, No. 2 broad, $10.50 
oz. 


HANDLED HAMMERS.—Sales_ con- 
tinue in moderate volume. Prices are 
considered reasonable, being 20 per 
cent to 25 per cent below prices at this 
time in 1923. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-02. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.: medium quality, 16-o0z. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is very 
good with firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.-_No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies.— 

0. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—This 
line has been moving quite freely. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
4%-ft., $4 doz.; 5-ft., $4.80 doz.: X 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles. -Rent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz. 4%- 
= $5.7 75 doz.; XX bent, 4%-ft., $4.50 
doz, ; -ft. $5 50 doz.; X bent, 44%- 
_- * doz.: 5-ft., $3.40 doz. 

Manure Fork Handiles.Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.: X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe WHandiles.—xX 4'4-ft., 
$3.45 doz.; X 4'%4-ft., $2.40 doz. 

Garden Rake Handles.-XX 5%-ft., 
$5.25 doz.; X 5%-ft.. $3.25 doz. 
_Shovel Handiles..—_Regular wet 
XX 4\%-ft., $5.90 doz.; K 4%-f 96 
doz.; D-handles, best Ba. ty 796 
doz.; X grade, $6 doz. 

Spade WHandies.—ID-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Sales are said to be heavy 
with considerable news as to special 
concessions due to competitive condi- 
tions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., 
6-in., $2.12: 8-in., $3.54; 10- in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90: 5-in., $2.01; 
6-in., $2. 52: 8-in., $4.30: 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
running about as heavy as last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qat., 
$4.85 list; 2-qt., $5.65 list; $-qt., 
$6.75 list: 4-at., $8.25 list: 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list: 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic 1-qt., $4 list; 2-qt., 
$4.60 list: 3-qt., $5.55 list; 4-qt., 
$6.80 list; 6-qt., $8.60 list; 8-qt., $11.10 
list. All the above less 50 per cent 
discount Auto Vacuum freezers, 
1-qt., $3.30 each; 2-qt., $4 each; 3-qt., 
$5.30 each: 4-qt., $6.65 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Undoubtedly the new 
season’s prices will help sales the com- 
ing season, but it is too early to predict 
in what quantities the line will be speci- 
fied on future orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
fi-knife, 1ll-in. wheels, $12.35 each; 


HARDWARE AGE 


i6-in., ball bearing, 4-Knife, 10%-in 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each: 16-in. ball bearing, 4-knife, 
§-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
a 3-knife, 8-in. wheels, $5.85 
eacn. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
pac kages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21l-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, 
$7.60 doz.; plain bottom canvas, for 
12 to 16-in. mowers, $5.90 doz. 


NAILS.—There is a steady increasing 
demand for nails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
3.55 per keg base; cement coated, 
ee 80 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 
l-in 


OIL STOVES.—Sales were slow in 
starting, but have shown satisfactory 
improvement. 


We quote from jobbers’ stocks, 
f.o.b. ge hicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3- burner, $22 each list; 4-burner, $28 
each list: new Improve d New Perfec- 
tion 2-burner, 22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—LINSEED OIL 
ADVANCED 1 CENT PER GALLON. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.17 
per gal, 5-barrel lots, $1.12 per gal. 

Linseed Oil.—Boiled, barrel lots, 
= ag per gal., 5-barrel lots, $1.14 per 
gal. 

 ieapceiain lots, 94c. per 
ral. 


oe Alcohol.— Barrel lots, 
65c. per gal. 

White ‘Lead: -100-lb. kegs, $14.50; 
50-Ib. kegs, $7.50; 25-Ib. kegs, $3.80; 
12'%4-lb. kegs, $2. 

Dry Paste. _Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal; orange, $3.25 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are expected to 
show steady improvement from now 
until Christmas. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz. ; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING AND PAPER.—tThe active 
sales continue. A small change in Red 
Rosin Sheathing is noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best tale surfaced, $2.35 per 
square; medium tale surfaced, Tg 
per square; light tale surfaced, 95 
per square; red rosin sheathing, $55 
per ton. 


ROPE.—Rope is in unusually good 
demand for this season, due to the 
greater farm and building activities. 
Prices are firm, with no changes, though 
manila hemp is higher. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% to 19%c. per Ib.; 
No. 2 Manila, 16% to 18%c. per Ib.; 
No. 1 sisal, 14% to 16%c. per Ib.; 
No. 2 sisal, 13% to 15%c. per Ib. 


SASH PULLEYS.—Sales 


fair. 
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SASH CORD.—The market is firm and 
the demand is fair. 


We 2 from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard 
brands, $10. aa per doz. hanks; No. 8, 
$12.10 per doz. hanks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
‘eys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS.—Stocks are low and 


only pick-up business remains. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x +e 
$23.15 doz.; No. 296, 2-8 x 6-8, $28 
doz.; No. 311, 2-8 x 6-8, $40 doz. 

Window Screens, — No. 1833, $5.30 
doz.; No. 2423, $6.50 doz. 


SCREWS.—Manufacturers claim that 
prices have reached bottom. 
volume of business continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 74-5 per cent new 
lists 


STEEL SHEETS.—Local prices are 
very low and demand continues fair. 
Many larger firms consider present 
prices too low to be long continued. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib 


STOVE PIPE, ETC.—<Active fall ship- 
ments will start soon. The early 
demand has been conservative, so bet- 
ter orders are looked for during the 
season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gauge pipe, 
30 gauge, 13c.; 28 gauge, 15c.; 26 
gauge, 17c. per joint. Corrugated 
elbows, 30 gauge, $1.35; 28 gauge, 
$1.50 daz. Galvanized coal hods, 17- 
in., $5 .doz. 


WHEELBARROWS.—A moderate vol- 
ume of business continues to be re- 
ported. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—There is a steadily in- 
creasing demand for wire products, 
plain. wire, barbed wire and fence. 


We quote from jobbers’ stocks 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 Ib.; No. 
galvanized plain wire, $3.90 per 100 
lb.; catch weight spool galvanized 
cattle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog wire, 
$3.67 per spool. Polished fence 
staples, $4 per 100 Ib.; 12-mesh black 
wire cloth, $2.10 per ‘100 sq. ft.; 12- 
mesh galvanized wire cloth, $2. 45 
per 100 sq. ft.; 14-mesh bronze wire 
cloth, $6. 20 per 100 sq. ft.; galvanized 
before poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Sales continue to show 
a fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
66 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 

Snap-On Wrenches.—Radio and 
electrical set, $4; No. 101 Master 
Service set, ‘$15. 25; No. 202 Heavy 
Duty set, $8. 80; No. 303 Ford Master 
Service set, $14. 85; No. 404, Universal 
Socket set, $7; No. 505-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 
wrenches less 40 per cent discount. 
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HARDWARE AGE 67 


Retailers Buy Heavily at Twin Cities 
Market Week—Farmers Pay Off Debts 


(Minneapolis office of HARDWARE AGE) 

) HERE is a growing assurance in this district that 
business is due for a rapid come-back. Where crops 
have been harvested and marketed the returns have 

been fully up to expectations as to the yield and the 
quality of the grain. The tendency on the part of the 
farmer is to market his grain as soon as possible, and 
secure the benefit of the present high prices. He is not 
inclined to hold for later sale on the chance that he might 
make more on a rising market. He is letting well enough 
alone, and selling as soon as he can after threshing. 

This has the effect of starting the harvest money on its 
rounds sooner than is the usual custom, when crops are 
held for the higher prices after the bulk of the grain is 
disposed of. Already, in the districts where the harvest 
has been under way, there is a marked change in the 
buying attitude of the farmer. He is paying up at least 
a part of his old indebtedness, and is making purchases 
that he has long contemplated. 

Twin City Market Week, which has now become an 


institution annually, was held last week. Merchants in 
all lines of trade attended, with a large number of the 
hardware merchants represented. Jobbers report that the 
buying this year was in excess of that done last year, and 
that there is a growing tendency on the part of the re- 
tailers to stock up more lheavily, in the expectation of the 
trade that is coming to them in the next two months. 
Showings of fall and holiday merchandise predominated 
and it is evident that the dealers are fully convinced that 
business is on the return journey toward the usual level. 
It is expected that the remainder of this year and next 
year will show very good returns. 

Prices in general have been steady in this market dur- 
ing the past week. There are few changes and those are 
of a minor nature. Some authorities seem to believe that 
there will be a strengthening of prices during the next 
few months to meet the better demand, but others state 
that there is little liability for an increase of any great 
amount, the tendency being toward lower levels. 





AXES.—Sales are showing a slight in- 
crease, in expectation of the fall busi- 
ness. Stocks are in good condition and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BOLTS.—Sales are showing some in- 
crease, with stocks in good shape, and 
prices as last quoted. 


We quote from 
f.o.b. Twin Cities: mall and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 per 
cent from lists. Stove bolts, 70 per 
cent; lag screws, 60 per cent from 
standard lists. 


BRADS.—There is little increase in the 
sale of brads as yet, as fall building 
has not begun. Stocks are well as- 
sorted and prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE. — Demand 
is only fair at present, with no particu- 
lar increase in the amount of building 
which has been done during the sum- 
mer. It is expected that the usual 
amount of fall building will increase 
the demand for builders’ hardware to 
some extent, although heavy increases 
are not expected until next spring. 
Building is very well divided between 
the larger cities and the smaller towns, 
a certain proportion being done in all 
parts of the district 


CHURNS.—Sales are at a fair rate, 
with prices unchanged, and stocks well 
filled. 


We quote from 
f.o.b. Twin Cities: Barrel type churns, 
40 per cent from standard lists. 


COASTER WAGONS.—Demand is still 
very good for coaster wagons and wheel 
toys. With the approach of the end of 
vacation it is thought that there may 
be some decrease in the sale of this 
class of goods. Stocks are still in good 
condition, with prices unchanged. 


obbers’ - stocks, 


jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.72 each: Overland coaster wagons, 
331%, per cent from factory lists; all 
steel coaster wagons, 650 per cent 
from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—There is an even call 
for materials of this description, repair 
work continuing to take the majority of 
stock sold. Stocks are in good condi- 
tion and well assorted. A slight ad- 
justment has been made in the price of 
conductor pipe, other prices being un- 
changed. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: 28 ga. lap joint 
single bead eaves trough, 5-in., $5.00 
per 100 ft.; 8-in. 28 gage conductor 
pipe, $5.10 per 100 ft.; 3-in. conductor 
elbows, $1.73 per doz. 

FILES.—There is a slight improvement 
in the call for files, the shops and ga- 
rages taking larger amounts than dur- 
ing the midsummer. Stocks are still in 
good condition, and prices are un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: = henge files, 
50 per cent; second grade files, 60 per 


cent from standard lists. 


FREEZERS.—Sales are beginning to 
show a slight decrease in this class of 
merchandise. There is little call during 
the fall for freezers, and even now the 
tendency on the part of the housewife 
is to do without, until the cooler weath- 
er. Stocks are sufficient to care for the 
demand, and prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent dis- 
count from respective lists; Alaska 
Freezers, 20-10 per cent from lists; 
Auto vacuum freezers, 33% per cent 
from lists. 


GALVANIZED WARE.—Demand for 
galvanized ware is about the same as 
during the past few weeks. Dealers are 
beginning to stock up to some extent, 
but sales are still rather slow. Prices 


have not changed, and stocks are in 
good condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No, 1 
aieaninod tubs, $6.40 per doz.; No. 2, 
.15 per doz.; ‘No. 3 $8. , ber doz. ; 
heavy galvanized tubs, ae $12: 
No. 2 $13.25; No. 3, $14. 0 ‘Standard 
galvanized pails, 10-qt., 2.25; 12-qt., 
$2.40; 14-qt., $2.75; 16- o A, eel pails, 

$4.50; 18-qt., $5.26 per 


GLASS.—Sales are beginning to im- 
prove with the approach of the fall re- 
pair season. Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single strength 

glass, Minnesota prices, 83 per cent, 
aaa double Strength glass, 85 per cent 
from list. 


HAMMERS AND HATCHETS.—There 
is little change in the amount of sales 
in this class of goods. In some districts 
there has been some call, but merchants 
are still awaiting greater demand. 
Stocks are well assorted, with no 
changes in prices. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
mers, Maydole -s 
doz. ; PS te, F’. 
side $10. 50% 
hate a ‘No. ¥ i Hd 
gling hatchet No. 2, Plumb 
claw hatchet No. 2, $12.50 per doz. 


HOSE.—Hose is still selling at a very 
good rate in the stores, the warmer 
weather bettering the sales to a great 
extent. The past week was rainy, and 
sales showed a corresponding dropping 
off. Stocks are being cut down, with 
the cooler weather approaching, and the 
light selling season. Prices remain un- 


stocks, 
Carpenters’ ham- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, — 
Sey ae grade, 3-ply, %-in., 90. 


“py 10%e. per ft.; %-in. mol ne 
Sat 1 per ft.; %-in. hose is about 
one cent less per ft. 


LANTFERNS.—Some interest is being 
shown in lanterns, sales from jobbers 
to dealers increasing slightly. Stocks 
are well assorted in expectation of fair 
business. Prices are unchanged. 
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We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130 Midget vehicle lanterns, $17 
per doz. 

LAWN MOWERS.—tThe season for 


lawn mowers is beginning to taper off, 
but sales are still very good. The heav- 
iest growth of grass in this section has 
been in the past few weeks, and sales 
have been better accordingly. Stocks 
are being lowered for the year and 
prices are unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best standard 
zxrades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9 to $10.50 each, 
according to quality. 


MILK CANS.—Sales are at a normal 
rate for the season, with stocks well 
filled and no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans at $2.60 each; 8 gal. at $3.10 
each and 10 gal. at $3.20 each. 


NAILS.—Demand for nails is at a fair 
rate. Stocks are sufficient to cover any 
call, and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg, base, and ce- 
ment-coated wire nails at $3 per 
keg. base. 


PAINTS.—There is a very good call 
for house paints and other finishes. The 
fall season has started in earlier than 
usual, and sales are very satisfactory 
with the jobbers. Stocks are in good 
condition, with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $13.16 per cwt. 


POULTRY NETTING.—Sales continue 
only fair, with a tapering off for the 
season. Stocks are rather light, but in 
good shape. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 
lists. 


ROPE.—Demand is fair for rope at 
present, with stocks well filled. Prices 
show no changes. 


We 
f.o.b. 


stocks, 
grades of 


jobbers’ 
Best 


from 
Cities: 


quote 
Twin 
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manila rope, 19%c. per Ib. Best 
grades of sisal rope, 16%c. per Ib. 


SANDPAPER.—Sales are about at the 
same level as they have been for sev- 
eral weeks. Stocks are well filled and 
prices have not changed. 
We quote from jobbers’ 
f.o.b. Twin Cities: 
sandpaper, per 


stocks, 
Best grade No. 1 
ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1, per ream, $16.50. 
SCREWS.—Sales are increasing slight- 
ly, with stocks in good condition. Prices 


are holding steady as last quoted. 


We quote from jobbers’ stocks: 
Flat head bright screws, 75-15 per 
cent; round head blued screws, 75-5 
per cent; flat head brass, 70-10 per 
cent, and round head brass, 65-10 


per cent. 
SASH CORD.—Sales are only fair, 
with stocks well assorted. Better sales 
are looked for in the next few weeks. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. §, 
S6c. per Ib. ordinary grades No. 8, 


45c. per Ib. 
SASH WEIGHTS.—Sash weights sales 
keep pace with those of sash cord, and 
stocks are well filled. Prices show no 
change. 


We quote from 
f.o.b. Twin Cities: 
$2.50 per cwt. 


STEEL SHEETS.—Sales are still about 
as they have been for some time, but 
there is an expectation that fall build- 
ing will improve the demand. Stocks 
are in good condition and there are no 
changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galvanized 
sheets at $5.85 cwt., and 28 ga. black 
steel sheets, $4.75 cwt. 


TIN PLATE.—Demand is fair for tin, 
with stocks well filled and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, furnace 
coke, ICL. 20 x 28, $14.75 per box; 
roofing tin IC 20 x 28, 8-lb. coating, 
$14.25 per box. 


WHEELBARROWS.—Sales are at a 
level rate, with stocks well filled and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood tray fully 
bolted wheelbarrows, iron wheel, 


jobbers’ stocks, 
Sash weights, 
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$36.50 per doz.; tubular steel, No. 1, 
— each, and wood garden $6.25 
WINDOW SCREENS AND SCREEN 
DOORS.—There is still a very good de- 
mand for this class of merchandise 
and sales show a tendency to continue. 
Stocks are fair, although showing signs 
of becoming broken as to assortments, 

and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; common screen doors, 2-8 
x 6-8, $28.20 per doz.; fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 

WIRE.—Demand for wire is showing 
some improvement. Stocks are in good 
condition, with no changes in prices this 
week. 

We quote from jobbers’ stocks, 
f.o.b. Twin Citiees: barbed painted 
hog wire $3.73 per 80 rod_ spool. 
barbed painted cattle wire at $3.49 
per 80 rod spool, barbed galvanized 
hog wire at $3.94 per 80 rod spool, 
barbed galvanized cattle wire, $3.68 
per 80 rod spool, No. 9 plain fence 
wire, $3.90 cwt., and No. 9 galvan- 
ized fence wire, $4.35 cwt. 

WIRE CLOTH.—Sales are still fair, the 
greater amount being as fill-ins and in 
small quantities. Stocks are being low- 
ered for the end of the season, and 
prices are still unchanged. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Black wire cloth, 

12 x 12 mesh, at $2.10 per 100 sq. ft.; 
galvanized wire cloth, 12 x 12 mesh, 
$2.60 per 100 sq. ft 


WRENCHES.—Demand for wrenches 
is showing some change toward greater 
sales. Stocks are well filled, and prices 
have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent;. Stillson and Trimo 
wrenches, 60 per cent; Snap-on 


wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75: No. 505B, $3.40, No. 50 radio 
and electrical set, $4; No. 101 Master 
Service Set, $15.25: No. 202 Heavy- 
Duty Set, $8.80; No. 303, Ford Mas- 
ter Service Set, $14.85; No. 404 Flex- 
ible Socket Set, $8.75; No. 505B 
Screwdriver Blades, $3.40; No. 900 
Set square socket, $3.70, less 40 per 
cent. 


New England Retailers Look for Good 
Fall Business—Wholesale Market Quiet 


(Boston office of HARDWARE AGE) 

ETAIL hardware dealers in this territory continue to 
R report slow business, which is to be expected at 
The trade is optimistic, however, look- 
ing forward, as it does to a good fall and winter turnover. 
Industrial New England is slowly getting back on its feet, 
and the impression has gone abroad that another month 
There is still, never- 
theless, a new development that may-retard the return of 
general prosperity. Many industries are reopening plants 
with the announcement of a reduction in wages of em- 
The reduction, collectively, so far announced, 
does not average more than 10 per cent in all depart- 
ments concerned, and :in many instances less. 
reluctant to accept lower wages, and in certain cases 


this season. 


will see it on a nearly normal basis. 


ployees. 


$6,000. 


Labor is 


strikes have taken place. 
imperative with manufacturers, the attitude of employees 
notwithstanding. But there is a question of labor accept- 
ing lower wages without a struggle. 

One of the most hustling local hardware dealers, in 
reviewing business conditions so far this year, says sales 
for 1924 to date have been approximately 5 per cent 
ahead of last year. A good showing, all things considered. 
Against this increase of 5 per cent, overhead has been 
reduced approximately $5,000, and purchases a strong 
It is doubtful if many hardware dealers have 
such a record. The people behind the company certainly 
have had the right idea of economics, and give hardware 
dealers something to think about. 


The question of lower wages is 




















August 21, 1924 


AUTOMOBILE ACCESSORIES. 


—Business in automobile accessories 
with the retail hardware trade so far 
this summer has been spotty. With 
some it has been excellent; with others 
indifferent. Those who have been most 
successful appear to have secured a 
line of goods, put an ambitious man in 
charge of it, and told him it was up 
to him to produce results. Those who 
have been less successful have obtained 
a line of goods and then have expected 
business to take care of itself. Be- 
cause they have been less successful 
they find fault with competition from 
garages. It has been demonstrated, 
however, there is a wide field for acces- 
sories in the retail. hardware field, 
provided the dealer makes a real effort 
to cultivate it. Those dealers most 
successful in accessories are making 
plans for a big fall business. 


We quote from Boston 
stocks: 

Automobile Accessories. ADCO line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield wiper, $3.75; crankcase 
arm, 48c. and battery charger, $13.50. 

Springs. —Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 


jobbers’ 


front, No. oe” -— 25, net; 9-leaf 
front, No. . $2; 9-leaf rear, No. 
2009, $4.25. 

Pressure Gages.—Balloon tire, in 


lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil, cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal.; five gallons, $1.08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal.; Cylinder, kh, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C, 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per lb.; lubri- 
cant grease, in 5-pound lots, $11.50 
per case of 12; in 1l-pound packages, 
$10 per case of 48. Discount’ 25 per 


cent. 

Boyce-ite. — Consumers’ packs, 
three 4-o0z. cans, $1 list; %-gal. cans, 
$3.50; 1l-gal. cans, $6. Consumers’ 


packs come 10 in crate; %-gal. cans, 
i? to crate: l-gal. cans, 5 to crate. 
On full packages there is a discount 
of 40 per cent; on less than full pack- 
ages, 338% per cent. 
Tires.—Hartford line, cord, non- 
skid clincher, 30 x 38% in., regular, 
$8 each net; 30 3% in., extra, 
$10.45; straight, : 
31 x 4 in., $13.25; 32 
32 x 4 in., $14.60; 33 x 4 in., 
34 x 4% in., $20. 25; 35 x 5 in., $25.7 70° 
Tires.—Richland line, standard 
cord, clinchers, 30 x 3 in., $8; 30 x 
i $8.40; ae od x 3% in., 
2. 4 a oversize, 
clincher, 30 x 3% in., ; straight, 
30 x 3% in., $10.85; $2’ x - 
34 x 4 in., 316. 75: 
33 x 5 in., $26.15; 
35 x 5 in., $2 7.45: f 
Commerc ial se rvie e truck, 
4% in., 5.75; 338 x 4% = 
34x 4% = $26.95; 33 x 5 in., .90; 
35 x 5 in., $31.40; 36 x 6 in., $56.50. 


AXES.—Retail dealers are beginning 
to nibble at axles for fall delivery. In 
wholesale circles it is believed retail 
stocks are small. Certain it is that the 
axe situation is much clearer than a 
year ago. At that time there was a lot 
of war material hanging over the mar- 
ket. Today this surplus stock is said 
to be at a minimum. Prices for axes 
therefore should display more stability. 
We Boston jobbers’ 


stocks: 
Axes.—Single bit, $14.50 per doz. 
With han- 


base; double bit, $19.50. 
dies, single bit, $18.75 per doz. 


BLACKSMITH SUPPLIES.—tThis is 
the time of year when the retail dealer 


quote from 
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handling blacksmith supplies should 
check up on stock and lay plans for 
future requirements. Another month 
or so should witness a material im- 
provement in the consumptive demand 
for such merchandise. 


We quote from Boston jobbers’ 
stocks: 
Anvils.—Standard makes, 19c. per 


lb. 


Axles.—Square bed, drawn bed and 
one piece, 3-in. and under, 12c. per Ib. 

Horseshoes.—American, Boss, Ju- 
niata, Phoenix, United States, Cin- 
cinnati, Standard and Burden, $7.50 
per keg base. No freight allowance 
on store shipments. 

Horseshoes.—Fancy or special, side 
weights, 30c. per pair. Steel shoes, 
XL or XXL, $9.25 per keg; toe 
creased, $7.75; side wear, $9.75; 
calked, $9.25; extra light calked, 
$10. 25; iron countersunk, $8.25; steel 
countersunk, $10; tips, $9.25; XX and 
light driving, $9. 25; XXX and feath- 
erweight, $9.25; mule, $8. 


Malleables.—Plain, except stake 
irons, 20c. per Ib.; stake irons, 17c.; 
threaded malleables, 30c. to 38e. Dis- 
count, lc. on. 

Nails.—Horseshoe, Crown, No. 5, 
$6.15 per keg; No. 6, $5.65; No. 7, 


$5.45; No. 8, $5.30; Nos. 9, 10 and 11, 


$5.15. Leader, “a 5, $5.80 per ke: 
No. 6, $5.45; No. 7, $5.25; No. 8, $5.1 
Nos. 9, 10 and ‘y $5. o. aditionai 


charge of lc. a pound is made for lots 
of less than 25 Ib. 


Rasps.—Heller, 70 and 10 per cent 


discount; Superior, etc., 75 per cent 
discount; Stokes, 75 per cent dis- 
count. 


Springs.—Common wagon and car- 
riage springs, 12c. per Ib. base. A 
discount of lc. is allowed the retail 
trade. 

Toe Calks.—Welded, dull, $2.25 per 
box; sharp, $2.50; blunt heel, $2.50; 
sharp heel, $3.50. 

BLOCKS.—Local hardware jobbers re- 
port they have been notified by the 
Union Hardware OCo., Torrington, 
Conn., that it has discontinued the 


manufacture of hoisting blocks. 


FOOD CHOPPERS.—Mince meat time 
is not so very far away, which suggests 
food choppers. Jobbers report orders 
are a little more frequent, and that an- 
other month should see a big improve- 
ment in retail demands. 
. We quote from Boston jobbers’ 
stocks: 
Food Choppers.—tlRussell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 
$33; No. 3, $42. Discount, 25 and 10 
per cent. Universal line. No. 323, 
$3.25 each list; No. 331, $5; No. 333, 
$5.50; No. 304, $8.75; No. 344, $14. 
Discount 25 and 10 per cent. 
Parts.—Universal line, body, $1 to 
$2.25 each list; feed screw 50c. to 
$1.30; cutters 25c. to 30c. each; cranks 
(complete) 50c. to 60c.; clamp screws 
45c.; thumb nuts, 20c.; handle screws 
10c. Discount 25 and 10 per cent. 


PADLOCKS.—Although the _ retail 
trade in general bought padlocks freely 
several months ago, there are signs 01 
renewed interest. Orders to date have 
not been large, but are growing more 
numerous daily. 


We quote from Boston jobbers’ 
stocks: 

Padliocks.—Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 10 
per cent. 


PYREX OVEN WARE.—Retail deal- 
ers are evincing more interest in Pyrex 
oven ware. Most of them have bought 
lightly for sometime, desiring, as they 
have, to reduce stocks. Now they have 
reached a point where fall require- 
ments must be considered. A _ large 
percentage of the orders being placed 
today is for future delivery. 
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We quote from Boston 
Pyrex oven ware stocks: 

Casseroles.—Round, No. 
qt., $1.67 each; No. 101, 
No. 102, 1%-qt., $1.17; No. 103, 1-qt., 
$1; No. 104, %-qt., 67c. Round, shal- 
low, No. 112, 1-qt., $1; No. 113, 1%- 

Oval, shallow, No. 183, 
No. 184, 1%-qt., $1.17; No. 
$1.33; oval, No. 193, 1-qt., 
7, 1%-qt., $1.17; No. 194, 2 
qt., $1.83; No. 190, 3-qt., $2. Square, 
No. 110, $1.33 each. 

Pudding Dishes.—Round, deep, 
120, 2%-qt., 93c.; No. 21, 2-qt., 
No. 122, 114-qt., 123, 
o7e. No. 
shallow, 

»-qt., 
Ne is4B. 
qt., 80c. 
57¢.: No. 
standard, No. 
464, 1-qt., 57c.; 
No. 466, 
lle-qt., S38e. 

Bread Pans.—Oblong, 
60c.; No. 214, $1. 

Cake Dishes. — Round, 
220, 50c.; No. 221, 50ce. 
809, 67c.; No. 810, $1. 

Pie Plates.—No. 202, 
60c.; No. 206, 33c.; 
No. 208, 50c.; No. 
67¢c.; No. 211, 73ce. 

Custard Cups.—Round, No. 
0z., lic.; No. 423, 4-oz., 13c.; 
pattern, No. 424, 4-0z., 13c.; 
6-02., 17. 

Ramakins.—Round, No. 
0Z., 10c.; No. 442, 4-o0z., 13c. 


ROOFING MATERIAL.—Jobbers are 
quite enthusiastic over the roofing ma- 
terial outlook. Sales this year to date 
have been in excess of those for the 
corresponding months last year, and 
yet the wholesalers feel the surface 
has not been scratched. They say 
there is a big hole to fill for fall re- 
quirements and have covered them- 
selves quite freely. 

We quote 

stocks: 


Roofing Paper.—Japroid line, 
surface, imprinted, $3.40 per 
plain standard, $2.40 and 2.65; 
er, light (35 1b.), $1.70; medium 
b. $2.15; heavy (55 Ib.), $2.65: 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 

Shingles.—Japroid 
$5.25 per square; super giant, 12%- 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 


jobbers’ 


100, 2%- 
2-qt., $1.33; 


No. 
80c. ; 
67¢e.: No. 1-qt., 
1- “ 40c, Round, 
1- = -. 57¢c.: No. 155, 
ISB, 1-qt., 57e. 
No. 185B, 3. 
No. 193B, 1l-qat., 
at. 67c. Round, 
463, %-qt., 40c.; No. 
No. 465, 1%-qt., 67c. 
2-qt., 80c. Square, No. 8008, 


“Si, Bog 
Oval, 
197B, 


No. 212, 


No. 
No. 


shallow, 
° Square, 
50c.; No. 203, 
No. 207, 40c.; 
209, 60c.; No. 210, 


422, 6- 
French 
No. 426, 


432, 3%4- 


from Boston jobbers’ 


slate 
roll; 
Lead- 


line, lock top, 


Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; smaller, 
$65.5Q a ton. 

Roof eg ee liquid, 
green and red, 5-gal., 40 per gal.; 
l-gal., $3.50; plastic Bn cement, 5- 
gal., 32c. list; 1l-gal., 35c. Discount 
33'4 per cent. 


Roof Coating. — Liquid, black, in 
drums or barrels, $1 per gal. net; 


in half barrels or drums, $1.07 per 
gzal.; in 20-gal. lots, $1. 20 per gal: 
in 15-gal. lots, $1.20; in 10-gal. lots, 
$1.20; in 5-gal. lots, $1.27; in 1l-gal. 
lots, $1.34. Other colors cost consid- 
erably more, 


Roof Cement.—Plastic, black, in 50- 


Ib. lots, $12.67 per 100 Ib.; in 25-Ib. 
lots, $12.74; in -* Ib. lots, $14; in 5- 
Ib. lots, $14.67; in 1-lb. lots, $16.67. 


Other colors cost more. 
Primers.—In 1-gal. lots, $1; in 5- 
gal. lots, 94c. a gal.; in 10-gal. lots, 
S4de. a gal. 
Roofing Cement.—In 1-Ib. 


cans, 32 


to the case, 15c. per Ib. net; in 3-Ib. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 12c. 

SHEET LEAD.—Pig lead has been 


boosted another notch or two, which 
clearly indicates that sheet lead will 
advance just the minute demand for it 
gives evidence of increasing. 
We 
stocks: 


Sheet Lead.—Per Ib., 
list. 


quote from Boston jobbers’ 


14% c. base 
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SHOVELS.—Jobbers plan to start out 
for snow shovel business just the 
minute the vacation season is over. 
Prices are practically the same as last 
season, that fact having been estab- 
lished some time ago. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Long handle, steel, 
$5 per doz. net; steel D-handle, 
$6; split wood D-handle, $6; Massa- 
chusetts long handle, $8.75; Massa- 
chusetts D-handle, $9. 

Fire Shovels. — Japanned, No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 
doz.; No. 256, 94c. 


SLEDS.—Jobbers already have a fairly 
representative amount of sled business 
on their books. They will shortly en- 
deavor to round up all retail require- 
ments for the 1924-25 season. 


We quote from jobbers’ 
stocks: 

Sleds.—Flexible Fliers, No. 1, $4 
each list; No. 2, $5; No. 3, $6.25: No. 
4, $7: No. 5, $9.25; Racer, $6.75; 
Racer, Jr., $5.50. Discount on store 
shipments, 33% per cent; on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 

Firefly Line.—No. 9, $2.50 each, 
list; No. 10, $3; No. 11, $3.75; No. 12, 
$4.25. Discount, 40 and 5 per cent. 

Paris Line.—Speedway, No. 99, $22 
per doz., list: No. 100, $24: No. 150, 
$30; No. 200, $36; No. 250, $42; No. 
300, $50. Discount 40 per cent. 


SOLDER.—Solder, in less than ten 
pound lots, is now quoted by the job- 
bing trade at 45 cents a pound, where- 
as heretofore the market was 40 cents. 
This advance is one of the largest noted 


Boston 
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in some time, and is attributed to the 
recent strength of the pig lead market. 


STOVES.—Orders for air tight stoves 
are beginning to trickle into wholesale 
circles. The 1923 season was a big 
one on this particular article and retail 
stocks are understood to be small. Coal 
will be as high if not higher in most 
New England towns this winter, and 
that fact ought to help the retail hard- 
ware dealer to sell air tights. 

We quote from Boston jobbers’ 
stocks: 

Cook Stoves.—Oil, one - burner, 
$9.50 each list; two-burners, $17.35; 
three-burners, $22; four-burners, $28. 
Discounts: 30 per cent; in lots of 
ten, 30 and 5 per cent. Detroit Jewel 
line, two-burners, without high 
shelves, $12.50 and $13.50 each net; 
three-burners, $15.50 and $16.50; four- 
burners, $19.50 and $20.50. Shelves 
for three-burners, $4 and $4.50; for 
four-burners, $4.75. 

Water Heaters.—$45 each iist. 
Discounts: 30 per cent; in lots of ten, 

30 and 5 per cent. 

Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. é 


TRAPS.—Advance fall orders for rat 
and mouse traps are coming to light. 
Interest in game traps also is on the 
increase. Buying is by no means ac- 
tive and is for future delivery. 


We quote from Boston jobbers’ 
stocks: 

Rat and Mouse Traps. — Genuine 
Marty ench line, No. 1, 22-in. (24 
to crate) 3 crate lots, $20.22 per doz.; 
one crate lots, $21.78; broken crates, 
$23.34. No. 3, 16-in. (fifty traps to 
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crate) 3 crate lots, $12.22 per doz.; 
1 crate lots, ; broken crates, 
$14.10. No. 3%, 15-in. (72 to crate), 
3 crate lots, $9 per doz; 1 crate lot, 
9.68; broken crates, $10.38. No. 5, 
8-in. (150 traps to crate), crate lots 
$5.60 a doz.; broken crates, $6, net. 

Game.—Game, No. 0, single spring, 
with chain, $1.70 per doz. net; No. 1, 
$1.95; No. 1%, $3; No. 2, double 
spring, with chain, $4.70; No. 3, $6.50; 
No. 4, $7.80. 


WINDOW GLASS.—Rumor has it a 
change in the price of window glass 
will shortly be forthcoming. Just 
what the change will be nobody seem to 
know. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84° per cent discount; 
larger, 82 per cent discount. Double- 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


WINDOW WIRE.—Sales of cellar 
window wire are on the mend. The 
market has some distance to go, how- 
ever, before it can be classified as 
active. 


We quote from Boston jobbers’ 
stocks: 

Cellar Window Wire.—Galvanized, 
in 100-ft. rolls, 24 in. to 48 in., 2- 
mesh, $5 per 100 sq. ft. net; 2%- 
mesh, $5.25; 3-mesh, $5.30; 4-mesh, 
$5.60; 5-mesh, $5.60; 6-mesh, $5.95; 
7-mesh, $6.60; 8-mesh, $6.60. Extras 
—Under 24-in. or over 48-in., 25c. per 
roll; 50-ft. rolls, 10c. per 100 sq. ft. 








Growing Optimism in Pittsburgh as Sales 
Volume Increases—Fall Business Fairly Active 


(Pittsburgh office of HARDWARE AGE) 
ENTIMENT in hardware trade circles still is grow- 
S ing more cheerful; indeed, sentiment is improving 
more rapidly than the volume of business, although 
there has been some gain in that direction and it cannot 
be gainsaid that real improvement in business usually is 
preceded by a more optimistic feeling among buyers. 
Development of the buying mood among consumers and 
distributors is a difficult matter unless there are factors 
which encourage the buyer to feel that he is going to 
need or find an outlet for what he is ordering. Hardware 
salesmen making their rounds for orders for fall lines 
are sending back a very fair number of orders. In most 
cases, they run small in size but this occasions no surprise 
or disappointment among jobbers, who rather expected 
that retailers would be disposed to order sparingly for 
the start-off. Retailers are going over their stocks very 
carefully just now and this leads to fill-in orders rather 
than liberal purchases. It is not an active market, but 
it is a livelier one than the trade has been having recently. 
Collections still are described as fair. 

Not many price changes are coming out, but among 
them are a few important ones. One maker of aluminum 
ware has issued a new price list in which there are both 
advances and reductions, but the latter predominate and 
the average of prices is lower than it was recently. Win- 
dow glass prices have been reduced rather sharply, the cut 
averaging about 12% per cent, and this by the leading 
producer means that others will likely follow suit. New 


prices carry a guarantee against a decline to Dec. 1. 
Much strength still marks prices of the metal products. 
Mill prices of wire products have dropped about $1 a ton, 


or 5c. per 100 lb. and this is reflected in local jobbing 
prices. Alcohol prices still are headed higher, the reason 
being the strength of the corn and molasses markets. 


Steel market conditions, though unquestionably more 
favorable than they were at the midyear, still denote a 
tendency on the part of consumers to move with caution 
and the increase in demands of the past four or five weeks 
still is ascribable more to the exceedingly sparing buying 
of June and early July than because of definite signs of 
greatly enlarged fall and winter requirements. It is 
possible there will be railroad buying of consequence, 
especially as plate prices now are low enough to permit 
of downward revisions in prices of cars, but there are as 
yet no tangible signs of big demands from the imple- 
ment manufacturers or the automotive industry. And 
the steel industry, being gaited to large production, can 
handle the requirements of all the leading consuming 
industries without much difficulty. The situation be- 
comes taut with regard to supplies when all consuming 
industries are making large demands at one time. 

Pipe mills have a fairly good complement of line pipe 
orders and there is a very fair amount of structural steel 
business on mill order books, but these are the only direc- 
tions where there is reasonably full mill operations, al- 
though the old plan of Andrew Carnegie, who reasoned 
that the way to put up a market was to get under it, is 
getting fairly frequent use. The steel price structure 
taken as a whole is rather weak; it sways in the lightest 
pressure. There is a stronger tendency in the pig iron 
market, due to the fact that consumers are beginning to 


(Continued on page 72) 
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evince interest. 


at least a little. 


ALUMINUM WARE.—New prices 
have appeared on the Wearever line 
and while some items are higher than 
formerly, most of the changes are in 
the other direction. Aluminum goods 
of domestic make have suffered some- 
what in the past few months from 
competition of foreign products and 
price reductions are largely a recogni- 
tion of that fact. 

AUTOMOBILE ACCESSORIES. 
—Manufacturers of alcohol have fur- 
ther advanced prices and now are 
quoting 46% cents per gal. in carload 
lots to jobbers, which means that prices 
to retailers will be at least 10 cents 
per gal. higher than a year ago. 
Balloon tires create a new problem for 
the chain makers in getting out the 
sizes to fit the new style tires. Fairly 
good business is reported in standard 
tires, but other accessories are season- 
ably quiet and the demand for the ac- 
cessories of automobile touring parties 
has subsided. 

BOLTS, NUTS AND RIVETS.—There 
is a distinctly firmer stand among 
manufacturers as to prices, but jobbing 
quotations having failed to reflect fully 
the recent low wholesale prices, they 
now are stationary in the face of the 
stronger tendency to factory prices. 


The feeling among buyers is that prices 
are at or close to bottom and whether their present re- 
quirements warrant or not, there is a disposition to buy 
More life is appearing in the coal mar- 
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We quote out of jobbers’ stocks, 


as follows: 


Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list; carriage bolts, small rolled 
threads, 60 and 10 per cent off list; 
all sizes cut threads, 60 per cent off 
list; nuts, hot-pressed blank = or 
tapped 4c. off list; c.p.c. and t. blank 
or tapped, 3.60c. off list; rivets, small 
wagon and tinners, 60 and 10 per 
cent off list. 


CARPENTERS’ TOOLS.—tThe | tariff 
has failed to keep out of the American 
markets the products of German mak- 
ers and it is evident that American 
makers to preserve the domestic mar- 
ket must have even greater protection 
or devise methods to be better able to 
meet the competition. Mass produc- 
tion and a reduction in the number of 
styles is one solution that has been 
suggested. This being the day of sim- 
plification and the elimination of un- 
called for lines, it sounds like a reason- 
able method. 


ICE CREAM FREEZERS.—Prices for 
1925 are waited with interest by local 
jobbers. Usually, the new _ season’s 
prices are announced by this time, but 
as yet no prices have been named. 


METAL PRODUCTS.—Very firm mar- 
ket rules in the products under this 
heading, due to the strength of the 
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ket, since expanding industrial activity is resulting in 
exhaustion of reserve supplies, and the coke market ‘is 
taking on a firmer tendency, since producers figure the 
coal to be more profitable than coke at recent prices. 


primary materials. Higher prices are 
noted in brass goods and in belt rivets 
and burrs. 


SPORTING GOODS.—Initial orders 
from retailers in sporting clothing are 
reported to be good. Steady move- 
ment against spring orders for loaded 
shells and shotguns is noted. 


WINDOW GLASS.—American Win- 
dow Glass Co. has announced new 
prices showing a reduction of about 
12% per cent; with the new prices 
guaranteed against decline until Dec. 1. 


WIRE PRODUCTS.—Jobbers here now 
are quoting nails at $3.15 to $3.20, base, 
per keg, a drop of 5 cents per keg and 
reflecting a like decline in mill prices. 
No change is noted in hog and cattle 
wire, nor in woven wire fence, but the 
market is down 5 cents per 100 lb. on 
galvanized wire. 


Jobbers quote retail 
stocks as follows: 


Wire nails, $3.15 to $3.20 base, per 
keg; galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.10 per 100 lb.; No. 9 galvanized 
fence wire, $3.50 per 100 Ib.; Woven 
wire fence, 7 bar, 26 in., No. 11 gage, 
$27.12 per 100 rods; same size, all 
No. 9 gage, $36.14. 


trade from 


Cleveland Business Fair—Futures Slow— 


Builders’ Hdwe. Active—Sash Cord Up 


(Cleveland office of HARDWARE AGE) 


USINESS in the hardware trade continues fair for 
B this season of the year and the volume is about the 
same as during the few previous weeks. 
the traveling salesmen of jobbing houses are on their 
vacations and consequently there has been an increase in 
Sentiment in the trade is good and jobbers 
look for a very satisfactory volume of business when fall 
buying gets under way. The outlook in the farming dis- 


mail orders. 


AUTO ACCESSORIES AND TIRES.— 
The demand for tires and tubes con- 
tinues heavy with no change in prices. 
Retailers generally report good sales. 
Accessories are moving fairly well. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. l, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100. all sizes: 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 4 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Jobbers have booked a fair 
volume of early orders but it is now 
between seasons and sales are rather 
light. 

Jobbers quote f.o.b. Cleveland as 


follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 


died, $14.50 per doz; double bitted, 


Many of 


volume. 


handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—The demand is 
holding up well for this season of the 
year and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Standard, first quality binder 
twine, $5.87% per bale. White sisal, 
first quality binder twine, $5.87% 
per bale. Second grade, $5.62% per 
bale. 


BOLTS AND NUTS.—These are in fair 
demand. Manufacturers’ prices have 
stiffened up somewhat but jobbers’ 
prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
60 and 10 per cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list; carriage bolts, large and 
small, cut threads, 60 and 2% per 
cent off list; stove bolts, 80 per cent 
off list; hot pressed nuts, $4 off list. 


BUILDERS’ HARDWARE.—Business 


tricts continues to show an improvement. 

The buying season for certain lines of summer seasonal 
goods is about over but jobbers are taking a fair volume 
of business in winter merchandise and some retailers are 
already buying lawn mowers and other lines for spring 
delivery. Builders’ hardware continues to move in good 
Prices are firm on most lines and few changes 
are reported, the most important being an advance of 4c. 
a pound on sash cord. Collections are fair. 


in builders’ hardware is fairly heavy. 
Jobbers have good stocks and prices are 
firm. 


COASTER WAGONS.—These continue 
to move fairly well. Stocks are good 
and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels: size 12 x 28, $5.50; size 
14 x 32, $6.48: size 14 x 34, $7.03; 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in., roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75; x 
38, 10-in., disc wheels, $7.15; size 18 x 
40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
321%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 


(Continued on page 78) 
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Living Rooms 


AiR-Way equipped 
living rooms may be 
thrown wide open to 
the cooling breeze 
whenever the ther- 
mometer begins to 
climb. 
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Bed Rooms 


The AiR-Way equip- 
ped bedroom is a 
warm, sunshiny nook 
by day and an airy 
sleeping porch at night. 
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Dining Rooms 


AiR-Way equipped 
dining rooms afford 
all the comfort of out- 
door dining while re- 
taining the convene 
iences of the indoor 
dining room. 
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Kitchens 


AiR-Way equipped 
windows enable the 
housewife to quickly 
convert her hot, stuffy 
kitchen into a pleas- 
ant, breezy porch, 
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Sun Rooms 


Plenty of fresh air or 
absolute protection 
against the weather 
combine to make AiR- 
Way the most perfect 
enclosure for sun 
rooms and sleeping 
porches. 


More Light—More Air— 


for every room in the house 


“In the support of life and the preservation of health,” 
says Chicago’s Commissioner of Health, “the importance 
of sunshine and fresh air cannot be overestimated.” 
Because it floods the entire home with sunshine and 
fresh air, AtzR-Way Multifold Window Hardware has 
been endorsed by health authorities, architects, builders 


and home owners from sea to sea. 





AiR-Way equipped windows slide and fold inside, leav- 
ing an unobstructed opening the full width and depth 
of the frame. They openat a touch, without interference 
from either screens or draperies, and are absolutely 
weather-tight and rattle-proof when closed. AsR-Way 
windows may be partially opened, for ventilation, at any 


point desired. 


Write today for Catalog A-4, which explains how easily 
AiR-Way windows can be installed in new homes or 
used to replace old-fashioned double-hung windows. 
You will find it very profitable to stock and push this 
widely and favorably-known window hardware. 


Also makers of “Slidetite”—the original sliding-folding garage door hardware 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 


St. Louis Winnipeg 








A Hanever 


forany Door that Slides 


AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOX CANADIAN CO., LTD. 


LONDON, ONT. 





Montreal 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 


Seattle 
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Demand for Staples’ 


Active—F utures 


Slow 


Sales so far this month are ahead 
of August last year, according to New 
York jobbers. Most of the demands at 
present are for staples, particularly 
household goods, tools of all kinds, 
shelf hardware, and especially screws, 
bolts and builders’ hardware. Shovels 
are also listed as active. 

According to jobbers, retailers seem 
to get a run on certain lines and place 
large orders. This has a tendency to 
reduce jobbers’ stocks to a low point, 
and when jobbers reorder, they say, it 
is now taking one to three weeks longer 
to get deliveries from manufacturers 
than it did a month or two ago. 

Most of these large orders are con- 
fined to repair and construction sup- 
plies and material. On the whole, how- 
ever, jobbers’ stocks are not large, al- 
though they are said to be adequate. 
Futures are somewhat better, it is said, 
and one of the reasons for this is that 
jobbers’ salesmen are making more of 
an effort to book them. 

Collections are said to be fair and 
in most cases on a par with last year. 
It is perhaps significant that they are 
considerably better than they were a 
month ago. 











One condition that is causing jobbers | 


some perplexity is that some sections 
are doing good business while others 
adjacent to them are slow. This con- 
dition is referred to as one of the pe- 
culiarities of metropolitan business. 





Demand for Cider 
Presses Growing 


Stronger demands are reported by 
New York jobbers for cider presses. 


Stocks are fair, prices firm, and de- | 


liveries reasonably satisfactory. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Cider presses (Boss), No. 1, $6.25 


each; No. 2, $7 each; No. 2%, $9.50 
each: No. 3, $12 each: No. 4, $15.50 
each. All of these have either wood 
or iron bars. Presses with hinged 
tubs add $1.50. 

Cider crushers, $6.25. 

Fruit presses, 2 @qt., 
4 qt., $4.85 each; 6 at., 
12 qt., $9 each. 


$2.98 each; 
$6.50 each; 





Screws More Active 


Jobbers report stronger and more 
persistent demands for screws of all 
kinds. There are rumors in the trade 
that there are likely to be higher 
prices, but no confirmation of this seems 
to be obtainable. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Screws. flat head, steel machine 


screws, 70-10 per cent. 
Round head steel machine screws, 
70-10 per cent. 
Flat head brass machine screws, 
65-10 per cent. 
Round head brass machine screws, 
65-10 per cent. 
Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 
Galvanized. iron, 60-20-5-5 per cent. 
Flat head brass, 70-20-5-5 per cent. 
Round head blued, 72%-20-5-5 per 
cent. 
Round head nickel plated, 62%-20- 
5-5 per cent. 
Round head brass, 67%4-20-5-5 per 
cent. 
Prices vary in different sections of 


the city. 
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Price Changes 


Trimo wrenches were advanced 
in the local market approximately 
5 per cent. This advance is ef- 
fective Aug. 23. 

Some jobbers in the local mar- 
ket are now quoting cut nails 
$4.25, base, per keg. 

Solder advanced again during 
the past week in New York. Bar 
solder was marked up 2 cents a 
pound and strip solder was ad- 
vanced 1 cent a pound. 

Some of the local jobbers are 
now quoting stove bolts, both flat 
and round, at 80 per cent off list. 

Some types of weather strip 
were advanced 10 per cent. 











Weakness in Nail Market 


Weakness continues in the nail mar- 
ket. Some jobbers have reduced cut 
nails 10 cents a keg. This is not a gen- 
eral market change, but reflects a weak 


tendency. Demands are small but con- 
sistent. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Nails.—Wire nails, $3.75 base per 
ker 


Cut nails, $4.35 base per keg. 
Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 12, plain, $5.20 
perv 100 lb.; galvanized, $8.20 per 100. 
American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 





Good Demand Continues 
for Batteries 


Continued orders are being received 


by local jobbers for batteries. Prices 
are firm and stocks fair. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


Batteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. each: 
No. 5 each; No. 768, $1.33 
each; No. 764, $1.22 each; No. 766, 
$1.40 each; No. 767, $2.62 each. 





Bottle Cappers Steady 


Good demands are reported for bottle 
cappers and jar rubbers. Stocks are 
moderate and prices steady. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
each; Rimeco bottle capper, $1.46 

Eveready metal base, No. 3 &8c. 
each; Crown bottle cap, 5-Ilb. bag, 
$1.10 per bag. 

Jar rubbers are being quoted in the 
local market at 80c. per gross in 12 
gross lots, and 85c. per gross for less 
than 12 gross lots. 





Demand for Pails Better 


Better demands are reported for gal- 
vanized pails at firm prices. Jobbers’ 
stocks are said to be in good condition. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 24%c. each; 
14-qt., 27%c. each; 16-qt., 33%c. each. 





Interest in Cleaners Slight 


Small interest in sidewalk cleaners is 
reported. All winter futures are some- 
what slow. Jobbers’ stocks are said to 


be well balanced. 
Reading matter continued on page 76 
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| Belief That Higher 


Prices Are Likely 
Still Persists 


Demands in the New York wholesale 
market are somewhat better than they 
were. A few price changes were made 
during the week by local jobbers, but 
the general price structure in this mar- 
ket is firm. In spite of this fact there 
are several close observers of market 
tendencies who believe that higher 
prices are likely this fall. 

Their reasons for this are that manu- 
facturers have no surplus stocks, and 
that they are working only on specifie 
orders that have been booked. The fact 
that retailers, and jobbers as well, have 
not anticipated their fall and winter re- 
quirements to the extent that is usual 
at this time of the year, lends plausi- 
bility to the belief that if there is a 
strong demand this fall and winter, fac- 
tories will not be able to meet it as 
quickly as ordinarily and the result will 
be, in the opinion of some observers, 
that there will be a temporary duplica- 
tion of orders. A demand in excess of 
the supply, it is pointed out, even 
though it is only temporary, would have 
a tendency to raise the price level, 
which, in its turn, would again increase 
the number of orders. 

To what extent this condition is likely 
to develop is, of course, problematical. 
There are few indications of any weak- 
ening price movement. Some advances 
seem likely, and the fact that few re- 
tailers in this section have placed any 
large advance orders seems to lend color 
to the assumption that demands, later 
in the season, will be materially 
stronger than they are at present. 

There are, however, no outstanding 
shortages in the market except a cer- 
ta'n make of hand saws, which some 
jobbers refer to as a more or less 
chronic condition. 





Sash Cord Firm 


Interest in sash cord continues to be 
fitful. Prices are firm and stocks slight. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Phenix is being quoted at 52c. and 
5ic. per Ib. and Etna 45c. and 44c. 
per Ib. Prices vary in different parts 
of the city, according to different. 
brands. 





Butts in Continued Demand 


Demands for butts and garage hard- 
ware continue in fairly large volume. 
Prices are firm and stocks are said to 


be fair. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


Butts.—3 x 8% case lots, 24%4c. 
per pair; in less than case lots, 26%c. 
per pair. 

Garage Sets.—(Stanley, 1776J). Lots 
of 6, $2.95 per set. In lots of less 
than 6, $3.10 per set. 

Garage Holders.—(1774J), $2. 





Rake Interest Mild 


Although interest in rakes is mild, 
there is a certain amount of interest 
being shown this line at firm prices. 

Jobbers’ quotations to _ retailers, 


f.o.b. New York: 
Wooden Rakes.—Wooden hay rakes, 


12 teeth, two bows, | 40c. each; same 
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The Hoover 


doesn’t compete 
with its dealers. 
Its only stores are 
its dealers’ stores. 
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with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
eacn. 

Ladies’ Lawn Rake.— Two wood 
bows, 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

~~ epeeees Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5\%-ft. ash handle, 12 teeth, 77c. each; 
14 ft., Sle. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each; 14 
teeth, 36c. each; 16 teeth, 40c. each. 


Bolts Are Active 


Bolts are particularly active in the | 


local market. Prices are firm and 
rumors still persist that there is a like- 
lihood of advances in the near future. 
Stocks are said to be balanced. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 


Bolts. — Common _ carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent, 


Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75-10-35 per cent; both 

flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 per 
cent, 

Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and _ tin, 
60-10 per cent. 

(‘ap screws, 80 per cent. 


Solder Up Again 


An advance of 2 cents a pound was 


made during the past week on bar | 


solder, and of 1 cent on strip solder. 


Demands are good and stock ample. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 
Bar solder, 37c. per Ib. Strip solder, 
42c. per Ib. Kester solder, acid or 


rosin core, 6lc. per Ib. 


Buck Saws Moving 


Buck saws are being moved in small | 


quantities to suburban and rural dis- 
tricts. Stocks are reported adequate 
and prices firm. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Buck Saws.—30 in blades, No. 50, 
80c. each; No. 40, $1.20 each: No. 45, 
$1.28 each. 
Saw bucks are being quoted at 5ie. 
each. 


Winter Quotes 


Ames long-handle snow shovels are 


being quoted locally at 82c. each. Sled | 


backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Slight Demands for Stove 
Goods Reported 


More interest was reported during | 


the past week for stove goods. Prices 
are firm, stocks ample. 
Jobbers’ quotations to. retailers, 
f.o.b. New York 
Dampers, 4™% in., 10c. each; 5 in., 


in the local market. 
since the reduction of 10 per cent last | 
week | 
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10c. each; 5% in., lle. each; 6 in., 12c. 
each; 7 in., 18c. each. 

Stove pipe elbows, 4% in., 13e. 
each; 5 in., 14c. each; 512 in., 16%ec. 
each; 6 in., 18c. each. 

Stove lifters, 1 in., 6c. each; 2 in., 

Stove pipe collars, 4 in., 3c. each; 


4%, in., 4c. each; 5 in., 41. each; 
5% in., 5c. oath: 6 in., big. each. 


Interest in Latches 


Latches are attracting some interest 
Prices are holding 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Yale latches, No. 042, $1.56 each; 
No. 043, $1.56. each; No. 44, $2.81 
each; No. 45, $2.50 each; No. 46, $2.50 
each. Dead locks, $1.87 each. No. 
750 Huber latches are being quoted 
at $1.29 each. 








Editor, HARDWARE AGE, 
New York, N. Y. 

In renewing my subscription 
to HARDWARE AGE, I want to 
express my satisfaction with 
“what I get for my money.” 
The shelf hardware is a small 
part of my business, as I handle 
farm machinery mostly. 

When the magazine arrives 
I “listen” to Mr. Norvell’s tales 
then turn to the Pittsburgh 
market report, and next to Mr. 
Crounse’s letter from Washing- 
ton. 

The Pittsburgh market gov- 
erns all others and by noting 
the trend at that point one can 
tell about what the others will 
be. Mr. Norvell’s articles are 
the shrewd observations of an 
able man who tells his story 
entertaining ly, and Mr. 
Crounse’s letters give the con- 
clusions of a keen observer, 
quite worth one’s while. 

Yours, 
(Signed) THos. W. GAaw’ 
Liberal Kan. 








past week. 
stocks are light. 


Weather Strip Up 10 Per Cent 


An advance of 10 per cent on wood 
and rubber weather strip was made by 
some of the local jobbers during the 
Demands are fair and 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Weather Strip.—Double edge, 60- 
10 per cent: Special, extra quality, 
40-10 per cent; Flexible, all rubber, 
60-5 per cent. 


Hose Still Sells 


There is still a fairly good demand 
for rubber garden hose and accessories 
at firm prices. 

Jobbers’ quotations to. retailers, 


f.o.b. New York: 
Molded hose, lle. per ft. for 25- 


lengths and 10%c. for 50-ft. lengths. 


Garden Hose.—4-ply, &8%c. per ft.; 
5-ply, 9%ec. per ft.; 6-ply, lle. per ft. 
Good Luck brand, lle. per ft. Milo 
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bi sand, 12% as. per ft. Bull Dog brand, 
%c. per ft. 

"Nozzles. —53c. each; less 5 per cent 
for boxes. 

Couplings.—Brass, %, *% and %-in., 
l0%ec. each. 

Hose Clamps.—Galvanized, %, ™ 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 re spectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
by and % -in., Tie. each. 

Hose Reels—M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 
each. Victor, $2.05 each. 


Crab Traps Still Move 


Crab traps continue to attract buyers, 
although the demand has _ slackened 


- somewhat. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Crab traps, 60c. each. Nets, wood 
handle, 35c. each. 


Tree Stands Attract Slight 
Interest 


Interest in Christmas tree stands is 
limited to inquiries, but local jobbers 
say that they have already received a 
number of advance orders for late fall 


_ shipment. 





Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Tree Stands (Crown).—No. 2, 66c, 
each; No. 3, $1.10 each. Gem, 35c. 
each. 


Scoop Demand Better 


Local jobbers reported a _ stronger 


buying movement for furnace scoops. 
Prices are firm and stocks are appar- 
ently in good shape. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

No. 2, steel ‘‘D’” handle, $5.50 per 
doz.; No. 2, wood “D” handle, $7.25 
per doz.; long handled = furnace 
scoops, $5 per doz.; Ideal ‘‘D’’ wood 
and long handle, $10 per doz. 


Wire Goods Dull 


Pick-up interest only is reported for 
wire. Stocks are small and prices firm. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95ce. 

Wire.—Annealed Lime Wire, 12-lb. 
stone, plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 

. a ae tee wire, No. 16, $1.08; No. 

$1.2 No. 19, $1.35. 

“tice vet steel wire, 100-lb. bun- 
les, No. 4, $5.75; No. 6, $5.75; No. &, 
$5.7 ia: No. 10, $6: No. 12, $6.35; No. 14, 
$6.65. 10-lb. bundles, No. 6, £4 50: No. 
8. $7.bd; No. 10, $7.80; No. , $8. 10; 
No. 14, $8.3 

Staples. — ‘Tt Youltry netting staples, 
%-in., 1-lb. package, 10¢c. per Ib.; 
10-lb. box, 9c. per Ib.; 100 Ib. keg, 
1c. per Ib. 

tarbed wire staples, 1%4-in., 25-I). 
to the box, $7.50 per 100; 100-lb. keg, 
$6.75. Barbed wire staples, 1%-in., 
25 lb. to the box, $7.50 per 100; 100- 
lb. keg, $6.75. 

Ribbon wire staples, 1%4-in., $6.75 
per keg. 

Poultry Netting.—From New York 
stocks, 45 per cent; f.o.b. Pittsburgh, 
fh-b per cent. 

Wire Cloth. — Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 per 
190 sq. ft. 

Galvanized wire cloth, 12-mesh, 
2.75 per 100 sq. ft.; 14- mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 per 
100 sq. ft. 

Wire cloth, galvaniged square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5. 25 per 100 sq. ft.; 
y%-in. mesh, $5.50 per 100 sq. ft. 
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The “MARCUS” 
NOZZLE 


Large sized—4™% inches long 
and weighs 74 cunces. 
Adjustable from solid 
stream to fine spray and 
positive shut-off. Made of 
best grade of cast brass and 
highly polished. 


In cartons by the dozen. 


CORRUGATED HOSE COUPLINGS 


Made extra heavy from highest quality 
Machine- 
broad knurls to make for easy handling. 


brass sheets. 


THE “ACORN” NOZZLE 


A most desirable nozzle 
a strong, solid stream. 


running gears—knocks off the mud in a hurry—also fine 


for cleaning walks. 


A good strong nozzle w 


pressure use—and sold at a low price. One dozen to the 


box—6 doz. to carton. 


MARCUS 








A NEW LINE FROM 


AN OLD HOUSE— 


The “Marcus” Line 
of Garden Hose Specialties 


The Marcus Iron Works was established in 1894—and has enjoyed an enviable 


reputation during all the years since then. 


Recently it was determined to add to our production—with the result that we now 
announce the “MARCUS” line of highest class garden hose specialties—as pic- 


tured on this page. 


QUALITY has always been associated with the MARCUS name—and in this line 
of garden hose specialties we have made the QUALITY such an outstanding fea- 
ture that the superiority of the line is instantly appreciated when you see a 


MARCUS product. 


who are interested 


As the best means of actually presenting our line to those 


WE INVITE ALL JOBBERS TO WRITE 
FOR SAMPLES OF OUR LINE 
(and jobbers’ price list) 

















THE “MARCUS” SPRINKLER 


It has four rows of clean-cut holes— 
insuring a well distributed spray. Top 
is Of heavy sheet brass with either 
extra- heavy brass or galvanized 
bottom. Machine cut threads. 


&3< inches in diameter and 154 inches high. 
Highly polished and lacquered. Packed in 
individual cartons and guaranteed free from 
leaks. 





cut threads and 








Highly finished to bring 
out the brass lustre—and 
can be supplied in nickel 
finish if desired. Packed 
one dozen to a box. 











where it is desired to throw only 
Ideal for washing automobile 


ith machine-cut threads for high 














IRON WORKS 


Peoria, Illinois 
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wheels, steel tires, $4.50 to $4.15, 
cording to quantity each. 
Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 
American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz. ; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
3.65 each. American Coaster, roller 
earing wood wheels, steel tires, No. 
41, $5.40 each: No. $6.40 each. 
National Flyer Coaster, roller bear- 
ing double A wheels, No. 51, $5.70 
each; No. 53, $6.90 each. 
p wat Be Tg Brand, No. 11R, $8.70; 
No. 12R, $7.95; No. 13R, $7.20 each. 


FREEZERS.—Although the season is 
pretty well over jobbers are still get- 
ting quite a few orders. 


Jobbers quote f.o.b. Cleveland: 

White Mountain Freezers, triple 
action type, l1-qt. size, $2. 40 each; 
2-qt. size, $2.80 each; 3- ‘at. size, $3. 3h 
each; 4- -qt. size, $4. 10 each; 6- -at. size, 
$5.20 each; 8-qt. size, $6. 75 each. 

Lightning Freezers, double action 
type, 1-qt. size, $2 each; 2-qt. size, 
$2.50 each: 3- -qt. size, $2.85 each; 
each; 8-qt. size, $5.60 


ac- 


6-qt. size, $4. 25 
each. 


Auto Vacuum Freezers, 2-qt. size, 
$6 each; 3-qt. size, $8 each; 4-qt. size, 
$10 each. These are list prices sub- 
ject to a discount of 33% per cent. 
Blizzard Freezers, Single action 
type, l-qt. size, $1.85 each; -qt. 
size, $2.20 each; 3-qt. size, $2.60 
each; 4-qt. size, $3.20 each; 6-qt. 
size, $4 each. 

Polar Freezers, all 
size, $12 per doz. 


GARDEN HOSE.—Very little hose is 
moving at present. Owing to the un- 
usual amount of rain this year sales 
have been below normal and some of 
the jobbers will carry over very large 

stocks. 
Jobbers quote f.o.b. Cleveland: 
First quality garden hose, per 

as follows: 
%-in. %-in. “%-in. 


9. 10c. 
10¢. lle. 


Nozzies.—Boston, $6.50 to $6.75 per 
doz.; Gem, $5.75 to $6 per doz. 


GLASS BAKING WARE.—A fair de- 
mand has sprung up for glass baking 
ware for both immediate and future de- 
livery and jobbers are looking for a 
heavy volume of fall sales. 


GRASS CATCHERS.—One manufac- 
turer has announced that the prices that 
have prevailed this year will remain in 
effect for next season. While other 
makers have not yet named prices, job- 
bers have commenced to take orders on 
these lines at this year’s prices. 


GUNS AND AMMUNITION.—A good 
demand for guns and shells has sprung 
up for early fall shipment. Early buy- 
ing was light and retailers who have 
been holding off are now placing orders. 
There is also a good demand for hunt- 
ing clothing. 

HANDLES (Agricultural and Tool).— 
Sales are rather slow with prices un- 
changed and stocks ample. 

Jobbers quote f.o.b. Cleveland: 

Axe toe et 1 hickory, $4.25 
per doz.; No. $2.90 per doz.; finest 
selected RB ‘hickory, $6 per doz. : 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, 4% ft., $4.50; 5 
ft., $5.50 per doz.; XX, 4% ft., $3.80 


metal, 1-«t. 


foot 
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per doz. ; X, 4% ft., $2.40 per doz.; 
in: 2 Aes $4. 65 per doz.; X, & ft., 
$2. _ per doz. 

» Fork vw we hee chucked 
and. ored, 4% ft., $7.50 per doz.; 5 
ft. $8.50 per doz.; X, bent, 4% ft., 
$4. 30° per doz; X, ‘bent, 4% ft., $2. 90 
per doz.; XxX, bent, 5 ft., $5. 25 per 
doz.; X, ‘bent, 5 ft., $3.30 per doz. 

Manure Fork Handles. —Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz.; 
XX, bent, 4 ft., $4 eg doz.; 4% ft., 
$4.30 per doz.; X, bent, 4 ft., $2.50 per 
doz.; 4% ft., $2.90 per doz. 

Garder Hoe Handies.—XxX, 4% ft., 
— per doz.; X, 4% ft., $2.40 per 
aozZ. 

Garden Rake Handies.—XxX, 6 ft., 
— per doz.; X, 5% ft., $3.25 per 
doz. 

Shovel Handies.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, best grade, 
7.95 per doz.; X grade, $6.25 per doz. 

Spade WHandies.—D handles, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


ICE SKATES.—Sales 
fair for fall delivery. 
Jobbers quote f.o.b. 
Union Hardware Co., _ polished 
screw clamp, No. 1624, 80c. each; 
same, nickel plated, No. 1624%, $1. 10 
each; hockey, screw clamp, No. 524%, 
$1.20 each; same, nickel plated, No. 
424l4, $1.60; ladies’ hockey skates in 
+“ aalanaaatae grades, $1.45 and $1.85 
each. 


LAWN MOWERS.—tThe Pennsylvania 
Lawn Mower Works has announced a 
price reduction of from 5 to 7% per 
cent. Jobbers are booking a fair vol- 
ume of orders for spring delivery. 


NAILS AND WIRE.—The demand for 
nails continues fairly active. Jobbers’ 
regular prices are being maintained. 


Jobbers quote as follows, Cleve- 
land: 
Nails, 
shipments, 


have become 


Cleveland: 


less than carload lots, stock 
$3.40 per keg; No. 9 gal- 
vanized wire, $3.75 per 100 Ib.; No. 9 
annealed wire, $3.30 per 100 Ilb.; and 
cement coated nails, $2.85 per 100 Ib.; 
polished fence staples, $3.85 per 100 
lb.; galvanized fence staples, $4.30 
per 100 lb. Miscellaneous nails, 70 
per cent off list. Cut nails, $3.50 
per keg 
a Wire brads, 70 and 10 per cent off 
Barbed wire, 100 Ib. spools, galv., 
$4.30; Lyman 4 point cattle wire, 80- 
rod spools, $3.64; same, hog wire, 
$3.92. American special, hog wire, 
$2.73. Prices on barbed wire are 
base, stock shipments. 


OVENS.—These are quiet and prices 
are unchanged. 

Cleveland jobbers quote: 
Security ovens, No. 40, $3.35; No. 


PAINTS AND OILS.—Linseed oil has 
advanced 2 cents more a gallon and the 
feeling is expressed that it is not likely 
to go higher. The demand for mixed 
paints and various painters’ supplies is 
fair. 


Jobbers quote f.o.b. 

Turpentine, in bbls., - 08% ; 
than bbls., $1.18% per ga 

Linseed oil in SDE "$1. 16; less 
than bblis., $1.26. Boiled, 2c. extra 
per gal. Denatured alcohol, 66c. per 
gal., in wood bbls. 

English Venetian red, in bbls., 3%c. 
ner lIb.; in 100-lb. kegs, 4%c. per 
Ib. 

White lead, in 100-lb. kegs, 14%c. 
per Ib.: in 50-lb. and 25-lb. kegs, 
14%c. per Ib.; in 12%-lb. kegs, 15c. 
per Ib.; in 500-lb. lots 10 per cent 
discount; other prices are net. 


POULTRY NETTING.—tThis is quiet 
and not much more business is expected 
this season. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


ROLLER SKATES.—The buying sea- 


Cleveland: 
less 
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son is pretty well over and sales are 
light. 


Jobbers quote f.o.b. Cleveland: 

Roller skates, children’s model, 
Union No. 4, $1.55; men’s model, 
Union No. 5, $1.55. Ladies’ model, 
Union No. 6, $1.65. All prices are 
per pair. 

Sidewalk skates, 78c. per pair. 


SASH CORD.—A price advance of 4c. 
per pound has been made on sash cord 
and seine twine. 


' ~* aa quote as follows, Cleve- 
an 
Sash cord, No. 8 and larger, Sam- 
son, 88c. per Ib.; Silver Lake, 88c. 
per lb.; Forest City, 55e. per Ib.; 
Yale, 51c. per lb.; Aetna, 45c. per Ib.; 
ane twine No. 12 in hanks, 64 to 
; 2-ounce ball, 66c. to 69c.; 1-Ilb., 


bali: 62c. to 65c. 


STEEL SHEETS.—Prices have been 
reduced to $2 a ton by a Cleveland dis- 
tributor. 


Cleveland jobbers quote No. 28 
galvanized sheets, 5.45c. to 5.55¢e. No. 
28 black sheets, 4.35c. 


STOVE PIPE AND ELBOWS.—Job- 
bers have booked a fairly heavy volume 
of future business in stove pipe and el- 
bows and orders are still quite plentiful. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4: 
7 in., $4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1. < : in., $1.25; 5 in., 
$1.40; 6 in., $1. 55; 7 in., $2. 10, all per 
doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Regge boards, wood lined, oblong 

hape, 20 x 30 in., $1 per doz.; 24 x 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., $6.65 per doz. is 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 po 
doz.; 20 x 30 in., $8. 30 per _ 24 
36 in., $10 per doz.; 26 x 30 in., "$10. 50 
per doz.; 28 x 30 in., $10.75 per doz. 


WINDOW GLASS.—The demand has 
quieted down somewhat but heavy sales 
are expected next month. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 

Window glass all brackets single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights 
AA paper wrapped, 85 per cent oft 


list. 

Putty, pure, in 12%-Ib. lots, $6.75 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%4-lIb. lots, $4.75 
per cwt.; in 25-lb lots, $4.25 per cwt.; 
in 100-Ib. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WRENCHES.—A 10 per cent price ad- 
vance on Trimo pipe wrenches has been 
announced and will become effective 
Aug. 21. Jobbers have changed their 
discount to 65 and 10 per cent. 


Jobbers quote, f.o.b. Cleveland: 
Trimo takes discount of 65 and 10 
per cent. Coes take discount of 40 
and 10 per cent. 
Snap-On wrenches  (f.o.b. Pitts- 
radio and electrical 


tag No. 50, 

Pg No. 101, master service set, 
No. 202, heavy duty set, $8.80; 
Ford master service set, 
4.85: No. 404, flexible socket set, 
: No. 505B, screw driver blades, 
No. 900 set, square socket, 
All Snap-On wrenches less 40 

per cent f.o.b. Pittsburgh. 








August 21, 1924 






All 
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Cut Down What Your Customers 
Owe You with This Simple System 





Special Uses of Sure-Trip 
for the Hardware Dealer 


1. Statement System 

2. Delivery Receipts 

3. Requisition on Warehouse 

4. Perpetual Inventory 

5. Combination of several of 
these uses 











These Men and _ These 
Products Can Help You 


Designing forms printed to 
order is a specialty of our 
representatives, over 70% of 
whom have devoted their en- 
tire time to this work for 
more than 10 years—several 
for more than 30 years. Use 
our experience to help you 
apply our broad lines to your 
business. 


“If It’s Used with Car- 
bon Paper, We Make It.’’ 
Sales Books of all descriptions 


Autographic Registers using 
rolis or flat packet forms 


Continuous Interfolded forms 
for billing machines. 
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JONES & SONS 


MAIN STRaaT 





























Many hardware dealers are using a 
system that cuts down outstanding ac- 
counts and at the same time is simpler 
and easier to work. It is with the 
Sure-Trip Sales Book—those sales 
books that have three slips fastened 
together so they cannot become scat- 
tered. 


This is how the system works. When 
a sale is made the clerk writes it on a 
Sure-Trip Book. One slip is given to 
the customer and the other two, still 
fastened together, go to the customer's 
file. On statement day one copy is 
sent to the customer with a simple list 

















showing only dates and totals. The 
list may be run on an adding machine 
or hand written. Nothing could be 
easier and nothing more sure. 


This system gets the bill into the customer’s 
hands on the very first day of the month 
and prompt bills always bring prompt pay- 
ments. Then again there are no disputes 
because slips which accompany the bill are 
exact duplicates of the slips the customer 
received at the time of purchase. 


This is only one of the ways hardware deal- 
ers can use Sure-Trip Books and the other 
products of this company. A few of the 
uses of these particular books are listed at 
the right.” There are many others. Send 
the coupon or call our local office for our 
booklet on the Sure-Trip and how it is used. 


American Sales Book Company, L4., Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co. 
Emeryville, Cal. 








Los An 
Cal. 


In Canada 
F. N. Burt Company, Ld. 


Toronto, Can. 


Pacific Manifolding Book Co, 


Pacific Coast Sales Book Co. 


Los Angeles, Cal. o 
Ack 
ane 
Oo 
o <a 
<"EV 
- a\cs 


- now 


Mail to our 
nearest plant 


American Sales Book Company, Ld, 


on™ Elmira, N. Y. 


F. N. Burt Company, Ld. 
Toronto, Canada 
Pacific Coast Sales Book Co. 





Emeryville, Cal. Los Angeles, Cal. 


__} Send me your new Sure-Trip booklet and time and money- 
saving forms. 
y Tell me how Sure- Trip books can be applied to my 












. “1p ik , 
lb bs | business. 
i tes ' Iimira,N.V 
Makers of autographic . 924— i 
registers since 1893. rig- . : N 
inators of the sales book industry in 1884. Pioneers in the manufacture of ame Dept. 7258. 


books, machines and forms using carbon paper. sae een eee ese ase ase eS eS eee eee eee ee oe 
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New Catalogue 
of Cold-Drawn 


HOLLOW SCREWS 


—awaiting word from our friends 
in the trade who may not have 
gotten a copy—or copies enough! 


The book catalogues not only the 
product, but points of interest in 
the manufacture and use both of 
hollow set screws and_ socket 
wrench sets. 


It carries convenient charts of the 
styles, sizes and prices of the cold- 
drawn screws—besides the Allen 
wrenches with the cold-drawn 
sockets. 


To you who are Dealers in Allen 
products, the book has a well- 
known value for its salable con- 
tents. And to you who say, 
“We're not handling ALLENs but 
we'll consider them,’ the book 
will be sent with very many thanks 
for your consideration. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
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tage in concentrating the attention of the manufac- 
turers upon this issue. Many of them frankly stated 
they did not know how their goods were described and 
priced in these catalogs. A number of manufacturers 
immediately inaugurated reforms, resulting in ad- 
vanced prices in catalogs that were issued later.” 
“Following correspondence from Messrs. Hibbard, 
Spencer, Bartlett & Company, Mr. Kirk, Mr. Corey 
and Mr. Norvell met representatives of this house at 
the Auditorium Hotel in Chicago and the entire ques- 
tion was fully discussed, Mr. Bartlett (deceased) giv- 
ing the result of their correspondence with the manu- 
facturers and supplying the Committee with a list of 
manufacturers who had agreed with them not to sell 
Catalog Houses, another list of those who agreed to 
control the selling prices of mail order houses and a 
third list of those manufacturers who were non-com- 
mittal. Mr. Dudley, Mr. Fernley and Mr. Norvell sup- 














S. R. Miles 


plied other lists of names and Mr. Corey supplied a 
list from the retail trade.” 

Before the inauguration of this movement a number 
of jobbers themselves were selling goods to mail order 
houses. There was so much agitation all over the 
country on this subject and so much PUBLICITY that 
these jobbers were soon scurrying to cover and it was 
not long before, all over the United States, jobbing 
houses blossomed out with the following sentence 
printed prominently on their letterheads—“We do not 
sell catalog houses.” , 

On November 10, 11 and 12, 1904, the Committee 
met at The Fifth Avenue Hotel in New York and ses- 
sions were held that lasted day and night. Manufac- 
turers took this occasion to discuss with the Commit- 
tee all the various phases of this problem. 


(Continued on page S81) 








August 21, 1924 


Forty Years of Hardware 


(Continued from page 80) 





The problem that came up immediately before the 
Committee as a result of these discussions was whether 
it was better in the eyes of the wholesale and retail 
trade of the country for manufacturers not to sell 
these mail order houses or whether it would be better 
for them simply to continue selling them but to make 
an effort to control the selling prices of the mail order 
houses. After a great deal of discussion on this point, 
it was decided by resolution at the 1904 meeting of 
The National Hardware Association that the only 
practical plan was for the manufacturers to discon- 
tinue selling goods to these mail order houses. It was 














S.A. Bigelow 


not believed that an attempt to control the prices would 
work out in a satisfactory manner. 

We have made numerous quotations above from the 
report of the Committee of 1904. The following quo- 
tation is significant: 

“The success of this movement will demonstrate the 
value of associated efforts, not only among jobbers in 
the same line of business, but also in a new and pecu- 
liar way of jobbers and retailers for the first time in 
history associated together as a Joint Committee.” 

At this meeting in 1904, a list was read of more than 
six hundred of the leading hardware manufacturers in 
the country who went on record that they did not or 
would not in the future sell catalog houses. This list 
is printed in full in the reports of The National Hard- 
ware Association. It would be an interesting thing to 
check up this list today and see how many goods of 
these manufacturers appear in the pages of the great 
mail order houses. It would also certainly be interest- 
ing today, after twenty years, to check up, not only 
the names of the manufacturers appearing in these 
pages but also to compare the prices at which the 
' goods are being offered to the consumer. The writer, 
who is now retired from the hardware business, and 
who is not connected in any form with any hardware 
interest or any hardware association, wonders if the 
great jobbing association of the country and The Na- 
tional Retail Hardware Association are paying any 
attention in these days to this mail order house com- 
petition. I, of course, know that in a general way the 
business of these mail order houses has grown enor- 


DOT POELEHLET ORL abe “ i 
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HE new Eveready switch 

cannot be turned on by acci- 
dent. You must deliberately push 
the button downward for a flash; 
and you must push the button 
downward and the entire switch- 
bar forward for steady light. 

There is a protecting ring 
around the button, and slightly 
higher. This prevents accidental 
lighting. 

A self-insulated contact-strip, 
exposed only at contact points, 
eliminates entirely the old prob- 
lem of short circuiting and steady 
burning. , 

Mechanically and electrically, 
the new safety-lock switch is un- 
questionably the best ever devel- 
oped. It is one of the many fea- 
tures of the improved Eveready 
line which keeps the first flash- 
light always first! 


Manufactured and guarantecd by 


NATIONAL Carson Co... INe. 


New York San Francisco 
Canadian National Carbon Co., Limited 


Toronto, Ontario 





FLASHLIGHTS 
i’ BATTERIES 


—they last longer 
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No. 2671—Ever- 
cady Focusing S pot- 
light with 200-foot 
range. 


* * 


Eveready Unit Cells 
fit and improve all 
makes of flashlights 
They insure brighter 
light and longer 
battery life. 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 

did cost more would still 
- be more profitable for 

you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 
Rivet and Stud Company 


Brand. 


KHAKI Ts 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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mously. I am wondering how they have grown in their 
hardware departments! 

As the work of the Committee progressed, backed 
up by the almost universal approval of the retail and 
jobbing hardware trade of the country, when new mail 
order catalogs came out, it was curious to see the 
changes in these catalogs. Well known brands of 
manufacturers disappeared and special brands, put out 
and owned by the mail order houses, took their places. 
Cut prices on staple items in many cases vanished. It 
was very evident that this spontaneous movement on 
the part of the entire hardware trade of the country 
was having a powerful effect. Members of The Whole- 
sale and Retail Joint Catalog House Committee at- 
tended conventions, not only of jobbers, but of the 
State retail associations, and made addresses on the 
subject of the work of The Wholesale and Retail Joint 
Catalog House Committee. 

The Chairman of the Committee, as representative 
of The National Hardware Association, attended the 
following retail hardware dealers’ conventions and 
made addresses on this question: 

The Wisconsin Retail Hardware Dealers’ Associa- 
tion, Milwaukee, Wis., February 1, 1905; The Iowa 
Retail Hardware Dealers’ Association, Des Moines, 
Iowa, February 8, 1905; The Kentucky Retail Hard- 
ware Dealers’ Association, Louisville, Ky., February 
14, 1905; The Indiana Retail Hardware Dealers’ Asso- 
ciation, Indianapolis, Ind., February 21, 1905; The 
Ohio Retail Hardware Dealers’ Association, Dayton, 
Ohio, February 28, 1905; The National Retail Hard- 
ware Association, Minneapolis, Minn., March 14, 1905; 
The Southern Hardware Jobbers and American Hard- 
ware Manufacturers’ Associations, Hot Springs, Va., 
June 6, 1905; The Arkansas Retail Hardware Dealers’ 
Association, Little Rock, Ark., June 21, 1905; The 
Oklahoma and Indian Territories Hardware Dealers’ 
Association, Oklahoma City, Okla., July 11, 1905, and 
many other association and special meetings. 

The Wholesale and Retail Hardware Joint Commit- 
tee met in St. Louis, September 25, 1905. All the 
members of the Catalog House Committee were pres- 
ent. At this meeting the office of Vice-Chairman was 
created and Mr. E. M. Bush of Evansville, Ind., Vice- 
President of The National Retail Hardware Associa- 
tion, was elected. It was decided at this St. Louis 
meeting, for educational purposes, at the following 
meeting of The National Hardware Association in 
Washington, D. C., on November 8, 9 and 10, 1905, 
to photograph hardware pages of mail order catalogs 
and throw these photographs upon the screen before 
the convention. Alongside of the photographs of the 
catalog pages were prices in parallel columns, indicat- 
ing what the goods so quoted cost the jobbers and the 
prices at which they were sold by the jobbers to the 
retail merchants. At the convention in Washington, 
this program was carried out and the entire conven- 
tion sat in a darkened room while the pages from these 
mail order catalogs were thrown on the screen by a 
stereopticon. It was only necessary to call attention 
in this manner to the facts. The catalog pages with 
the comparison of prices told the story. Many manu- 
facturers who never before realized what the mail or- 
der houses were doing with their goods saw the light 
(in the darkness!) at this convention. An educational 
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movement was started by The Wholesale and Retail 
Joint Catalog House Committee through salesmen and 
retail merchants as to the best methods: of meeting 
catalog house competition. The trade press all over 
the country helped in the movement by their editorials 
and discussions. The pages of the trade papers were 
crowded with letters from manufacturers, jobbers and 
retail merchants, all expressing their views pro and 
con on the agitation. 

At the end of three years of this intensive work, a 
comparison of the hardware pages of these mail order 
catalogs with their offerings in 1904 depicted a won- 
derful change. 

Then we began to hear humors to the effect that our 
Committee would run up against the Sherman Law. 
It was stated that the Government would bring suit 
against The National Hardware Association (but no 
suit of any kind was ever brought). I must say with 
a smile and a twinkle of the eye that a number of 
hardware jobbers were also of the opinion that some 
of the jobbers on The Wholesale and Retail Joint Cata- 
log House Committee were getting too much valuable 
advertising for themselves and for their houses! 

The undertow was at work. It became more and 
more difficult to get action. 

In the report of the convention of The National 
Hardware Association for the year 1907, I find the 
following: 

“Mr. Norvell:—Mr. Chairman, I have not been able 
to prepare a written report of the Catalog House Com- 
mittee. Now, I find, through some misunderstanding 
on my part, there is another committee known as the 
Mail Order House Committee. I have tried to figure 
out what the Catalog House Committee has done in the 
past year. The truth compels me to say that I do not 
know what the committee has done. If I turn in my 
report it will be a blank sheet of paper. Mr. Fernley 
will know, too, that I have not been in the inner coun- 
cils of the committee this year. I want to say, if per- 
tinent to the subject, that I differed with Mr. Fernley 
—a friendly difference—a year ago in regard to pub- 
lishing a list of manufacturers who sold catalog 
houses. Mr. Fernley went to Philadelphia and con- 
sulted a lawyer and he told him the best thing to do 
was to leave that list alone. I differed with Mr. Fern- 
ley because I consulted an eminent lawyer in St. Louis 
and he said in his opinion we had a perfect right, not- 
withstanding the anti-trust law, to give out to our 
members any truthful information in regard to our 
business. If you give information that is not truth- 
ful you will get into trouble. Immediately after that 
the association of North Dakota published a list and 
sent it to their membership referring to catalog 
houses in Chicago. Montgomery Ward & Co. brought 
suit against them as an association. In that suit it 
_ was decided that they had a right to give information 
to every member, even when they advised those mem- 
bers not to buy from jobbing houses who were selling 
catalog houses. If I am wrong in that respect I would 
like to hear from the gentlemen who may be better 
posted. Now I believe that this catalog house work 
and other work of this association cannot be continued 
in a satisfactory manner unless we are permitted to 
gather and give out information. I think we have a 
perfect right to give truthful information upon all 
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Ideal 
for Piping 
Installations 





When you con- 
sider the many 
jobs of piping in- 
stallations that are 
spoiled by scarred 
valves and unions, it 


is well to recommend 
the use of the COES 
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Wrench, this tool has 
a grip that is sure. It 
cannot possibly slip off a 
nut or a union. And it 
is the only adjustable 
wrench made that is 
large enough to properly 
and safely handle this 
class of work. 


The Key (an exclu- 
sive feature) serves *to 
securely tighten the strap 
in either of the two posi- 
tions of the bar. 


Made in 28”, 36”, 48” 
sizes. A 72” size is made 
up on special order. 


Your jobber will sup- 
ply you. 


Coes Wrench Co. 


Worcester Mass. 





“In business since 1841” 


Selling Agents: 


3. ©. MeCARTY @& CO. 2... ccccs 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES....... 8 Rue de Rocroy, Paris, France 
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mendation was made by a commission 
that would have been evenly divided on 
the question if all its members had 
voted. So in this instance we have 
three low tariff men urging the Presi- 
dent to reduce the duties of a high 
tariff law, while the commissioner who 
could have blocked the recommendation 
was barred from voting. 

There are a good many people in 
Washington who are of the opinion that 
while Mr. Glassie did not cast a formal 
ballot Mr. Coolidge knows where he 
stands. Members of the commission 
should induce their near relatives to 
exchange their holdings in industrial 
corporations for Liberty bonds. 


Florida Invites Immigration 


The Land of Perpetual Sunshine is 
out after more inhabitants and offers 
a big inducement to bona fide settlers. 
According to a recent press dispatch 
from Tallahassee “a proposal to amend 
the State Constitution so as to provide 
that no inheritance tax shall ever be 
levied by Florida will be voted upon by 
the people of the State in the general 
election next fall.” 

The proposal was submitted to the 
voters -in a resolution adopted by the 
last session of the Legislature, in 1923. 
Under provisions of the proposed 
amendment heads of families would, 
should it be adopted, be exempt from 
taxation on household goods and per- 
sonal effects to the value of $500. 

Who wouldn’t live in a State that 
levies no income tax and where you get 
your daily papers free of cost every 
time it rains? 
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The National Association of Post 
Office Clerks has decided not to oppose 
the re-election of President Coolidge 
because he vetoed the postal salaries 
increase bill at the tail end of the last 
session of Congress. They hope he will 
sign another bill next winter and they 
intend to “give him another chance” 

One of the reasons for the veto was 
the fact that the bill failed to provide 
the necessary revenue to meet the in- 
crease of something like $75,000,000 in 
postal expenditures involved in the pro- 
posed pay schedule. If this oversight 
is corrected in the new bill possibly the 
taxpayers, who will be called upon for 
a part at least of the deficit, may be 
heard from. The postal employees are 
not the only pebbles on the beach. 


A Sound Code of Ethics 


The Federal Trade Commission re- 
cently made public a code of business 
ethics, adopted by the Subscription 
Book Publishers Association following 
a “trade practice submittal,” that reads 
like a very elaborate series of varia- 
tions upon the Golden Rule. Other 
associations might well subscribe to it 
in spirit if not in letter. Here are a 
few of the fourteen resolutions adopted: 

“Resolved, That we disapprove any 
editorial policy whereby the listing of 
any name as editor or contributing edi- 
tor tends to practice deception on the 
public. 

“Resolved, That books bound in sub- 
stitutes for leather should not be repre- 
sented as being bound in levant or in 
any way which tends to carry the infer- 
ence that leather bindings are used. 
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“Resolved, That the same or essen- 
tially the same set of books should not 
be sold simultaneously under different 
titles; that books should never be sold 
under a title that will mislead as to con- 
tents, or under a title which tends to 
confusion with some previously pub- 
lished work. 


Should Not Lie About Price 


“Resolved, That representing that 
the price asked is below the usual price, 
or that the price will soon be increased, 
when such is not the fact, be also con- 
demned. 

“Resolved, That the practice of rep- 
resenting that a certain number of 
books have been set aside for advertis- 
ing purposes, to be given free, when 
such is not the fact is condemned. 

“Resolved, That the practice of secur- 
ing agents by misleading or dishonest 
promises or guarantees, and enticing 
away the agents of competitors by such 
means be condemned. 
~ “Resolved, That all testimonials 
should be genuine and apply to the book 
or books actually offered; that generally 
the complete testimonial should be 
given; and in no case shall words, 
phrases or sentences be taken from a 
testimonial and be used for selling pur- 
poses which when taken from their con- 
text have a different meaning from that 
intended by the writer.” 

The next time a book agent asks you 
to subscribe to a new compendium of 
universal knowledge, or a revised map 
of Czecho-Slovakia, ask him to _ sub- 
scribe to the above code of ethics. 








The “Why” of a Brush 


\ \ ] HY is a varnish brush chiseled while the end 
of a wall paint brush is trimmed square? 

The answer is that the smoothest job of var- 
nishipg or enameling results when the material is 
“flowed” on the surface. Varnishing materials should 
run or flow out of the brush rather than be spread or 
‘“‘rubbed” on like paint. The tapering, trimmed edges 
of a varnish brush permit this because when the 
brush is held at an angle the material can flow right 
out of the brush similarly to the way it would if a 
brush were suspended by the handle and the varnish 
allowed to run off the end of the bristles. For this 
reason the best brushes for varnishing or the like are 
often called “chisel flowing brushes.” 

Many painters of the old school prefer an oval 


brush to a flat one for varnishing. They claim better 
varnishing can be done with the oval brush. This is 
because the oval brush has a larger cross sectional 
area of bristles from which the material can flow. 
However, where speed is essential, there is no doubt 
but that the flat brush is more desirable, since more 
surface is covered at each stroke. 

As a general rule an oval brush should be used 
where a fine, smooth finish is desired, as on case- 
ments, cabinets, etc., and a flat brush where time- 
saving is important, as on floors. 

In the application of paint it is more desirable 
to spread or rub the material into the surface, since 
this provides the greatest protection. Therefore 
additional wear is obtained from a flat brush. 

















August 21, 1924 HARDWARE AGE 85 





Levels That Gain the Mechanics Endorsement 


Peerless Levels represent the features of exacting workmanship, quality and reliability 
that appeal to.the mechanic. The wood used is thoroughly seasoned and preserved 
with waterproof material. Easy reading glasses. Solid set vials. Level glasses are 
set in patented metal sockets, exclusively a Peerless feature. 


Oval Openings Painted White have made PEERLESS LEVELS popular. 











Pine center with outer edges of hard- 


No. 333 Mason Level made in two 
, wood. Brass end plates. 


lengths—42” and 43”. 
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LING: 
Trade Mark No. 5 Hard Wood Carpen- 











ter’s Level. Brass End 
Plates. One Plumb 
glass at each end. 
Same lengths as 
No. 550 Level. 


No. 550 Brass Bound Car- 
penter’s Level. Has 
Plumb Glasses at 
each end. 

Len ngths: 24”, 
26”, af 30”. 















PEERLESS ALUMINUM LEVELS 


12”-18”-24” have single plumb each end. 
24”-26”-28”"-30” are made with double plumb. 
























Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 
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of the 
‘‘The Door Butt of America’ 4 The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 

The pleasing design of these hinges and proof paper and packed one pair in a box 

the attractive finish give a touch that adds with screws to match. 

beauty to the home. We want these popular butts which are 
These strong, all-steel hinges also give the finished in the various Griffin hardware fin- 

right kind of “‘service’’ every time the doors ishes to reach you and your customers in 

are opened and closed. good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


WAREMOUSE 


A5 Warren St. New York ERIE P PEN NA. 74W.Lake't. ,Chicago, Iil. 




















HARDWARE AGE August 21, 1924 


=Glass-Hardware= 


With any commodity the GEN- 
UINE article is always the best and 
safest to buy. 


Ask your Jobber for 
““TEGCO’’ Glass 
Knobs. 


These knobs are 
made in four sizes, 
of the very finest 
crystal and opal 
glass. 


The faces are all cut 
and polished and the 
bottoms are studded, 
absolutely prevent- 
ing them from turn- 
ing, slipping, or be- 
coming loose. 


Cuts Show Actual 


Size 


For sale by 
All the leading 
Wholesale 
Hardware 
Jobbers 
in U. S.A. 
and Canada 


This cut shows 
studded bottom 


Manufactured by 


TECHNICAL GLASS CO., Inc. 


48th St. and Santa Fe Ave., Los Angeles, Calif. 
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subjects that pertain to our business. If this informa- 
tion is going to be held up and we are simply going to 
have general reports—glittering generalities—and not 
have the details of each case as we go along I don’t 
see how the work can be continued. I give that as my 
report. 

President Wright:—Gentlemen, you have heard the 
report of the chairman of the Catalog House Commit- 
tee, what is your pleasure? 

Mr. Fernley:—Mr. President, before action is taken 
on the report I would like to make a general statement. 
After the resignation of Mr. Norvell from the Whole- 
sale and Retail Hardware Joint Committee Chairman- 
ship, Mr. Bush was elected as his successor. Mr. 
Bush at that time was the president of the National 
Retail Hardware Association. Every effort was made 
to have Mr. Norvell remain, but he had announced, I 
think, a year and a half in advance, his desire to re- © 
sign. He renewed it again and it was reluctantly ac- 
cepted, but he did not resign from the chairmanship of 
the catalog house committee of The National Hard- 
ware Association, but from the joint committee. A 
very comprehensive report was drawn up by Mr. 
Norvell after the last convention of the work of the 
catalog house committee, and coupled with that report 
was a draft of the proposed pamphlet to be issued in 
large numbers. We were thinking of issuing twenty 
thousand copies with a key attached. This pamphlet 
should contain the name of every jobber and every 
manufacturer of hardware in the United States so far 
as possible to’ get them and before it was issued we 
were to have correspondence with them and obtain 
their opinion upon this question; so we would put the 
name of a jobber down and we would put “1” in front 
of his name. That would mean, “don’t sell catalog 
houses in any way, shape or form,” “2” opposite an- 
other name “sell them under restricted prices,” “3” 
“evasive replies received, etc.” 

The Joint Committee the day after our last conven- 
tion concluded to issue such a pamphlet, subject to the 
approval of counsel. Mr. Norvell and I were delegated 
to consult Mr. John G. Johnson of Philadelphia, who 
was counsel for the drug association in their suit 
where they acted contrary to his advice, and where 
they had a verdict against them of $60,000, afterwards 
cut down to thirty, which was compromised the other 
day, the drug association paying $15,000. There are 
almost forty other suits pending against the drug as- 
sociation in various States. Mr. Johnson has had 
more business of this character than any other man 
in America. Mr. Norvell was not able to accompany 
me to the interview, but I took with me the draft of 
the pamphlet and the report of the catalog house com- 
mittee and submitted them to Mr. Johnson. When I 
told him that I had sat through the Loder trial for 
the information I could obtain and had heard the 
argument of counsel and had Judge Holland’s charge 
to the jury taken down and printed he asked me in 
his brusque way, “What I meant coming to see him 
then.” He said that any intelligent man who did that, 
should have known how unsafe it was to attempt to 
restrain trade. He gave the following written opinion 
on the subject: 
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Land Title Bldg., Chestnut, Sansom 
and Broad Streets, 
Philadelphia, October 26, 1906. 
T. James Fernley, Esq., 
No. 505 Commerce Street, 
Philadelphia. 

Dear Sir:—I have considered the subject about 
which you consulted me, with reference to the issu- 
ance of the proposed report, which I read in its ma- 
terial parts. Under Judge Holland’s decision, the only 
thing which we can say with certainty at the present 
time, is that a manufacturer has a right to fix his own 
prices; to choose his own agents and vendees; to in- 
sist upon prices being maintained by them; and to re- 
fuse to sell in case of disobedience of his wishes. He 
has a right to employ someone who will advise him as 
to whether or not his agents and vendees are violating 
the terms of their contract and understanding with 
him. 

I suppose that it is within the power of a number of 
manufacturers each making his own regulations and 
fixing his own prices, to appoint a common agent who 
will advise each of the infractions of rules and regu- 
lations. I am rather inclined to think that it will not 
be successfully contended that this agent may not send 
to any manufacturer a list of infractions of the rules 
of one or more. The danger commences, under Judge 
Holland’s decision, if there is any understanding or 
appearance of understanding by which a lot of manu- 
facturers, when thus notified of an infraction of the 
rules of anyone, will refuse to sell goods. Even though 
there may have been no infraction of the rules of some 
of them there will be danger. 

There will also be danger if there is no positive un- 
derstanding if the arrangement is such that it may be 
left to a jury, to infer that words which do not neces- 
sarily amount to an understanding, were meant to ac- 
complish such understanding. Judge Holland partly 
intimated to adverse opinion to a notification by a 
common agent to a lot of manufacturers, of an infrac- 
tion of the rules of one or more. I am hopeful that 
the Circuit Court of Appeals will not go as far as 
Judge Holland did. I am of the opinion that there 
can be a common agent, who may notify a lot of manu- 
facturers, when the vendees or agents of any of them 
offend the rules, and that each manufacturer may, be- 
cause of such notification, although his own rules have 
been violated, therefore sell to such violator. 

All concert of action, direct or indirect, clearly ex- 
pressed or disguised, by which as a result, parties are 
cut off from their supplies, is dangerous. At the pres- 
ent time no lawyer can advise with safety as to the 
extent to which there may be concert and as to the 
matters which may be covered by such concert. In 
the present exasperated state of public feeling, any- 
thing left to a jury will be found adversely to the 
manufacturer. In the present state there is danger 
the Judges will inflict the punishment of imprison- 
ment as well as of fine. 

In the course of a year, I think there will be deci- 
sions by Appellate Tribunals, which will enable manu- 
facturers and dealers to know better than they can 
know at present, how far they may go and where they 
must stop. I advise most decidedly against publica- 
tion at the present time, of matter such as has been 
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CORBIN 
SCREW 





PRODUCTS 





le Wood Screws—Machine 
: Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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DOOR 
HANGER 


Here are Door Hang- 
ers, “Myers-Bilt,” that 
will meet every door 
hanger requirement of 
your trade. Hangers 
with adjustable and flex- 
ible improvements that 
overcome warping timbers, sagging track 
and frost heaved ground. Hangers with 
oscillating steel trucks, tandem turned steel 
rollers, steel roller bearings and heavy steel 
hasps that provide ample carrying power for 
the heaviest of doors and insure light oper- 
ation. Hangers that are completely pro- 
tected by and run in Myers special formed 
(note the peculiar curve), heavy Tubular 
Girder Steel Track which renders them dirt, 
dust and bird proof and prevents their being 
blocked by ice, sleet or snow. Hangers that 
are neat of design, nicely finished and 
packed one set complete in an attractive car- 
ton which multiplies their sales value and 
makes them easy to display and pass over 
the counter. 








Right now when building time is at its 
height you need a hanger like the Myers 
New-Way Giant to boost your door hanger 
business and we are in position to quote and 
make prompt shipments. Your inquiry is 
solicited. 
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shown me. “The 1 ines salina: to erin ceoaiad is to en 
nothing at the present time to attract attention. In- 
dulge in no publication. Take the ill results, so far 
as they may ensue from a failure to publish. 
Publications in trade journals, even though not pub- 
lished by Associations, are dangerous. The method of 
procedure by the Government and by private parties, 
is by indictment or action of conspiracy. The general 
conspiracy is partially proved, and thereafter every- 
thing done by everybody is put in evidence. I would 
not undertake to edit the report which has been shown 
me, and to say certain parts can safely be published 
and certain parts cannot. I must repeat, my advice 
at the present time is to publish nothing but the dryest 
possible report of unquestionably innocent matter. 


I am, very truly yours, 
JOHN G. JOHNSON. 


When Mr. Fern- 


(SIGNED) 


Mr. Norvell:—I am not a lawyer. 


ley gave us that decision we bowed to the decision. 


We decided to be perfectly safe from drowning by 
keeping out of the water, but that absolutely crippled 
the work of the committee. It was a body blow and 
so far I don’t think it has quite recovered. 

Please note that the above are quotations from the 
1907 report of the Catalog House Committee in the 
minutes of The National Hardware Association. This 
sweeping decision of Mr. Johnson of Philadelphia 
practically put The Wholesale and Retail Joint Catalog 
House Committee out of business. The work came to 
an end and, as far as I know, there has never been any 
united action in defense of their common interests be- 
tween jobbers and retail merchants. 

In our Committee itself, composed of members of 
two wholesale associations and a large number of 
members from The National Retail Hardware Dealers’ 
Association, there was never anything but the greatest 
harmony. As chairman of this joint committee cover- 
ing a period of several years, I can say truthfully that 
I always had the loyal and energetic support of each 


and every member, both wholesalers and retailers. 


When we held meetings, every member was present. 
When work was assigned to the various members, each 
one did his part energetically and intelligently. After 
the lapse of all these years, I have only the most pleas- 


- ant recollections of my work with this Committee. 


It may not be out of place hereto write a few 
words about the members of this Committee. 


Mr. R. A. Kirk, President of Messrs. Farwell, Oz- 


' mun, Kirk & Company, St. Paul, Minn., was a gentle- 


man of the old school of the very highest character. 
He was a veteran in the hardware business. Notwith- 
standing his advanced years at this time, he attended 
every meeting and was active and enthusiastic in the 
work of the Committee. Mr. Kirk was conservative 


and at all times his advice was of great value to the 
| Committee. 





Mr. W. S. Wright of The Wright & Wilhelmy Com- 
pany, Omaha, Neb., was a hardware man who had 
worked his way up from the ranks. He was also a 
veteran and while very practical in all of his views, 
had a very keen sense of humor. In our meetings his 
pertinent remarks often caused much amusement. Mr. 
Wright had a very pleasing personality and he gained 


_ the affection of every member of our Committee. 


(Continued on page 89) 
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Mr. Samuel A. Bigelow of The Bigelow & Dowse 
Company, Boston, Mass., was a man of very high 
ideals. He was the head of a large wholesale hardware 
house and was a man coming of an old family. His 
breeding stood out in his manners. At all times he 
was the great gentleman. At the same time he was 
very human and I can vouch for the fact that he was 
a delightful host. 

I wish to tell a little anecdote about Mr. Bigelow 
that should be considered by the younger generation. 
Mr. Bigelow, being a widower, lived at the West- 
minster Hotel in Boston. On one occasion I wired 
him from New York that I would arrive in Boston on 
the midnight train. At this time Mr. Bigelow was 
past seventy. Imagine my surprise when I arrived at 
midnight to find Mr. Bigelow waiting for me at the 
station. He had arranged accommodations for me at 
his hotel and even at that late hour, before we retired, 
we sat up, smoked, and had a good long chat. 

I am also constrained to tell another rather amusing 
story in connection with Mr. Bigelow. Some friends 
of ours living in Boston had a death in their family. 
I wired Mr. Bigelow, asking him to send some flowers. 
Afterward when I visited this family in Boston, the 
bereaved widow thanked me for the flowers and she 
told me that Mr. Bigelow called at the house out in 
the suburbs of Boston, delivering these flowers in 
person. She also added—“And just think—he is one 
of the Bigelows of Boston!” 

Mr. W. P. Bogardus of Mount Vernon, Ohio, was a 
grand old man of The National Retail Hardware Deal- 
ers’ Association. He had been one of the members of 
the personal bodyguard of President Lincoln. Mr. 
Bogardus was a man with a wide breadth of view. 
He had no narrow prejudices. He was very tolerant 
and could always see the other fellow’s side of a con- 
troversy. It was a benediction to know him. Every 
member of the Committee loved Mr. Bogardus. 

Mr. M. L. Corey of Argos, Ind., the well known sec- 
retary of The National Retail Hardware Dealers’ As- 
sociation, was an indefatigable worker. The success 
of the retail association with him was a religion. Mr. 
Corey had a wide acquaintance with retail hardware 
merchants all over the United States and his services 
were invaluable to the Committee. 

Mr. Ireland of Belding, Mich., was, at the time he 
was elected to the Committee, president of The Michi- 
gan Association. Mr. Ireland was a practical hard- 
ware man. He knew the retail hardware business 
from axes to zinc. He was very companionable and 
he made a warm personal friend of every member of 
the Committee. 

Mr. S. R. Miles of Mason City, Iowa, is still living 
and is connected in some official capacity at the present 
time with The National Retail Hardware Association. 
He is also a practical retail hardware man of very 
wide experience. Mr. Miles is a good speaker and he 
helped our Committee by making many addresses on 
the catalog house question. 

Mr. E. M. Bush of Evansville, Ind., at that time was 
the president of The Indiana Association. He was 
then and still is the head of a very large and progres- 
sive retail hardware house in Evansville, Ind. Mr. 
Bush on the Committee represented the large, pro- 
gressive, modern retail hardware store. He was ex- 


(Continued on page 90) 
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Original 
Genuine 


Stanchions 

Stalls 

Hay Carriers 

Hay Carrier Steel Tracks and 
Fixtures 

Hay Forks 

Pulleys 

Merchandise Carriers 

Steel Hoists 

Porch Swing Chains 
















Standara Everywhere 











Sure Profits That 
Grow Steadily 


The Ney Line might not make 
a hit with the occasional few 
who are looking for “Gold 
Brick” profits—that rarely ma- 
terialize. 


On the other hand the dealer 


who wants steady growth—who 
wants a line with a solid reputa- 
tion behind it—with business 
possibilities in it, will recognize 
in Ney a line of farm equipment 
that squares with his ideas of 
solid business-building profits. 


See display of barn equipment 
and hay ‘tools at the Ohio State 
Fair, Columbus, spaces 21 and 
23 at the Central Machinery 
Hall. 






Automatic Water Bowls 
Pens 

Litter Carriers 

Hay Knives 

Barn Door Hangers 
Wire Stretchers 
Weldless Chain 
Tie-Out Chains 

Hay Rack Clamps 
Hardware Specialties 







and Tracks 









Jie NEY MANUFACTURING CO. 


Established 


CANTON 


1879 
OHIO 


| Minneapolis, Minn. Council Bluffs. lowa) 








90 HARDWARE AGE 





August 21, 1924 


FORTY YEARS OF HARDWARE 
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ceedingly well posted on every phase of the hardware 
business—a man of keen insight and with all, a very 
agreeable co-worker. 

Colonel R. M. Dudley was at that time the head of 
the prominent wholesale hardware house of Gray & 
Dudley in Nashville, Tenn. He is now retired. ‘“Col- 
onel Bob,” as he was affectionately known in the Com- 
mittee, was always on the job and his long experience 
in the hardware business was of great value. He at- 
tended every meeting and was faithful in carrying 
out his part of the work to the smallest detail. 

Now, after all these years, what are my conclusions 
and reactions to the work of The Wholesale and Re- 
tail Joint Catalog House Committee? I have often 
reviewed the work of this Committee and have thought 
of our triumphs, of our successes and also of our mis- 
takes. The Committee came into being on account of 
what was an impossible situation in the hardware 
trade. The mail order houses were using the best 
known brands of hardware just as a football. These 
best brands were quoted at absurdly low prices, be- 
cause they were well known as leaders, to help pull 
orders on other unknown and profitable goods. Many 
of the leading manufacturers of the country were ab- 
solutely ignorant of what was being done with their 
lines. Just as soon as the prices quoted were brought 
to their attention, they immediately corrected the evil. 
In other words, the mail order houses were demoraliz- 
ing prices in the hardware line simply because the 
large hardware jobbers in the country and the large 
manufacturers were not fully aware of what was being 
done. Just as soon as they were advised, in the drastic 
manner adopted by The Wholesale and Retail Joint 
Catalog House Committee to advise them, they-imme- 
diately saw that it was to their interest to stop such 
demoralization. 

A number of jobbers were allowing these mail order 
houses to use them for sorting up orders. These job- 
bers allowed their stocks to be used in this manner 
simply because they did not give the matter any 
thought. When they realized they were putting a 
weapon in the hands of these mail order houses to cut 
the throats of the jobbers’ customers, they immedi- 
ately stopped selling them. 

In the early days of the mail order houses, it must 
be admitted they bought their supplies largely from 
jobbers. Then when their business grew and they 


could place larger orders, they went direct to the 
manufacturers, using the jobbers only for fill-ins. 

The work of The Wholesale and Retail Joint Cata- 
logue House Committee was mainly of value because 
it threw the white light of publicity on the entire 
question. It was shown exactly what the mail order 
houses were doing on the various lines. They showed 
clearly what the retail hardware merchant was up © 
against. It was also clear that for several years 
the retail hardware merchant had been suffering from 
this competition, had been complaining of the com- 
petition and had been trying to work against it with- 
out any help whatever from jobbers and manufac- 
turers. 

I believe that the work of this Committee did a 
great deal of good in bringing together jobbers and 
retail merchants in a common cause. I still think 
if the jobbers had been wise that they would have 
continued the work of this Committee in some form. 

I still believe that we had legally an absolute right 
to post the members of our various associations as 
to what was being done in the way of quoting cut 
prices by mail order houses. In the light of subse- 
quent decisions, we did not have the legal right to 
combine among ourselves or with manufacturers to 
prevent mail order houses from obtaining supplies of 
goods. 

However, it is still my belief that when certain 
ills in the trade are given sufficient publicity, these 
ills without any conspiracy and without any combina- 
tion to defeat them will in a large measure cure 
themselves. 

In concluding this long article on this mail order 
house question let me say that I still believe that 
it is to the interest of the jobbers and the retail 
merchants of the country to work together in the 
closest harmony. Their interests are absolutely 
identical. The jobber needs the retail merchant as 
his natural outlet and salesman. The retail merchant 
needs the jobber so he can buy a great variety of 
goods in small quantities as he needs them. One is 
actually necessary to the other. I believe if joint 
committees of jobbers and retail merchants were 
formed téday to work out the inevitable problems 
that arise in the course of every business it would 
be valuable to the entire modern system of distribut- 
ing hardware. 








of them for me to look over. 


had taken her to learn stenography. 


then——’ 


It’s the little things that count. 








The Little Things That Count 


By Crosby Jackson 


66 I HAD to hire a stenographer the other day,” said the sales manager of a big 
chemical company recently, “and I had the typewriter people send along a bunch 


“Finally, along came quite a pleasing looking little girl. I talked with her for a 
minute or two and had almost signed her up. She was bright and intelligent looking 
and seemed to want the job pretty badly. Then I just happened to ask her how long it 


“ ‘Oh, not very long,’ she replied. ‘The first week they learned us the characters and 
“That was enough. I just thought to myself, ‘Wouldn’t you turn out a fine letter 


if I gave you a bunch of facts and asked you to put them together yourself?’ That 
young lady certainly talked herself out of a job literally as well as figuratively.” 
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OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING !S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CorTLAND PAINTED WiRE CLOTH WuHiTE METAL FInisH Wire CLOTH 
WICKWIRE PREMIER WIRE CLOTH WickwirRE BRONZE WiRE CLOTH 
Gray-Wick WirE CLOTH 


POULTRY NETTING AND FENCING 


Hex. Nettinc “Wickwire BRAND W W Pouttry FENCING 
GRADUATED PouLTRY FENCING 


OTHER WIRE PRODUCTS 


Wire Rops Wire Nal_s WIRE Wire STAPLES 
METALLIC Coat SIEVES Corn Poppers DisH Covers 


COPPERAS OR SULPHATE OF IRON 
WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN \% to 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S.A 
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MAND AND POWER PUMPS FOR ALL USES 





Build Big Business on this Pump 


The Deming Straight Line Pump gives you something to sell in the 
pump line that is distinctly different. It is the only pump of this dis- 
tinctive type of construction on the market today. 


The detailed view shows the special features of accessibility, ease of 
operation, simplicity and durability. Ideal for farm use—operates by 
hand, windmill, gasoline engine or electric motor. With pneumatic 
tank, electric motor and switch, it makes a splendid automatic water 
system. 








Complete Pump Catalog Sent on Request. 


THE DEMING COMPANY. Est. 1880. Salem, Ohio 


The nearest distributor will work with you for mutual profit. 


ESTE PET POE EE PE PE Ey Ey me Southern Supply Company 
di a sg 0 Gis Sein Wikia ae wee Owes Henion & Hubbell, 217-221 N. Jefferson St. 
I aa eins hen ee 6 he HOS Tw OREM Hendrie & Bolthoff Mfg. & Supply Company 
ee ok eed eadk Webelos ede asekeeeene sal Standart Bros. Hardware Corp. 
id on 6 5.56 e ces PEE CEOS Chee OOS hee eeN English Tool & Supply Company 
NS Cis hss cn ob e6606 bod whe db NVC aR Oe Ohad EE e eee Laib Company 
th tina g 5 2 oe 004d 610d Oe ss hc ea ene een eeem ued Sydnor Pump & Walls 
iis ce anne bn etna s +e 666 +6 eee ede ones eke s Central Supply Company 
ena oc i niéd a sb 6:26 6eebaees eee Harris Pump & Supply Co., “ Second Ave. 
nce couasedevestees cbebeebeadededbeatetkecivdesnedas rane Company 
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Complete kit of tools and equipment 
carried by each U. S. Round-the-World 
Airplane. 


America Wins Again! 


Brookins Oil Meas- 
ure for garage and 
filling stations. 


OO 4 aun 


Brookins Instant 
Pri ce Charts for 
gasoline pumps. 


Brookins Emerg- 
ency Gas Can for 
garage and filling 
station. 


MERICAN flyers will have al- 


most completed the first round- | #225 


the-world flight in history by the 
time you read these words. It will 


be a tribute not only to skill, daring ae 


and endurance, but to careful plan- 
ning and preparation as well. 


Each U. S. Army plane in the 
round-the-world flight carried with it 
the absolutely vital equipment need- 
ed for emergency servicing and re- 
pair. Not a pound—not an ounce— 
of weight could be carried unless it 
was vital to success. And included 
in this essential equipment was a 
Brookins Oil Measure. 


Efficiency and serviceability made 
the Brookins Measure the logical 
choice for this exacting service. 
These same qualities have made it 
standard equipment at most filling 
stations and garages all over the 
United States. 


Practically all jobbers carry Brook- 
ins Otl Measures in stock. If your 
jobber doesn’ t—write us for sam- 
ples and prices. Write for descrip- 
tive matter on Brookins Emergency 
Gas Can and Brookins Jnstant 
Price Charts for Gasoline Pumps. 


THE BROOKINS Mee. Co. 
DAYTON, OHIO 


Necmmeaares STATION EQUIPMENT 
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Allsteel Desks 


Appearance—Rich baked-on enamel, 
olive green or mahogany. Bronze trimmed. 
Wear-resisting, stain-proof dark green 
linoleum top. 

Utility —Drawers operate smoothly — 
noiselessly. Files of all sizes may be fitted in 
drawers. Automatic central lock. 

Long Life—Desks indestructible. No 
warping or checking. No sticking of drawers. 
Complete Line— Roll top—flat top— 
typewriter—single or double pedestal. 
Reasonable Price— Prices no higher 
than for high grade wooden desks. 


Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories ond Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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*‘Wherever heavy duty or real sanita- 


I’m the logical choice.”’ 


CORRUGATED 
CANS ~ PAILS 


WIT 


have been in popular demand for nearly a 
quarter of a century. This is due to their efh- 
ciency where other cans and pails fail—eco- 
nomical durability and remarkable sanitary 
qualities. 


You will find the WITT line a profit-building 
investment. WITT corrugated Cans and 
Pails always give customer satisfaction. 


Ask your jobber about WITT Corrugated 
Cans and Pails. If he cannot supply you, 
write or wire us. 


Our Brighton medium-weight line of Cans 
and Pails is exceptional value for the 
money. Write for quotations. 
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¢WITT CORNICECO. 


CINCINNATI, OHIO. 
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owns 
THE YELLOW LABEL MEANS QUALITY” 


tion is demanded of a can or pail— | 
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Bulldog 
Ohio Pattern 


Cash In On 
COW TIES 


Wise dealers carry only profitable quick 
turning chain specialties. Hodell Cow 
Ties known and used for years by far- 
mers and dairymen sell with an ever 
growing demand. 





You should stock Bulldog Brand Cow 
Ties in the Ohio Pattern. They are ex- 
tremely flexible, very strong, and prac- 
tically free from kinking. 


Also supplied in the popular Bull- 
dog plain Y style and Samson Ohio 
patterns, with the polished bright finish. 


Liberal prices upon request. 


Tas SHAM PROVUETS SY 


Established in 1886 


Cleveland, Ohio 


Nodelt. Chains 
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WASTE 
BASKET 


CYCLONE ( 


and disposal of trash of all kinds. Affords the 
safe bonfire. Keeps burning fragments safely 


advertised—a steady profit maker. 


Waukegan, IIl.; 


The 
‘Red Tag’’ 














Needed by every home. Convenient for the collection 


Shipped nested Write offices nearest you. Dept. -20. 
CYCLONE FENCE COMPANY 


Factories and Offices: 


Worth, Texas: Oakland, Calif. (Standard Fence Co.); 
Portland, Ore. (Northwest Fence & Wire Works). 


«= Cyclone Fence 


=_—-« 
“Wewew 


etetaie 


: sea ave 
‘= =e mre mem 


RUBBISH 
BURNER 





Reg. U. S. Pat. Off. 


in lots of six. Write for prices and discounts. 


only Sell Cyclone Fence, too. Get your share of this 
con- profitable business. Catalog and discounts on re- 


fined. Finished in baked green enamel. Nationally quest. 


Cleveland, Ohio; Newark, N. J.; Fort 
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The Bashful Customer 


Your store may not be crowded but you will see him 
standing in front of your window. What he wants may 
not be displayed there. He steps up to the door and 
hesitates—right before his eyes is just the thing he 
wants! “Perfect” Hardware Cloth. 


other invitation is necessary. He feels right at 


home—and in he comes, and the sale is made. 


Ask your Jobber to show you samples. 


AOMUNNLUNUOU AURA gH LHRUUULL EE RETURN 


. LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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Feneve mes art 
knife real- 


ly keen. 
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| DAR ZZTENT 


Sharpens 
chopping 
knife just 
as easily! 














MEU 


A new one! A real one! 


You never saw a sharpener like this before. 
Nobody did. But it’s the kind of sharpener 
that you as experienced retailers KNOW 
will sell like lightning when you see whatit is. 


It’s as different from all other sharpeners as 
night from day. You'll wonder why some- 
body didn’t think of such a sharpener before. 


Just forget everything you know or have 
seen of sharpeners generally and fasten your 
mind into these facts: 


You know this to be true: Everybody every- 
where — every home-——-every shop—every 
place—needs a sharpener for some purpose. 
But the biggest market for the right sharp- 
ener is the home kitchen. 











A right one! A sales one! 


What is the right sharpener? It’s a sharp- 
ener so /Jowin price that anybody will buy 
it. A sharpener that needs no skill to 
sharpen with. An all-purpose sharpener that 
will make ANY kind of edge keen—not sim- 
ply a knife sharpener. 


That’s exactly what Sharpit is and does. 
That’s exactly why Sharpit will be the big- 
gest selling sharpener in the field before the 
year sout. It doesn’t take any heavy think- 
ing to know this. When there is a definite 
need for a certain kind of article and when 
that definite need is actually supplied, then 
you havea real market for that product. 


(over ) 








For grass 
shears the 
Sharpit is 
jeniemateaate 





SJ eritu era et 
any kind 
of curved 
blade! 


Sharpens 
a curved 
vrapetruit 


knite! 


Scissor 

@itsrere PG Se 
Twin 
Gratetettaru 


W heels 
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Sharpening 
points self- 
adjusting 


Sharpens 
a sickle in 
just a few 
seconds! 


' Sharpens 
YOUr Can- Macsittes 
Spring 


pener sO 
-asily! 








Before Sharpit was offered tothe 
trade generally, its sales possi- 
bility was tested out with the 
public at a retail store for six 
months. Beforeany advertising 
wasdone, beforeany advertising 
displays were provided, with 
nothing but the article itself, 
over 2000 Sharpits were sold by 
this store in a short time. 


Whoever heard of such big sales 
on such an article before! 


Just imagine what Sharpit means in sales to you. There 
isn’t a single home in your district today that won't buy 
Sharpit—no matter how many or what kind of sharpeners 
they've had before. Because SHARPIT is what they ve 
wanted, and it won't take two minutes to tell them so when 
they see it on display in your store. 


Retail Price $1.50 


Sharpit is put up only six in a package—so that you can 
test its big sales ability without putting in a big stock. No- 
tice the counter display box they come in. It tells the 
whole story of Sharpit through the eyes. 


Customers can’t help but see it, read it and know that 
it’s just the thing they haven’t got and need badly. 
Six cylinders never had inore sales power than these six 
cartons—they ll move before you can get time to order 
another box. Your profit is a full 50% on your cost. 


REMEMBER THIS IMPORTANT FACT—Sharpit is 
made by the makers of the famous Dazey Churns. It is 
sold on the policy of dealing exclusively with distributors 
and retailers. Sharpit sales will be dealer sales—always. 


Get this trial se!f-selling box of six Sharpits quickly. 
The product is right, the profit is right and the policy 
is right. Mail the trial order coupon today, giving us 
the name of your jobber. 


Mail this Trial 


Coupon Now! 








Why Sharpit is so 
different! 


Sharpit requires no skill whatever—any 
woman or child can use it right. 


You simply rest bladein grooveand turn. 
ou don't even press and it sharpens 
both sides of the blade at one time. 


Sharpit even sharpens scissors. Special 
scissors guide at side provides exactly 
proper angle for bevel of all scissors. 


Think what this means in the home es- 
pecially. Sharpit puts an edge on any- 
thing. It’s not simply a knife sharpener. 
Any kind of blade—straight, curved, 
beveled, biz or little—can be made keen 
in a few seconds on Sharpit. 


The whole construction of Sharpit is dif- 
ferent from any sharpener in any way. 
There are two grinding wheels, twins, 
perfectly matched. They are so made 
that sharpening points are self adjusting. 


Wear simply lowers the points. The 
hollowed spaces in the center of the 
stones allow all dust and grit to fall out 
of the sharpening groove, keeping it al- 
ways clean. The pressure spring holds 
the twin grinding wheels together at 
just the proper pressure. 


The hexagon shaft and simple construc- 
tion permits the wheels to be taken off 
and new ones easily replaced in case of 
breakage. 


The wheels are genuine corundrum— 
will sharpen tools of the Aardest steel 
that no ordinary sharpener can sharpen. 


Now think of sucha sharpener to retailat 


$1.50! Nobody has to tell you how many 
youcansell. You KNOW it will sell. 
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More Sales—More Profit—Mr. Retailer! 


—® 
“—_ 


A mighty good volume of business and a larger 
margin of profit awaits the dealers who stock 
CHAMPION LAMPS. The brilliant long life built 
into every CHAMPION will put new life into your 
Fall business. Order from your jobber or write us 
direct—Now! 
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CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple St. 
DANVERS MASS. 
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FOR SURE REPEAT BUSINESS 
ndescent Lamp patents | 1 | oti a | 
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Equipped With 


Electric NEVERCRUSH 
Washer ec Great Safety Wringer 


The PRIMA Washer equipped 





— 


WAC VGANWOL 


~ 















2 

5 with the famous NEVER- : 
. CRUSH Wringer, offers you % 
® a unit that breaks the back- Ne 
® bone of competition. It means re 
® large sales, large profits and ne 
® plenty of satisfied customers. Ne 
= The PRIMA will wash clothes s 
5 clean — easily and quickly — : 
5 without harming the daintiest : 
x fabrics. The elliptical tub is 
RC perfectly smooth on the inside 5 
5 —there are no mechanical de- : 
5 vices to wear or tear the e 
5 clothes. : 
5 The tub is made ot Dougie y Ye 
} Fir — GUARAN %e 
: “ie atten  - Tee TRARS. le 
5) ° ° . e 
3 The Buckeye-Prima Company, Sidney, Ohio {g) 
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‘“‘The Most Beautiful Fender Ever Designed” 





de fuxe 


FENDERS FOR FORD CARS 


A new opportunity—a new product that has the endorse- 
ment of many Ford owners—and a new sales outlet for 
many progressive hardware merchants—all from an old 
line company, the manufacturers of the Famous Peerless 
Products for Ford Cars. 


DeLuxe Fenders for Ford Cars are beyond doubt the best 
replacement item that has been put on the market for 
years. It’s a real seller with a nice margin. Ask your 
jobber’s salesman, 


cence 


THE CORCORAN MFG. CO. 





Front view of deLuxe 
Fenders. Notice the many 
re-inforcing ridges, the high 
arch and the deep skirt— 
all of which gives it strength. 
—The most beautiful and 
practical fender ever made. 


Retail Price 


$20.00 


Per Set 










deLuxe Fenders’ are 
made of the finest auto- 
mobile steel; the top is 
made of one piece. No 
rattling or tearing. No 
servicing — the buyer 
puts "em on. 


World's Largest Manufacturers of Replacements for Ford Cars 


Dept. 9 Norwood 


Cincinnati 


The “Story Of Paint’’ Like Paint 
Itself Must Be Properly Spread ‘To 
Accomplish The Desired Results 


The quickest and best way to spread your Paint Story is 
thru the Paint Inserts in Hardware Age. 


These inserts appear once a month. They are building up 
a distribution for Paint that is sure and lasting. They are 
pointing out real paint facts to the trade. 


The recent investigation of one company showed that 75 
per cent of the buildings in America are badly in need of 


paint. 


Hardware Age is the “Right Brush” to use to spread your 
Paint Story where it will cover the territory of the greatest 
number of dealers who need your products. 


HARDWARE AGE 239 West 39TH STREET, NEw York 
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SPECIAL 
RIVETS 


WOOD 
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(Reg. U. 8. Patent Ofice) 





WOOD SCREW CO. 
New Bedford, Mass. 








Walden-Worcester Display 
Boards Will Make Money 
for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


It will hang on a wall or on 
a post. 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


Walden-Worcester 


INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A 




















HACK SAWS 


‘‘Why take chances when 
it costs no more to 
buy the best’’ 


CLEMSON BROS., INC. 
Middletown, N. Y. 


SOMETHING TO TELL YOU ABOUT 
WRITE FOR BOOKLET. 


WE HAVE 
HACK SAWS. 














BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and ‘Bolster are one piece, 
powerfully braced. They make good 
on the job where others fail. Write 





for prices. 
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MOE’S LINE OF GOOD POULTRY SUPPLIES 


A fine, complete line, designed by specialists and very 
popular with poultiy raisers. 


A clean, profitable and satisfactory line to sell with 
your wire netting and garden tools. Everything for 
the poultry yard. 


Send for New Catalog and Prices. 
LEG BAND | 
HOEFT & COMPANY, Inc. 


405 N. Ashland Ave. Chicago, Ill. 











Grit Feeder 


The No. 45 ee 


puts “GO” % 
in 
Blow Torch 
Sales! 


k. VERY user is quick to recognize the importance 
of the BAFFLE, which is the only invention 
that will perfectly and positively gasify present-day 
gasoline or kerosene (without changing of parts). 
The Shut-Off and Adjusting Needles are separate, 
entirely preventing the enlarged orifice, so common 
an occurrence on ordinary torches. The Safety 
Valve and one-opening in the tank are mediums of 
absolute safety—every sale a satisfied user—order 
today from any progressive jobber! 


eee om , Sycamore, Ill. 
































Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 


It isn’t bard. Every mechanic meets tho eatize ost in his werk, cad & 
resolves itself to a question of selling him once enteen times. Bring 
out the value of the case, its 5 keeping tt the t bite. in Sane and near at 


hand, preventing loss, ete. 











Forstner Bits are the only bits that are not dependent on a center or & , 
level to guide them. They cut from the outer rim. The entire surface is The World’s Largest ae ¥ Manufacturers of Blow Torches, Fire 
at work al] the time; no jagged ends; every part of the work is smooth 
farine's soeth ile tnd casa, polted vatecn =” = gan Frnwcines Rivest Gon O08 Canin Be 

u an ncisco: ce- - , 
Let us send you catalogues. Order through your jobber or direct. Los Angeles: Rice-Hitt Co., 824 N. San Pedro St. 
. . Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 
The Progressive Manufacturing Co. New York: The Turner Brass Works, 36 Murray St. 





TORRINGTON, CONN., U. S. A. 

















1LWA BRUS ; 
rw UKEE BRUSH MFGCO. and when you want quality Brushes and 


er rar oy : P's: that name MILWAUKEE firmly in mind 
Brooms, etc., send to headquarters. 


We cater to the Hardware Trade exclusively with a 
complete line of Saleable Wire, Bristle and Fibre 
Brushes and Brooms. 


MILWAUKEE-MADE WIRE BRUSHES EXCEL 
Send for Catalog and Prices. 


Milwaukee Brush Mfg. Company 


Milwaukee, Wisconsin 
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No. 231, % in. 





Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


No. 233, 1 In. 


No. 234, 1, In. 














Anchored at four points 


heavy rust-proof joints, ends protected 
by metal tips, rigid when opened full 
length, our Folding Rules will fully 
satisfy your trade. Investment small; 
turnover quick; profit good. 


Have you our Hardware catalog? It’s 
a book of many sales. Write for it today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
Chicago New York Milwaukee 
New Orleans Pittsburgh Factory 
San Francisco Chicago, Illinois 




























renee FeeOOT LER'S 
Mr. Jobber: 


Just a few of the rea- 
sons why manufacturers 
are equipping their plants 
with LIDSEEN POSI- 
TIVE FORCE FEED 
OILERS: 


1. LIDSEEN POSITIVE 
FORCE FEED OILERS re- 
duce overhead and SAVE 
50% of OIL and TIME. 


2. LONGER LIFE—LID- 
SEEN OILERS are all steel 
and all welded. They will stand abuse and outlast any 
other make of oiler. 

3. The oil may be positively controlled, the operator 
securing a drop or a quantity at his option. 

4. Dependability—LIDSEEN POSITIVE FORCE 
FEED OILERS may be depended upon to operate at all 
times and under any condition. The spouts cannot be- 
come clogged or seams open up. 


There are many more reasons why LIDSEEN OILERS are 
referred to those of any other make. Show the LIDSEEN 
OSITIVE FORCE FEED OILER to your trade, explain its 
operation, and watch the results! , 


Catalogs gladly furnished upon request. 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 











Heller Shelving in Payne-Cummings Hardware Co., 








North Adams, Mass. 





Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 

















102 | HARDWARE AGE 





August 21, 1924 

















CUT TACKS——— 


Quality, weight, count—everything concerning our “O-B” 
Brand Cut Tacks is guaranteed to be satisfactory. 
Basket, Clout and Trunk Nails. 


If your Jobber doesn’t carry them—write us direct. 


BAUR TACK CO. 

















Also our 


Indianapolis, Ind. 


“O-B” Brand 











Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 





Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 











[)  (-) DROP FORGED |} 


SOLID 
TOOL STEEL ig 


little 4-inch Diamonds, but they 
sizes too. 
Write for complete Catalog 


DULUTH, MINN., U. S. 





ma 





WELL DISPLAYED, IS HALF SOLD 


And the beauty of these little counter displays 
is that they not only provoke the purchase of the 


Manufactured and Guaranteed by 


DIAMOND CALK HORSESHOE COMPANY 


Diamond Tool Steel Wrenches Make Fast Friends Fast. 











f*i 


hd Ad | 


sell the larger 


A. 
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STANLEY 
BOX STRAPPING 


No. 3000 “Twinrold”—Self-Tightening 


colle of 800 feet, is coiled double and has great 
tensile strength, The ribs allow nails to be driven ob- 


iquely, taking up the slack and drawing the strap tight. 
THE, STANLEY WORKS 
New Britain, Conn. 
New York Chicago SanFrancisco Los Angeles 
Seattle 


Manufacturers of Wrought Hardware 
and Carpenters’ Tools 
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-LANDRETH’S — 


Garden and Flower Seeds, 
Onion Sets and 
Mixed Lawn Grass 


Now is the time to place your Seed order, if 
you have not done so, for next Winter and Spring 
sowing. If you wish our traveler to call, notify 
us, and, if possible, we will have him do so, or 
send us a list before buying elsewhere, and we 
will quote you on Garden and Flower Seeds in 
bulk, in Lithograph Cartons of | lb., 14 lb. and % 
lb., and in Flat Packets. 


We will also quote you on Mixed Lawn Grasses 
and Onion Sets. Please give us the opportunity 
of quoting. 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 
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STOP HEED 


Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 





Your dealer handles them, get 
New Catalog 47, you need it. 


BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 











Due for a 
Drenching! 


Garden hose will soon be brought 
out of its winter “resting place.” 
Lawn sprinkling time is close at 
hand. Be prepared to take care 
of the demand for better fittings 
—and see to ., that Sherman 
Wrought Brass Fittings are put 
on the hose you sell. 






Diamond Nozzle 
Take for instance the new Diamond Nozzle—made 
of heavy wrought brass throughout. A perfect spray 
and an insurance against wet feet. The user escapes 
the leaking, drizzling nuisance of a faulty nozzle. 


The Diamond is larger and 
throws more water farther. 
Made in 34” size only. 


The Sherman Hose Clamps 
set the pace and need no 
introduction. They are rust- 
proof and can be used over 
and over again without wear. 
Clamps are subject to rough 
treatment and Sherman 
clamps are made to stand 
the wear and tear. Only 
wrought brass is used—and 
no other material. Made in 
every size for any kind of. Sherman Hose Clamp 
hose. (Patented) 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 























/ 
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PROTECTION 


That’s what customers get with the 
Ilco Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 








We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 


and Prices. 


i) INDEPENDENT IOCKCO.4 
Leominster Mass., U.S. A. 


Manufacturers of Cylinder Locks, Padlocks, and 
Key Blanks. 
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Ne. 477—White Handle 





Taplin 


Double Dasher 


CENTER DRIVE 


One of 28 sizes and 
styles embracing a beater 
for every purpose. 


The IRON frame gives 
great rigidity. It cannot 
give, bend or pull out of 
shape. The IRON drive 
gear and pinions provide 
the solidity and bearing 
surface to keep the gears 
in perfect mesh. Undoubt- 
edly the most durable and 
easiest running egg beater 
made. 


A handle comfortable to 
grasp. No sharp edges to 
hurt the hands. 


Eight Beating Blades of 
Correct Design. Center 
Drive, Lustrous Rustproof 


Finish. Attractive White 
or Ebonized Handles. 

The Taplin Mfg. Co. 
New Britain, Conn. 


New York Office, 
71 W. Broadway 











Get ean a 
into your Store and 
Make 200 to#240% 


An investment in a doz- 
en White “Can’t Splash” 
Mop Wringers displayed 
on our “Silent Sales- 
man” display rack in a 
prominent part of your 
store will turn itself 
6 to 12 times a year. 


Your customers are look- 
ing for something to 
eliminate the drudgery 
of hand mop wringing. 
The display card on the 
rack attracts attention 
as they enter your store, 
the wringer is there for them to examine—sales result 
quickly. White Mop Wringers and free Silent Salesman 
are stocked by jobbers. 


Let us tell you more about White “Can’t Splash” Mon Wringers 
and how to make them a leader in your store. Write us direct today. 


WHITE MOP WRINGER CO., Fultonville, N. Y. 








shys at nothing. 





out of profits, too. 





Acme Gets the Decision 


Let any one try ACMES just once, and 
he'll never again go back to sticking, 
jamming, hard-rolling casters. He’d have 
used ACMES long ago if he'd known 
about them. Acme is a knockout. Acme 
Acme knocks the fits 





From your Jobber: send for catalog. 
THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 


Agents: 
J. C. McCarty & Oo., 29 Murray St., New York City. 
Cc. W. Gause Co., 698 Mission St., San Francisco, Cal. 











‘WHITING -ADAMS 


~ The Household 
Buy-word 
— meanin iS 


Good Brushes 


Look for the name WHITING- 
ADAMS on every brush you 
buy. Whiting and Adams have 
been household buy-words for 
brushes for over 116 years — 
always standing for service 
and satisfaction. 
JOHN L. WHITING-J. J. ADAMS CO. 
BOSTON, U. S. A. 


Brash Manufacturers for Over! 16 
Yearsand the Largest in the W orld 


WHITING -ADAM S 


BRUSHES 
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WHITE MOUNTAIN 
Apple Parers 


Give Satisfaction in Thousands of 
Homes All Over the World 





GENUINE WHITE MOUNTAIN 


PARER, 


CORER AND SLICER. 


GREEN APPLE SEASON 


is here now. Are you ready to supply the de- 
mand for APPLE PARING MACHINES? 


WRITE your Jobber or to us for prices on THE 
WHITE MOUNTAIN and SIX other sizes we 


make. 


Goodell Company, Antrim, N. H. 








There Is a Big Demand 


for the i 


LADDER JACK 


It Spells Safety First 


For Painters, Builders, and All 
Users of Ladders and Scaffolds 


Attaches to the standard of the ladder. Guaran- 
teed to carry 1000 pounds. Used either out- 
side or inside the ladder. Raised or lowered 

to any height or angle 

without removing plank. 
Made of strong high 

, grade 134”"x1Yy" 

angle steel. 

Light in weight. 

Can be folded 

up conveniently 

for carrying. 


Retail Price 
$4.50 


Dealers and 
Jobbers 









Write for literature 
and discount. There 
is a ig marginal 
‘ r in the Ladder 
“& Jack for you. 


J. DEATHE CO. 


Morgan Bldg., Detroit, Mich. 





EDWA 











*Everedy 
Bottle 


Capper 


Steel and mal- 


leable, _nickel- 


plated. Wood 


or padded base. 


Caps any size 
bottle. Retails 
$1.50. Plain 
base $1.25—six 
in box. 


“Old Bud” 
Bottle 
Capper 
Caps bottles 
by hand. Seals 
bottle airtight. 
Big 10c value. 
“Advertised in G 


ood 
Housekeeping Maga- 
zine, 


yrAdvertised in 





NOW! 


While W omen 
Are Putting Up 
Preserves—You 
Can Be Ringing 
Up Sales 





The *Everedy Jelly 
Bag and Stand 75c 
—Extra Bags 25c 


Women appreciate 
this easily-operated pre 
serving outfit. - 
cient and useful. 

Now is the time to 
push the Everedy. Dis- 
play it prominently and 
you'll sell it easily. 
Dealer helps with each 
package. 

Slight increase in 
prices in Canada and 

Far West. 


1 East Street 





Everedy 
(No-Sed ) 
Filter Bag 
and Stand 
for the 
Home 
Beverage 


Maker 


Stand nickeled, 
flat spring steel. 
Retails at 50c. 
Bags made of 
Everedy filter 
cloth napped 
on inside. Re- 
tail 50c, 75c, 
$1 sizes. 


Everedy 
Fish Scaler 
for 
Sportsmen 


Simplifies fish 
scaling. Won- 
derful value 


for 10c. 


The Everedy Company 


Frederick, Maryland 















ao’ 
in far West 


* 

Keep Aladdins 
s 

on display! 
People are going on auto 
trips, picnics and vacations 
every day these days! They’ve 
seen Aladdin Jars advertised 
and want them. Let them 
know you’re ready to supply 
the genuine Aladdins with 


the 12 vital exclusive fea- 
tures. 


Aladdin Industries, Inc. 
Dept. P Chicago 


Sold by all the 
leading job- 
bers. 





| 
Vienna } 
“rmalware S.A 
4 [ A } 


Hot or Liquids 
\ 
SE 


/ Drinking cup-cap of 
heavy aluminum 


. J ity 4 oe ‘ 
- F ‘ 
»* 
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Sturdy, Sanitary, Silvered Glass Stopper 
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Gallon Size 
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Having increased our facilities we are open for addi- 
tional customers for the manufacture of golf balls 
under their own private brand. We are the pioneers in 
this country on this class of business and are serving 
many customers satisfactorily. Manufacturing and 


THE WORTHINGTON BALL COMPANY 


Sales Department 


specializing in nothing but golf balls and having been 
established twenty years we can guarantee prospective 
customers satisfaction and service. 


We solicit your inquiries. 


ELYRIA, OHIO 











Rock Island Radiovise 


A big seller that can’t be overlooked. Especially adapted 


to all kinds of radio building and repair work in garage 
and shop. Sturdy and dependable. Attractive bright red 
finish. 

A “live” item with liberal profits. 


Swivel Base Saws 316 

Anvil Type Open 4” 

Write for Weight 
Prices 19 Ibs 





















THE TACK 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 














pence soem 


RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 





Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 


easy. 
They are made with both SQUARE 


SHANK and PRECISION SHANK. 
The Russell Jennings Mfg. Co. 


CHESTER, CONN. 














——_—— 


POPEERS S dourciippens 


vat on WIRE CUTTERS 















For cutting bolts, rods and 
wire, ranging in size from 
% inch to % inch. Used in 
garages, repair plants, 
farms, homes, shops, etc., 
saving time and labor. 

The name PORTER is 
assurance of _ reliability — 
protection against inferior 
=— and poor workman- 
ship 

Every PORTER tool is 
built for efficiency and dur- 
ability. 


H. K. PORTER, Inc. 
aa EVERETT, MASS. U. S. A. 


































The Soldering 
Paste that has 
satisfied cus - 
tomers for over 
23 years. 





Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 











BURNLEY | 








| G. F. Wright Steel & Wire Co. 


Manufacturers of 





UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 

















Osborne High Grade Punches 





Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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Ashaway Lines 





Mason Lines 
Chalk Line 
Fishing Lines 


Ashaway Lines are 
standard for length 


and weight. 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 








1810 





ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 























A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 








“QHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF “SD GUARANTEED 
SEMI-STEEL AGAINST 
pron win BREAKAGE 





a 





The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog ° 
THE STEWART IRON WORKS CO., Inec., 225 Stewart Block, Cincinnati, 0. 



















































































—— 
Plain or enameled in 
colors 


 STRATTO 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
STRATTON MFG. CO., Stratton, Maine 
























BOLT 


“VICTOR” CLIPPER 






Send for Catalog 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








BAND “J_ EI NOX” saws- 


SERVICE 
OISTINCTION 


QUALITY 
UNIFORMITY 


“The Jools in the Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sahdy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 
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SAMSON CORI 


MANUFACTURERS OF a ¥ 


oN 












LINES, SMALL LINES 
AND COTTON TWINES Ata 


Baston 22 a ratanas | 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


Ht WE PROTECT THE DEALER. 
I BS 


BROWN & SHARPE ey Pena 
Providence, R. I., U. 


WILLIAMS — 
RENCHES 


Ww 
























J. H. WILLIAMS & CO. STANDARD FOR 
New York BUFFALO Chicaco #ALF A CENTURY 














Welding Compound is best by every 





test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


. ANTI-BoRAx COMPOUND Co. Fort Wayne, Ind. ® 




















PADLOCKS 
FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 

HDW. CO., INC. 
Pa., U. S. A. 


Ihe 








THE FOWLER & UNION 
, HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 
1000 MILITARY RD., | BUFFALO, N. Y. 








Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Menufactured by HUDSON PARER CO., Leominster, Mass. 
LIVINGSTON-COOPER CORP., 


Agents 
131 East 23rd Street New York City 




















HUNTER’S SIFTER 


The Standard of the World Since 








1880 
Imitated But The Fred J. Meyers Mfg. Ce. 
Never Equalled Hamilton, Ohie 














SAMPLE 


FREE 














August 21, 1924 HARDWARE AGE 109 


| American Steel & Wire 


Company 
York, Bostes 
oe Cleretand, —— 
A... 8. 2 ee Apne *.” 
"yout Seattle 










Give Them 


Phenix Quality 23 


In Storm Sash Hangers and Fasteners 
7 Show your customers the d 
line of Window hardware that eee 





















saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 
handiest, easiest applied, most > = ng BARBED: Ellwood Glidden, a Glidden, Bares _, woe 
that’s why they sell best. New improve- Baker Perfect, Ellwood Junior 
monte pat om ja a class of their own. bas NAILS, s, SPIKES, STAPLES, TACKS, Hot Galva Nails 

r o-da catalog showing full en hony, 
Bae, poe mgr —~ only = ee loose joint “"Natiensh U.S. FENCES: American, eed 

nge made, an e on st t for b 
—— ment storm windows and porch "encionanen. we pt Mg 
— Samples free. BALE TIES: Old reliable brands 
TELEPHONE WIRE 






WIRE for every purpose 
Quick Delivery. Write us for selling plans. 


























Takes the Guess-work Out of Hatching! 


That’s exactly what the new copyrighted Queen Chick- 
Chart does, when used with a Queen Incubator. 


032 Center Street 
Phenix Mfg. Co.  °%7,<enter Stee 
The how is wholly automatic and accurate in its 


| 5 i we ne oe 


il 


Ie TOOLS anyone can understand. 
i fe ee ets cedting perpen | Queen Air-Cell Control 
ueen Incubator Compan 
T ull LT PP reat pany 


A large stock always 


Write for complete price nats Stop your customers from wasting eggs and time on 
GIFFORD- D CO. cheap incubators when full hatches of strong, healthy 
woo chicks can be secured by this new Queen invention. 


Main Office & Works: 7 Hill St. | We can help you make your incubator department a 


22] | Sees 


| 


} i ee... © pleasure and a profit. Ask us how we help. 
tl Lincoln, Nebr. 
Ensign Bickford is the ORIGINAL 
SAFE safety - fuse—tested and tried by When Customers “Look Around”’ 
We manufacture various Let Them Find A Lowell Clothes Line Reel on Display 
FUSE brands of fuse, omene It will make many profitable additional sales for you 
which you should fin 











one acagtante for your 
wor Complete with 36 feet of 
stout braided cord and 
mecessary screws and 
hooks for installing in- 


doors or in the yard. 








Attractive, dust + proof, 
metal cabinet. 


Order from your Jobber 
or write us for prices. 











| ; 
The Ensign-Bickford Co., Simsbury, Conn., U. S. A. Hoge Mfg. Co., Inc. 7°22 Fultou street 
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diameter. Made from cold rolled steel out 
No rough gases to out hose. Put on a in “iow than PADDERS 
Hose Clamps. “Trademark yp Fess ge A ng car- 43 = pel METHODS 
et rom your er—or us. as =} Soe 
= pe . = 510": adequate storage facilities for 
UNIVERSAL INDUSTRIAL CORP. hate a make it accessible and con 





Hackensack, N. J. venient for clerks and stock men to handle with 
| 2, absolute safety—to insure quick service for whole- 








sale or retail trade — install one or more 
MYERS NOISELESS ORE LADDERS. 


U NI VERSAL : far : 4 Deep tread steps, full length hand grips, rubber tires, 


" ovechend track system, firm construction throughout, 


eliminate vibration and noise and produce a 

BOX STRAPPING bien operate 
only=neat 0 

eens | 

’ 


af at 
CARY MANUFACTURING CO. tii] any i +s Circul most 
Manhattan Bridge Plaza, Brooklyn, N. Y. on request 
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pp Solid, Minimum 50 words 


An Effective Low Cost Contract with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 





August 21, 1924 





I EES Ce nee aa pe Pn me oe d 
RES Ges SS NRG 6 ve cc recog ccs seeuvecestct 4.00 

re Nis eee. ob bkbdenwe en eeewe’ .08 
DG ET Th dk ae ween 6 6a tne wl bes biee Ob 26s 400s Shwe 60D 5.00 

ee Se Wns ok cv océcckeneaeudeseneasecer? : 4.00 


4 insertions, 10% off; 8 insertions, 15%. off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 








An active faithful young man can 
obtain interest in established hard- 
ware business located in progressive 
Central New England city of 150,- 


000. Operated by same firm for al- 
most a century. Owner is mature 
and desires relief from _ details. 


$12,000 to $15,000 cash required for 
liberal portion of stock at fair price, 
or would sell to right man. Young 
blood needed to increase business. 
One familiar with retail and whole- 
sale hardware business preferred. ( 
Personal interview and references | 
required. Address at once Box 244, 

care of Hardware Age, New York. 





ONE of the largest nationally known stove 
and furnace manufacturers will have, for 1925, 
in various states, openings for a few high class 
travelling salesmen. Experience not so essen- 
tial as ability and acquaintance with the trade. 
When applying state age and full particulars as 
to past and present connections and send photo 
if possible. All communications confidential if 
desired. Address Box G-243, care HarpWARE 
Ace, New York. 


Positions Wanted 


SITUATION WANTED—Position as Sales- 
man or buyer with hardware jobber. Has ex- 
tensive following in Metropolitan area and well- 
known to manufacturers. Age 35, 15 years’ 
wholesale experience, 11 years as buyer with 
present employer. Active aggressive salesman 
and executive. Address Box G-253, care Harp- 
WARE AGE, New York. 


Sales Accounts Wanted 











Positions Wanted 














CASTINGS 
Hardware manufacturers can get good soft 
castings and good service from us. We 
make high grade, soft, easily machined 
castings. We also do machining, nickeling, 
japanning and assembling. 
Send samples or prints for quotations. 


meaty i A 4 HARDWARE & 


Littlestown, Pa. 


Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
change. Experienced cutlery, hardware, house- 
furnishings. Now under sixty day clause con- 
tract. Will work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware Acg, New York. 





Buyer for Hardware Jobbing House: High 
class man of strong personality, thoroughly ex- 
perienced in Foreign and Domestic Arms, Am- 
munition, Field Glasses, Binoculars, etc., Radio. 
Location no objection. Kindly write for further 
information. Address Box G-240, HarpWare 
Ace, New York. 





UNDRY C©O., INC, 











—i> 


WE OWN AND OFFER 100,000 SHOVELS 
AND PICKS (SOUND WAR-MATERITAL). 
WILL GRANT SIX MONTHS’ CREDIT FA- 
CILITIES TO RESPONSIBLE BUYERS. 
AGENTS PROTECTED. SUBSTANTIAL 
COMMISSION PAID. ADDRESS EXPORT 
PRODUCE & PROVISION CO., 105 HUDSON 
STREET, NEW YORK. 








Business Services 








Direct Result Advertising for 
) Stores Dealing in Housewares 
and Hardware 


A service that has the cuts, the ideas, the 
} plans all ready to add prices and give to the 
) printer. For store news, circulars, or news- 
, paper advertising. Only one store in a town 
ean have it. If you seriously intend to go 
) after more business in the only way you 
) ean get it—-write for information and rates. 
HARDWARE AGB SERVICE, 239 W. 39th 
ST., NEW YORK CITY. 








MARRIED MAN, 29 years old, desires posi- 
tion in retail or wholesale hardware, several 
years retail hardware experience. Have been 
doing the buying for large retail hardware store 
for the past two years. Have had experience in 
selling hardware, furniture, paints, wall paper, 
saddlery, and am especially interested in tools 
and sporting goods; can furnish best references, 
honest and willing to work, now employed but 
desire a change, prefer Ohio or Middle West, 
would consider a traveling position. Now em- 
ployed in a Winchester Store, 41. Address Box 
G-247, care Harpware Ace, New York. 





HARDWARE SALESMAN, South and South- 
west. Long standing personal acquaintance. 
Jobbing trade this territory. Twenty years’ ex- 
perience, three changes in this time. Six years 
salesmanager. Leading Southern jobber. Past 
three years business for self. If you wa&Ant re- 
sults in this territory, former employers. will 
be gladly referred to for ability, character and 
habits. Address Box G-245, care HARDWARE 
Ace, New York. 





POSITION WANTED by experienced Hard- 
ware salesman to represent a manufacturer, call- 
ing on wholesale or retail or both. I want to con- 
nect with a reliable manufacturer, with an estab- 
lished trade whose goods are right. New York 
State and adjoining territory. Address Box G-248, 
care Harpware AGE, New York. 








Young married man with eight years’ whole- 
sale experience selling Hardware and Auto Ac- 
cessories desires road job with Jobbing House 
or Factory. Address Box G-250, care HARDWARE 
Ace, New York. 





Manufacturers’ Representative, with Chicago 
office calling on hardware, housefurnishing and 
department stores, is desirous of securing an ad- 
ditional line of merit for Chicago and adjoining 
territory. Address Box G-239, Harpware AGE, 
New York. 


MR. MANUFACTURER: I sell to the large 
wholesalers in the big trade centers over the 
whole country. If you can handle volume 
orders. and your prices are low enough to war- 
rant this kind of business, I can get it for you. 
Straight commission. Address Box G-252, care 
Harpware Ace, New York. 








Manufacturers representative with large fol- 
lowing among Hardware Jobbers and Depart- 


ment Stores in Central and Mid-West States 
desires additional line. Must be a_ repeater. 
Commission basis only. Address Box G-254, 


care Harpware Ace, New York City. 


Sales Representatives Wanted 


Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Phila., Pa. 


ALUMINUM WARE SALESMEN WANT- 
ED BY MANUFACTURER to handle as side 
line or full time a popular priced complete line 
of medium weight well finished utensils, thor- 
oughly guaranteed. Complete assortments and 
open stock. Commission basis. THE MASSIL.- 
LON ALUMINUM CO., Massillon, Ohio. 














Salesmen calling regularly on retail hardware 
trade to sell our Carbo Magneto Sharpening 
Stones and Grinding Wheels. The line that 
brings repeat orders. Liberal commission basis. 
Some excellent territory now open. Preference 
to these covering territory by automobile, A. 
Goodrich, Inc., 1500 W. Madison St., Chicago. 


LIVE WIRE SALESMAN WANTED: To 
sell Advertising Tire Covers, Top Recovers, Seat 
Covers, etc.; Tents, Wagon Covers, etc. Com- 
mission basis, to retail trade. State territory. 
selling experience and age. 





Address Box G-251. 
care Harpware Ace, New York. 


SELL TIRE CHAINS on commission. Wood 
worth Double-Grip chains grip the road much 
better than others, wear longer and are easier 





on tires. Spring adjustors made on the chains. 
Low in price. Send $1.00 deposit for samples 
and full instructions or write for proposition. 


Woodworth Specialties, Mfrs., Binghamton, N. Y. 











the latest selling hints. 


Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to you each week 
e lat We realize that “inspiration” and “deter- 
mination” are just as essential to business success as is ability. 


Get in the habit of reading your trade paper carefully from cover 
to cover each week; get the fighting spirit it instills and your books 
will show a better balance at the close of 1924. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 





include replies that have gone direct to advertisers using their signature. 





Sales Representatives Wanted | Sales Representatives Wanted | Sales Representatives Wanted 








Salesmen interested in attractive assortment of Salesmen to sell on commission hardware, SALESMEN CALLING ON HARDWARE, 
dog collars, dog harness, etc., to sell direct to | tools, regular goods, specials and job lots, one | Department, Variety, or General Stores can sell 
to cover Chicago and vicinity and one for the | Rubber Door Mats, Stair Treads, Landing Mats, 
retail trade. Recently organised manutacturer of entire State of Pennsylvania except Philadelphia | Novelty Rugs, Corrugated and Perforated Mats 
long experience in this line has good territory | and one fer New York City and suburbs. No | and Matting, Ford Mats, Pedal Rubbers, Run- 
open for the right men. Only hard workers and | objection to side lines, providing they do not | ning Board Mats, Men’s Belts, etc., either as 
those with representative lines need apply, giving commuet bes ow Gg Ponca, em mail orders as | side or main line. $10 to $25 day earnings 
: : : well as orders taken e have customers in | easy. Fine chance to build permanent business. 
all details, territory, etc., in ‘first letter. P. O. | oth territories. Address Box G-236, care Harp- pi Rubber see at Co. yt ae Ohio 
Box 130, Patterson Post Office, Baltimore, Md. WARE AcE, New York. : s : 














THE H.L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Pickets Made of No. 9 Heavily Galvanized Wire 


MANUFACTURERS OF 





de oct) 222 Aenea PROMPT SHIPMENT 
rnamental Lawn Fence nitty BA ahve naansnnininnaninin » iui FROM STOCK 

Walk, Drive and Farm Gates (i “/AUaraeneraraeseae = AE s 

Rubbish Burners, Trellis | #1, {Hideo tete| §©6©6 «WRITE FOR PRICES 





Flower Border, Tree Guards tif a ie ZED UATE EEE 























QO. Lindemann & Co. 110 to ONE DEALER 


Over 2800 requests for Hill Clothes Dryer 
information this year. 110 were referred 
to one dealer, 81 to another. We'll refer 
them to you. 


Manufacturers of 


BIRD 














anv) HILL CLOTHES DRYER CO. 
CAGES 39 CENTRAL ST., Worcester, Mass. 
Established 1863 Distributors Metropolitan District 
Herman Kornahrens, Ine. 
35-37 Wooster Street New York 111 Murray St., New York City 





























The “TORREY” American Can BALE TIES 


TONTAINERS OF TiN PLATE IC (RON GALVANIZTEO (RON 





A Real Man’s Razor Best Made — Prompt Shipment 
Send for Catalogue of Full Line Baur Bale Tie Co. 
J. R. Torrey Razor Co., Worcester, Mass American Can Company INDIANAPOLIS, IND. 




















J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


—- RIVETS — 


ELEVATORS 
DUMBWAITERS 
Write for our catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 


“They Have a 
bull Dog-Grip” 


Manufectured by 
0. 8. Clethes Pin Ce., Mentpelier, Ve. 


Sales Dept. 
“18 Unien Bank Bidg., Pittsburgh, Pa. 


Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 
ore Mfg. Co. 
Germantown Ave. 
se ailndsivbin Pa. 


SILVER LAKE 


SASH CORD 


N&T WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 





























If it’s the best tool you can sell 
For Working Stone 
it’s ours 
Trow & Holden Co., Barre, Vt. 
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EYELET TOOL CO “AXES SCYTHE S Oe ce FAITE 
+ 
Manufacturers of Punches and Sets (Hand and PEERLESS FAUCETS 
Drive and Foot Power) for Leather, Cloth and S Made of best Maple, with Leather 
Metal, Punch Tubes, Punches and Dies. All Scythes since 1812, Axes since 1800 ini Block Ti ‘ 
kinds Lining and Best Bloc n Key 
and sizes made to order. Write jobber. : : 
Booklets free, Established 1858. RIXFORD MFG. CO. Beware of So — are 
Stamped wit altese Cross. 
190 Dorchester Ave., Boston, Mass. East Highgate, Vt. | John Sommer Faucet Co., Newark, N. J. 




















CRA oO NS | EEA Stop Leaky Faucets 
FOR EVERY ~ Samples FREE 


U. S. WASHER CO. 
STANDARD CRAYON MFG. CO. ntsage 


Hartford, Conn. 
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a 
THE ADVERTISERS’ INDEX is published as @ convenience and not as a part of the advertising contract. Every care will be taken to index eorrectly. 
No allowance will be made for errors or failure te insert. 
A F P 
Aladdin Industries, Inc. .............. 105 PUNE GO, oviescccdobicucthbaes 107 Peabody & Company, H. W.............. 1 
Se AS Serer reer 80 ES ee 107 Peck, Stow & Wilcox Co................. 7 
Aluminum Goods Mfg. Co............... 26-27 Field Hdwe. Mfg. Co............ wikia eee 108 Peerless Level & Tool Co................. 85 
Ge Fs o.oo sdens ccenkesveete lil ee GU Gis ec tadeewcneSueessvivens 31 Phenix Mfg. Co......... int wah i datveeete 109 
I a a 0 «4 66 kes beeen eecens 25 Fowler & Union Horsenail Co............ 108 he Un aeevaae'e'e es ch oeeweress 106 
American Sales Book Co................ 79 Fraim-Slaymaker Hdwe. Co............ ..+ 108 ce re 100 
American Saw & Mfg. Co................ 108 COD. Pcie cwicccvececsedowes 3 
See EE Gs wars ectes wes ecess 22 
American Shearer Mfg. Co............... 108 G re) 
American Sheet & Tin Plate Co........ 24 
American Steel & Wire Co............. 109 General Fireproofing Co.................. 92 as ene sae ae 109 
Reba TNO: Gk ov 6 on tacks gis cnwtds 19-20 ET. £evncsctdesdhavksedacaue 109 * 
Anti-Borax Compound Co................ 108 a so eee cancecas re ce 105 
Armstrong Mfg. Co. ..................-- 102 | Griffin Mfg. Co......... Sic bua 85 R 
Ashaway line & Twine Mig. Co........ ap Richards-Wilcox Mfg. Co................ 73 
PD Ty He Goon vere senerenens . SEED Tes ill 
H Ml. oo cess vewseeene oe. 108 
ee es 101 oe Arthur B..........---0e-seee. 106 
. a ST ee 106 
B rr rr rr Te, cece et 6eeeue ee 111 
ey a 6” =. la a IRE IR 100 PE, | Oc scacvesunctoetecssnbeeses 32 
I i ag 8 a ll 34 i ee cea bce beeewedweeec ewe’ 109 Ra, Sarees & Wat Set & Wet Se. 86 
Cr Cre Ca. os nce b sted enenedeete ee ill I: (A SO 6d ccs sineavanees bee 75 
SE Sy  Sasuee de ccssesesseasatset 102 SE, CD Wiis cnn coveesvesstenesoes 108 Ss 
i er a 99 
Berey Gecthers. Unc.” .................. 14 Samson Cordage Works...........-.....+. 108 
rn Ci wevsececeetessees? 33 I ee a ee ee 23 
Bemsmer Gastar Winse Co.......... ine 103 es nn od. ow s.96 666000 O86.0 bere 104 
Boston Woven Hose & Rubber Co......... 39 Independent Lock Co..................-+: 103 Sherman Mfg. Co., H. B.................. 103 
Menciiee Bile, Go. .... on nccccccuccncccs 92 ee ee Ss ccc cn seetss sa sdeathvesse lll 
Brown & Sharpe Mfg. Co............... 108 Simonds Saw & Steel Co................ 8-9 
Brown Wence & Mis. Co.. H. L......... 111 J Sommer Faucet Co., John............... 111 
EE, vist cccncekhedskucswe bed even 16 Standard Crayon Mfg. Co................ U1 
ee ee ee 97 EE EE cb ee edsbtdeesCeos veessésre 102 
Burnley Battery & Mfg. Co............. 106 Jennings Mfg. Co., Russell................ 106 Ss Sie Sao cwkscnaes cone serwe es 40 
Sterling Wheelbarrow Co................. 113 
Meewast Trem Wears Con... cccccscccccece 108 
K EE sn emsevecceececaseoncees 108 
Cc 
NE EE, o conemisicss 6s eeee sewn seen 37-38 T 
SR ee a tens ben ee wae ul 108 
0 Ee he eae eae 21 NT cn ccch ecdutbedessuadtee . 104 
a TS Waacadcendibiwkce ds ccsadex 109 L ct: Saag a PAT eee eeoresnees a 
; omson g. Co., Judson L...... re 
Codonae Gehan Oa TT, ggg. | Ramlizetle Beek Coy D.........se0eeesees. Mi anor se om 
Lidseen, I, ee, 8 dC eae eude cat 101 Trow & Holden A ee lll 
Clemson Bres., Inc. ..............++.. ned RAeeemmn B Gen, Doe. . cc ccccecetsccctes ijl : 4 Ce: 82 
Coos Wremch Co. ....-s00ee-eeeee eee: a Lowe Brothers Co ee ee ee er ener ae ee 13 ponnnaaiigetiaca fics. idea 3 
Con-Ferre Paint & Varnish Co......... us Lucas & Co., John........ . Gabeenduaas 18 precision Bye ae eal an . 
nae Eenanse Saale Sen +s0'! + 97 | Ladlow-Saylor Wire Co............000c00s "Tooth tat aaa aaauabede aah tae = 
Continental Wood Screw Co. ........... 99 
Corbin Screw Corp. .......... VERE LON GID 87 U 
Se cbotacepscuweustean 98 
ee Se, GN, ne ect eanbencie veaene 94 M U. 8S. Chain & Forging Co............... 35 
ie is SD SPUD Ec cance cccccescctions 111 
McKinney Manufacturing Co........... 71 I Eo eed eeuueals 111 
BRawems ESOT WOUNB. oc ccccccccccccccccens 717 Universal Industrial Corp................ 109 
Mechanics & Metals National Bank....... 107 
D Meyers, Fred J., Manufacturing Co....... 108 Vv 
Dazey Churn & Mfg. Co................ 95-96 | Milwaukee Brush Manufacturing Co....... ~ 
D’Eathe Co., NS a eee 105 Moore & Company, Benjamin............ 17 Rs a se ne Bn demand iene 15 
a A i 91 Murphy Varnish Company............... 10 Pe COU ones dec ccccccvvessepes 29 
Diamond Calk & Horseshoe Co........... 102 Myers & Brother Co. ©. &............ a ae 
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Something To Talk About 


Handle Clamps 


When you handle Sterling lheel- 


barrows you have something to 
talk about. Many exclusive im- 
provements in construction ano 
design give you selling arguments 
which save sales eflort: 

You can salely SAY there 1s no 
better wheelbarrow made and 
a casual inspection ofa Sterling 
will prove your argument. 
OT TIRY Caliiremcl 
Creates Another 


























Sterling Wheelbarrow by Aloe CMs. 


Boston, New York, Chica go, Cleveland, Detroit, St Fouts 
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kK You Had Painting to Do You Would 
Use a Shasta. 

Its beautiful bristles, metal ferrule and 
general appearance of excellence tell vou it will 
do a fine job. 

The Shasta tells vour customers the same 
thing. ‘That’s why they buy it—why it’s one of 
the world’s best selling Brushes. 

Its quality stands out all. over 





vet, the 
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ee 
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Ask vour jobber about Shasta Brushes. 
They come in three grades and five 
sizes and cre packed in (1) individual 
cartons; (2) dozens and half dozens 
to the box; (3) assorted on Easel Dis- 
play Cards. Packed in any manner 
desired. 









Shasta actually costs less than brushes of 
similar qualitv. That’s due to its unique con- 
struction—bristles held by compression. 

The Shasta brush is patented. The name 
registered. The brush is so tremendously popu- 
lar however that it is being imitated—inferior 
imitations too—beware of them. 

If you want a profitable Brush business put 
in a Shasta assortment. 


a f 


5 THE WOOSTER BRUSH CoO. WoosreR. 
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